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SRUSH CLEANER SO FAST AND THOROUGH » / 











something everyone who’s ever cleaned 
e brush has prayed for. 


j 
‘it removes every trace of paint in 33 seconds 

eaves brush so clean you can use it for another 
color instantly ! 


y / 





BRUSH PRESERVER SUCH AS YOU'VE NEVER 
EEN! Brushes cleaned in Process 33 are clean as 
hew— stay soft and flexible — store dry, ready 
lor instant use. 


IMPLE TO USE—Just swish brush gently through 
rocess 33 — no scraping, squeezing or pressing 
ecessary. For paint rollers, just place roller- 
leeve in a jar of Process 33 and shake well. 


ONOMICAL, RE-USABLE. Process 33 is inex- 
ensive — and it can be used over and over again; 

et loses its cleaning strength. Just pour off of 
int settlings — it’s ready. 
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PRICES 


wot. LIST 
SIZE PACKED LIST EACH 


Pint 12 17 Ibs. $5.40 $ .45 
Quart 12 32 Ibs. 9.48 79 
Gallon 4 44 Ibs. 9.80 2.45 


«AND LOOK! FREE SAMPLES 
Pte 
33 FOR YOUR CUSTOMERS/ 


SECOND BATH IN Every brush or paint customer is an immediate prospect 
“ for Process 33. You make a SURE sale when you 
— give him a free sample of this amazing brush cleaner! 


FREE — TWO DOZ. 3-OUNCE SAMPLE BOTTLES of 
i PROCESS 33 with every dozen quart bottles ordered. 
a CLEAN FREE — ONE DOZ. 3-OUNCE SAMPLE BOTTLES of 


WITH READY FOR PROCESS 33 with every dozen pint bottles ordered. 
PAINT ANOTHER COLOR 








Although Process 33 is not intended to restore 


old, hardened brushes, it will keep new or clean 1 G.N. COUGHLAN CO. * West Orange, N.J. 
ntionally - ‘ and De-Moist 


brushes in like-new condition. ir: 








Rod Devil 


introduces 
NEW TWIN-BRUSH FP-33 FLOOR CONDITIONER 


Vesigned rr 


Now, as the demand for home floor ma- 
chines reaches an all-time record, Red Devil 
adds the newest type to its well-known line 
...a complete, versatile floor conditioning 
unit designed to include every feature de- 
sired by women—plus bonus features 
backed by Red Devil’s reputation for lead- 
ership in floor conditioning machines. 

It’s handsome, compact, light and versa- 
tile. At the snap of a switch the FP-33 
polishes—or buffs—or waxes. Twin 6-inch 


* Leaves a full 12-inch swath of polished surface for each forward stroke. 


brushes spin in opposite directions—elimi- 
nate tendency to side-slip. The FP-33 
moves in the direction it’s guided: Snap on 
a different attachment and it will scrub or 
sand at its owner’s command. 

All floors yield to a beauty treatment by 
Red Devil’s FP-33. It preserves and beau- 
tifies wood, linoleum, rubber, terrazzo, tile 
and concrete. 

And here are more looked-for features 
that will make the FP-33 the fastest selling 
floor-conditioner on the market: 


* Easier to use than a vacuum cleaner. Weighs only 19 Ibs. 

* Powerful “% H.P. motor — Underwriters Approved. 

* White plastic bumper for furniture protection and eye-appeal. 
See us at Booth 32, National Hardware Show 
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$6450 


retail 
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“The first thing I tell’em 
is, It's YALE!” 


7 Says Martin O’Hara, O’Hara Hardware Co., Ottumwa, lowa. 
. “That's the big advantage in selling a line people know is good. With YALE 
there’s no question of quality. Selling is simply a matter of showing 
my customers the right YALE item for their particular needs.” 
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One of YALE’s 


super pin-tumbler 


padlocks—830 








Here’s your best-seller in 
max!:num security padlocks— 
the finest YALE makes! 





e Solid bronze case The phrase “It’s YALE” is the finest sales 

e Hardened steel point you can make about any padlock. 
shackle, chromium And when you can top that with the many 
plated extra selling features built into a YALE 

e Locks at heel and toe padlock, you've got a sure-fire formula for 

* Five pin-tumblers fast selling. Here’s a line that’s easy to 

e Changes “trade up.” There’s a lock for every pur- 
practically pose. It will pay you to keep them well 
unlimited displayed. 


-YALE- 


THE YALE AND TOWNE MANUFACTURING COMPANY 


Stamford, Conn. 
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.... COMBINED IN 
ONE GREAT LOCK | 


You'll find all three of these good selling 
reasons in the famous Eagle Dead Lock. 
Rugged but beautiful with rich gold 
bronze finish . . . superb craftsmanship, 
the result of a century-old tradition of 
quality .. . the Eagle Dead Lock fea- new quick-open FEATURE 


(c) 
\4 
y 
Sayes 50% locking-unlocking time and effort over old-style 


For more sales and bigger profits locks... now with only a quarter-turn of the key... click!... 
. Eagle Dead Lock in ion. 
eee sell Eagle Dead Locks, the first o> ann nos cmt th 


line of security. 


tures a new and improved interior con- 
struction that assures the dependable 


security customers demand. 








Eagle No. 3548 Pin Tumbler Rim Dead Lock Size 412” by 2%”. 
5 Pin Tumbler. Brass plated rustless alloy cylinder. Steel bolt 


with case hardened steel cores. 


THE EAGLE LOCK COMPANY | Subsidiary of Bowser, Inc. + TERRYVILLE, CONNECTICUT 
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PENNSYLV. 
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Dealers who offer these great mowers will 
win new friends and please their old ones. 
For Pennsylvania quality is recognized 
and admired by every owner. In fact, 
Pennsylvania gets a tremendous amount 
of word-of-mouth advertising from satis- 
fied owners. This isn’t just an accident. 
Fact of the matter is that Pennsylvania 
Mowers, both power and hand models, 
are made intentionally better for that very 
purpose. . 


Order Through your Wholesaler 
—and order ear ly, please SPECIFICATIONS— POWER MOWER 


Height of cut %” to 2”. Five extra wide 


a geese | 


rat 








These new 1952 Pennsylvania Mowers have all the grass- 


cutting ability that. has made Pennsylvania a favorite with / crucible analysis steel blades. Rubber tires. 
dependable dealers and their customers for 76 years. As | Briggs & Stratton motor. 
usual, Pennsylvania Mowers will be well advertised in THE MODEL R-15 MODEL T-15 
SATURDAY EVENING Post, BETTER HoMEs & GARDENS, Wheel 10 in. dia. Wheel 10 in. dio. 
AMERICAN HOME, PATHFINDER, SUNSET, FLOWER GROWER ; Vite ten 18 in. Width of cut 21 in, 
—great magazines read by millions. | Shipping weight 130 Ibs. Shipping weight 136 Ibs. 
No one knows how many mowers will be available for Net weight 111 Ibs. Net weight 116 Ibs, 
1952, therefore it’s more important than ever to order Motor Th.p. Motor 1% hp. 


through your wholesaler as early as possible. 


PENNSYLVANIA 


QUALITY LAWN MOWERS SINCE 1877 ACCO 
fe Om LAWN MOWER DIVISION > 


with rewind starter 
and tool box 


To simplify your serv- 
ice problem, Pennsyl- 
vania offers you a com- 
plete REPLACEMENT 
PARTS CATALOG. A 
copy will be sent free 
of charge on request. 


AMERICAN CHAIN & CABLE 
Bridgeport, Conn. « Camden, N. J. BS 


See ee 





ALSO—A Well-Rounded Line of Hi igh Quality Hand Mowers ; | 





GREAT AMERICAN PENNSYLVANIA, JR. METEOR PENNA-LAWN TRIMMER AND EDGER 


Choice of For heaviest duty and For terrace and For small lawns or Does trimming and edging 
professional gardeners. unusual cutting conditions. very fine grasses. use with PLM Power Mower. easier, fuster, better. 
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Appleton, Wis., Shows 
What Can Be Done 


Some dealers have asked us, “What can we do 
to stir up a wider realization of what controls 
are doing to the small businessman.” 

There are many things you can do. For ex- 
ample, let’s take two of the retailers from Apple- 
ton, Wis.: K. M. Haugen manages Schlafer’s 
Hardware there and he doesn’t just sit around 
and talk to himself when he sees things happen- 
ing that he fears are not good for the nation. 
He writes to all his Congressmen, and he writes 
frequently and sensibly. He was probably one of 
the first hardwaremen in the country to register 
his protest against CPR-7. But he doesn’t stop 
there. He encourages local discussions. He takes 
the trouble to pass his views along to newspapers 
and business papers. We published some of his 
comments in the May 3rd issue on p. 124. 

E. R. Boen is another retailer in Appleton. He 
operates several small variety stores. He believes, 
as Mr. Haugen does, that price controls stifle the 
incentive to produce and actually increase con- 
sumer demand, whereas an effort should be made 
to encourage production and in this manner per- 
mit supply and demand to keep prices under con- 
trol in an orderly fashion. 

Mr. Boen took the trouble to write an enlight- 
ening article expressing his views. You can read 
his article on page 22 of the July issue of the 
Kiwanis Magazine. We wish we had space to 
reprint it, for it contains some very basic truths 
that Washington doesn’t seem to be able to grasp. 

When Mr. Haugen read this article he thought 
it hit the nail on the head so well that he obtained 
reprints of it and is seeing to it that his business 
acquaintances read it. 

These men don’t make a cent from this effort. 
In fact it probably costs them some money. We’ve 
talked to both these men and we know that they 
do this only because they sincerely believe that 
the only way to effectively combat the tide of 
socialism that is moving across the nation is for 
individual business men to get out and each do 
his bit to help get the facts known. 

If you wonder what you can do, think over what 
Mr. Haugen and Mr. Boen are doing. 

In his article, Mr. Boen sums up the case with 
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/ just Among Ourselves 


Informal Editorial Comments 


By W. A. Phair 


simple eloquence when he says, “Every factor in 
our economy balances some other factor if we have 
a free market. When there is any interference 
with that market, the balance is destroyed and 
nothing but economic chaos can result.” 





Flood and Destruction 
—How You Can Aid 


The destruction caused by the recent floods 
in the midwest is something that cannot be ade- 
quately described in print. It must be seen to be 
understood. 

On page 96 of this issue is a report of what 
happened to the hardware trade in the flooded 
area. This is by no means a complete report, 
but it may help you get a better understanding 
of the many personal tragedies that lie behind 
the impersonal news reports of the daily news- 
papers... tragedies that hit very close, indeed, 
to all of us in the hardware trade. 

A great many hardware stores were affected 
by the flood waters in varying degrees. Some 
were completely wiped out . . . merchandise, fix- 
tures, building, and in a few cases, homes. The 
task faced by these stricken dealers in rebuild- 
ing and reorganizing for business is a formid- 
able task, one that would discourage less hardy 
people. 

This rebuilding is already underway, follow- 
ing long days of digging out; days of shoveling 
literally tons of mud and debris out of what had 
been a store. 

These dealers are putting great personal effort 
to the job of getting back into the hardware 
business. They deserve, and have earned, all 
the assistance the rest of the trade can give 
them. They are not looking for handouts. They 
are willing to do their share of the job, but the 
job is so big in so many cases that a little help- 
ing hand from the rest of the trade would 
lighten their burden tremendously. 

The hardware trade has long prided itself on 
being something of a family affair. And it is. 
Now some of the members of this “family” have 
suffered setbacks, through no cause of their own, 
and it would be most fitting if the rest of the 
“family” extended a helping hand. 

The RFC says it’s willing to make long term, 
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low rate loans to help retailers get back on their 
feet. While this will be helpful, it is not the full 
answer to the problem. Many dealers are not 
happy about the idea of being forced to use 
Federal money and, too, no matter how generous 
the terms of such a loan, it represents an over- 
head item of serious proportions. 

Wholesalers in the flooded area are playing a 
vital role in the rehabilitation of the stricken 
dealers. But they are not in a position to carry 
the entire load, nor should they be expected to. 
Manufacturers of hardware merchandise can 
also play an important role in this very worth- 
while effort, with but small individual effort. 

Some manufacturers have already instituted 
programs for aiding in restocking these stores, 
such as making available replacement stock at 
reductions below usual dealer costs. Other firms 
have set in motion plans for the cleaning and 
repackaging of items that lend themselves to such 
treatment. But much more can be done. 

We fully realize that no one plan could em- 
brace all the damaged merchandise, and that 
each dealer represents an individual problem, 
but we earnestly recommend that every manu- 
facturer give serious consideration to ways and 
means by which he may make easier the restock- 
ing of these stores. 

Such assistance from manufacturers, added 
to what wholesalers are doing, would make the 
task of the flooded dealers infinitely lighter and 
the trade would have the pleasure of knowing 
that it had helped a fellow hardwareman get 
on his feet again. There would also be the very 
practical consideration that such aid would speed 
up the date at which the stores in the flooded 
area would again be distributing hardware mer- 
chandise to an important group of customers. 

If you’re not in a position to help in this fash- 
ion, then contribute to the Red Cross Disaster 
Fund. If you’re not sure of the address of your 
local chapter, send your check to me and I’ll 
see that it is promptly put in the proper hands 
at the Red Cross. One manufacturer, feeling 
that he wanted to aid the flood victims, but not 
being able to see how he could help at that time 
in any other fashion, asked some of his business 
acquaintances to contribute with him and ended 
up with a $2,000 check for the Disaster Fund. 





Displays Can Help 
Produce Extra Sales 


Walk into any chain store or large department 
store and you’ll invariably find a number of 
product displays ... silent salesmen .. . in 
prominent places. 

You know and I know that these displays 
wouldn’t be given counter space if they didn’t 
produce sales for these outlets. Yet we find 
many hardware dealers reluctant to use these 
displays. 

There are literally hundreds of good displays 
available to dealers without cost. These displays 
are developed at great cost by manufacturers 
and in most cases are carefully field tested be- 
fore being offered to you. Certainly the manu- 
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facturer thinks of his own interests in spending 
this money, but if it helps sell his goods for you, 
you stand to profit, too. 

Many of these displays are designed to be used 
with other related merchandise, in addition to 
the products of the manufacturer supplying 
the display. It has been demonstrated time and 
time again that such displays, intelligently 
handled, will produce plus sales. 

Why not select one or two good, hard hitting 
displays, with an eye on the seasonal angle, and 
put them in good spots. Keep them clean and 
stocked and watch the results. If these don’t 
produce results, perhaps your selection was in- 
appropriate for your trade, so try a few more 
before you condemn them. 

A display opportunity which strikes us as hav- 
ing unusual prospects for a hardware store is 
the one recently announced in HARDWARE AGF 
based on a book of direct appeal to the home 
handyman. Early reports say it is working out 
very well and that it ties in well with the sale of 
tools, materials, and many items every hardware 
store sells. 





Two Good Ways to Start 
Christmas Planning 


There is every indication that this year’s 
Christmas gift sales will be very large. Whether 
or not you get your share will depend very 
largely on how well you prepare for it. 

The methods which will enable you to boost 
your volume of Christmas gift sales are neither 
complicated nor expensive, but they do require 
planning. 

To aid you in this planning, the editors will 
present in the Sept. 20 issue a “Christmas Sell- 
ing Guide.” This guide will be packed with hun- 
dreds of simple, yet practical ideas covering all 
phases of your Christmas planning. These will 
be ideas that have worked successfully for out- 
standing dealers and can work equally well for 
you. Keep an eye out for this issue. 

An important part of a successful Christmas 
season is having the right merchandise. A quick, 
easy way to learn what is new in hardware mer- 
chandise for the Christmas market is to plan a 
visit to the Hardware Show in New York, Oct. 
8 to 12. We’ll have more details on this outstand- 
ing event in our Sept. 20 issue. Meanwhile, why 
not set aside several days now for visiting the 
Hardware Show in New York. 





Department Stores to 
Use More Catalogs 


A report of a survey of a number of department 
stores says that these stores are planning to use 
consumer catalogs this fall to a wider extent than 
ever before. That is not surprising, for a con- 
sumer catalog is a proved sales maker. It’s a 
vital part of the modern merchandising picture 
If you’re going to try to stir up buying interest 
this fall, a catalog is a must. 
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me and ° ° ° 
ligently door closers with the complete ILCO line . . . designed to meet 
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ashington 
NEWS and Views 


By Washington Bureau of 
HARDWARE AGE 


RR Freight Rise Can Squeeze 
Dealers As Costs Increase 


Increased freight rates granted to rail lines by the 
ICC will be reflected in retail price climbs amounting 
to millions of dollars, OPS predicts. 

Raising of rates by 9 pct on eastern roads and 6 
pet on those elsewhere is expected to hit manufac- 
turers whose ceiling prices are governed by pre-Korea 
prices plus allowances for cost increases. 

ICC officials and railroad men disagree concerning 
the amount of additional revenue the roads will gain 
from increased rates, which include interim boosts 
granted last March. According to the Government 
Agency, the sum will be about $548 million. Rail firms 
expect to get about $16 million more through “acces- 
sorial’”’ charges, such as switching, heating, and re- 
frigeration. 


OUTLOOK—Inasmuch as the new charges 


will not go into effect until 15 days (August 
28) after the roads post notice, the Capehart 
Amendment (to the new price control law) 
directing computation of cost rises up to 

§ July 26, will not protect producers. Some OPS 
orders were written to allow addition of 
greater transportation costs to specified price 
ceilings. Most orders, however, allow whole- 
salers and retailers only a percentage markup 
above costs. 


Switch to Closed-End CMP Puts 
All Production Under Control 


The Government is holding out possible new hope 
to distributors of civilian hard goods. NPA has dis- 
carded its open-end CMP and has switched to a closed- 
end CMP. 

This means that the Government has taken over 
complete control of steel, copper, and aluminum use 
in production. 

Formerly, civilian-type production was controlled 
mainly by ceilings on factory output. This was gen- 
erally at about 65 pct of first-half 1950 rates. Now, 
production of consumer durables will be governed by 
the amount of raw materials doled out by NPA. 

Officials admit that for the next several months 
there probably won’t be enough of the controlled ma- 
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terials left over from defense to keep civilian pro- 
duction up to even the 65 pct level. But, they say, 
at least all manufacturers will get enough “to stay 
in business.” 


OUTLOOK—Because military, defense, and 
related needs will be taken care of by the gov- 
ernment before it doles out metals for civilian 
production, consumer goods manufacturers 


lems in production. Every metal-using indus- 
try, from garden tools to automobiles will 
have to gear its production to government 
parceling on a “fair and equitable’ basis. 
However, officials say that while none will get 
as much as needed, all will at least get some. 


a will be faced with a new set of rules and prob- 


Delay—No Stall, Says OPS About 
Its Proposed Producer Orders 


Current price control headache at OPS revolves 
around the government’s attempt to clarify the status 
of manufacturers-retailers. 

OPS admits that use of the manufacturer’s price 
to other retailers as a base of price determination 
would give the manufacturer a low margin on his 
own retail operations. 

Although retailers now are assured by the Herling 
amendment to the Defense Production Act of their 
traditional mark-up percentages, OPS reports diffi- 
culty -in applying the Capehart amendment, which 
guarantees manufacturers’ prices that reflect cost 
increases through July 25. 

Manufacturers are free to elect coverage under 
either the specific control regulation applying to their 
industry, or under GCPR. But the government warns 
manufacturers of many types of civilian hard goods 
that if they intend to put higher prices into effect 
under their industry regulations, they must also com- 
ply with the roll-back provisions of such regulations. 


OUTLOOK—OPS denies that is is stalling im 
order to find ways of by-passing provisions 


2 of the new control law. There will be “some 


delay,” the agency says in authorizing higher 
manufacturers’ prices because of the time 
necessary to compute manufacturers’ cost 
changes. 


(Continued on page 173) 
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— Master wo. 1500 Master no. 1525 


KEY- CONTROLLED 
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Quantity purchases by 

schools mean BIG dollar vol- 

. ume. Master No. 1525 key- 

> Herling controlled combination pad- 

lock is the popular favorite 

forlockers in schools through- 

out America. Thousands of 

combinations protect the stu- ° 
dent — yet only ONE school-owned master key 
opens every lock! Contact the person who does the 
padlock buying for your local schools — NOW! 


FREE 


SPECIAL SCHOOL 
SALES BROCHURE 


Four-page folder with complete 
information on both No. 1500 
and No. 1525 to help you get 
those school orders. Avail- 
able free on request. 
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© World's Leading Padlock Manufacturers 
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LATEST INFORMATION ON NEW PRODUCTS AND SERVI 


New Thermometer 


This new refrigerator and deep 
freeze thermometer has a temper- 
ature scale from 30 deg. below zero 
to 90 deg. above, a full revolution 


REFRIGERATOR 
ANO DEEP ze 


“198 we ese 








dial, and a red pointer. The dial 
is porcelain enamel to insure ac- 
curate service. Retail 90¢. The 
Cooper Oven Thermometer Co., Pe- 
quabuck, Conn. 





Electric Snow Blower 


This electric snow blower, called 
Sensation Electric Snow-Blo, is 
powered by a % Kk.p. capacitor 





motor, and tosses snow up to 20 
feet on either side. The chassis is 
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steel and has an open bottom fric- 
tion-fed sidewalk scoop. A ground- 
ing drag chain eliminates electrical 
shocks. Other features include ad- 
justable handles to fit operator’s 
height, 100 feet of No. 14 plastic 
cord, 8x1.75 wheels with semi- 
pneumatic tires, and durable wrin- 
kle-red finish. Sensation Mower, 
Inc., Ralston, Neb. 





Hot Dish Mats 


These new Pro- Tex steel-top 
Fiesta hot dish mats match Pyrex 
glass ovenware and _  colorware. 
They are sold in sets of three mats 
—one 7x10 in. in red, and two 6x8 





in. in yellow. Retail price: 79¢. 
There is also a new 8% in. round 
Fiesta pad, retailing for about 25¢. 
Durable steel tops are not affected 
by heat, moisture or grease, and 
there is a suede-like back for extra 
protection. Ballonoff Metal Prod- 
ucts Co., 1820 E. 37 St., Cleveland 
14, Ohio. 





New Cutlery Line 


This new cutlery line, called 
Flint “Arrowhead,” includes every 
type of cutlery from a 3% in. par- 


ing knife to foot-long roast beef 
slicer. Shown here is the 4-piece 
Flint holdster set, including ham 
slicer, roast slicer, French Cook’s 
knife and fowl or steak slicer. 
Blades are of heavy*gauge Vana- 





dium stainless steel with a specially 
high hollow grind. Set sells for 
$26.95. Ecko Products Co., 1949 
N. Cicero Ave., Chicago 39, IIl. 





Spice Rack 


This Lustro-Ware plastic spice 
rack has cut-out letters and open 
grill work for easy identification 





of containers. It mounts firmly to 
any surface with two screws, and 
there are slot holes for quick re 
moval. The corners are rounded 
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in hardware merchandise... 


and the bottom is cut out for easy 
cleaning. Available in attractive 
colors, and retailing for 25¢ each. 
Columbus Plastic Products, Inc., 
Columbus, Ohio. 


Oil Heater 


New Perfection Model 2132 oil- 
burning home heater is designed 
for small homes. Its output is 31,- 





600 BTU per hour, and large 
louver areas aid heat distribution. 
There is a self-vaporizing burner, 
top grille, 


removable fuel - line 





clean - out provision, an automatic 
draft regulator, and a combination 
oil control and constant level valve. 
Finish is silver-spray brown baked 
enamel. Perfection Stove Co., 7609 
Platt Ave., Cleveland 4, Ohio. 





Stainless Sponge 


This stainless steel sponge may 
be used to clean enamelware, glass- 
ware, stoves, painted surfaces, and 
other surfaces. The sponge is pack- 
aged in a colorful cellophane enve- 
lope, and there are two sizes. The 
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FOR TNE HARDWARE DEALER 


economy size comes packed 24 to a 
carton retailing at 50¢ each, and 
the handy size has 36 to a carton, 





retailing at 25¢ each. The Wash- 
burn Co., Worcester, Mass. 


Twist Bit Line 


This new line of single twist bits 
has nine sizes from 8/16 in. to 
16/16 in. The bits are made with 
hand brace shanks or square 
shanks for bar handles, and are 
also furnished with spur or spur- 





less heads, with or without screw 
tips. The Midway Tool Co., Inc., 
Melvin, Ohio. 


Masking Tape 

This new, general-purpose Scotch 
masking tape is for painting, seal- 
ing, protecting and other home 


uses. It is packaged in individual 
(Continued on page 152) 
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SALES 


This new counter display assort- 
ment, No. H30BD, has six me- 
chanics’ drill sets packed in an at- 
tractive fold-over carton. Each 
set contains eight straight shank 
jobbers’ drills, 1/16 to 9/32 in. in- 
clusive by 32nds. Their general 





purpose application is stressed on 
each carton. Standard Tool Co., 
3950 Chester Ave., Cleveland 14, 
Ohio. 


New Stock Box ; 


All the accessories for Yankee 
spiral drivers and Yankee push 
drills are contained in this new 
Yankee No. 4130 Stock Box, as an 
aid to dealers. Small quantities of 
screw driver bits for slotted and 
Phillips head screws, chuck and 
drill sets, chuck adapters, counter- 
sinks and drill points are divided 
into separate numbered compart- 
ments. A list price card is fur- 
nished with each box. The box is 

(Continued on page 165) 
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Easing of Reg. W 
Credit Terms May 
Stimulate Buying 


While there was no sudden surge 
of retail business following the 
announcement of the relaxation of 
terms of Regulation W, there is 
mounting evidence that it did give 
promotionally - minded merchants 
another talking point with which 
to stimulate lagging sales, particu- 
larly in electrical appliances. 

Just as price-cutting on the part 
of some big city stores, a couple 
of months ago, provided a tempo- 
rary shot-in-the-arm to retail 
trade, so easier credit terms may 
have a psychological effect on con- 
sumers. 

The unknown quantity in the re- 
tail trade equation, however, is 
still Korea. Until there is a de- 
cided turn, one way or another, in 
international relations, consumers 
as well as business will likely play 
a waiting game. 

At this time, hardware store 
stocks seem ample to carry the 
trade through the year. Hardware 
wholesalers at the end of June had 
stocks on hand, equivalent to 14.6 
weeks of trade. At the same time 
last year, according to an estimate 
of the Dept. of Commerce, these 
wholesalers had only 11.8 weeks’ 
supply on hand. 

It is paradoxical that retail trade 
should be as quiet as it has been 
in recent months, when employ- 
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» Wholesale Hardware Stocks Reduced 
» Appliance Receivables Still Falling 


p> Employment Set Record in July 


ment is greater than it has ever 
been in history, and when the popu- 
lation is several million greater 
than the Census Bureau has esti- 
mated it to be only a year ago. 

There may be some slackening 
in the demand for home goods as 
a result of the marked curtailment 
in home building. 


Retail Stocks Reduced 
Slightly During June 


Inventories of retailers were re- 
duced $800 million in June, the 
total being valued at $18.2 billion 





Retail Hardware 
Store Sales Trends 


Pct change in sales 
June 6 mos. June 
1951 1951 1951 
from from from 
June 6mos. May 


1950 1950 1951 
Chicago +15 +41 —21 
Dallas +14 +426 ~§ 
Detroit +24 +418 +7 


Los Angeles +833 +46 +8 
Milwaukee +21 +439 —5 
Minneapolis —l +422 —24 
New York +12 +26 —1 
Philadelphia +3 47 +1 


Seattle +12 +25 +413 
St. Louis —8 +418 —-17 
Toledo —§ +11 —4 
Washington 0 +26 —14 











at the end of the month, the Com- 
merce Dept. reported. The nor- 
mal May-to-June drop was _ ex- 
ceeded by $300 million, the de- 
partment estimated. 

While a $700 million drop in 
retailers’ stocks of soft goods was 
the principal factor in the decline, 
inventory cuts were also reported 
by all major durable goods store 
groups. 

Less-than-seasonal declines 
were recorded by the automotive 
and building materials groups. 
The retail inventory drop, allow- 
ing for seasonal adjustment, 
amounted to $200 million. 

The change in the retail inven- 
tory situation, department officials 
believed, indicated that retailers 
are having some success in ef- 
forts to get their stocks back into 
a reasonable relationship with 
sales. It was believed that the re- 
duction was due to stepped-up 
promotional activities, along with 
cancellations of orders by re- 
tailers. 


Appliance Stores Had 
Drop in Receivables 


Instalment accounts receivable 
dropped 3 pct during June at 
household appliance stores, a re- 
port of the Federal Reserve Sys- 
tem shows. The decline continues 
the downward trend that has oc- 


(Continued on page 192) 
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CLIMB ON THE PR 





RADE MARK 


Here’s The Product That’s Taking The Hardware Trade By Storm! 


S00 -. 


TRADE MARE . 
; 





U. S. AND FOREIGN 
PATENTS PENDING 





FOR HOME AND 
INDUSTRY USE ON 
WOOD, PLASTIC, 
SYNTHETICS, ETC. 











Everyone’s talking about Screw-Mate—the amazing new drill 
invention! That’s because Screw-Mate makes possible a 
faster, better way of drilling and countersinking holes for 
wood screws. 

Screw-Mate is a twist drill that is both straight and tapered 
to correspond exactly to the shape of a screw, from head and 
shank to tapered pilot. It is made in a variety of sizes for use 
with most screw sizes on wood, plastics, synthetics, etc. 
SCREW-MATE SAVES TIME! When a Screw-Mate is 
drilled into a piece of wood, it makes a hole shaped like its 
corresponding screw size (slightly smaller, of course, to 
allow the threads to hold securely). This means that one 
Screw-Mate drilling operation countersinks, drills shank 
clearance and tapered pilot hole—all at the same time! Spe- 
cial 4-in-1 drills counterbore, too! 


THESE SC2Qd/-WATe APPEALS 
MEAN MORE SALES FOR YOU! 
JUDGE FOR YOURSELF! Compare the im- 


proved Screw-Mate method with the old 
way of drilling holes. 


THE OLD WAY THE SCREW-MATE WAY 





One Screw-Mate drill per- 
forms 3 operations in 1. 
Every screw thread holds 
100% ! 


3 drills needed for 3 sep- 
arate operations. 

Only port of screw threads 
do the holding 

















In Quick and Easy Operation 


H| Combination 3-in-1 Drills: 


ae: as Qe . 


Screw fits perfectly in 
tapered Screw-Mate 
hole. Every thread 
holds tightly! 






Screw-Mates eliminate 3 or 4 drilling operations and the 
necessity of attaching and adjusting countersinks or counter- 
bores to drills. Even inexperienced workers can use 
Screw-Mates to drill holes exactly the right size. Drill shoul- 
der stops drill at correct depth every time! 


SCREW-MATE MAKES SCREW=-JOINTS STRONGER! 
The tapered hole made by a Screw-Mate drill enables every 
thread on the screw to hold tightly—right down to the tip. 
(An ordinary drill bores a straight pilot hole—allows only 
part of threads to come in contact with wood. Strength is 
sacrificed.) Screw-Mates are slightly smaller than corre- 
sponding screw diameter to provide a good, snug fit. In many 
cases this increased holding power allows use of smaller 
screws. 


SCREW-MATE: 


* SAVES TIME! Prepares holes completely in one quick operation! 

* MAKES SCREW-JOINT STRONGER! Every thread on screw has 
100% holding power! 

* PRODUCES BETTER LOOKING WORK. Depth of countersink is 
always correct and uniform, giving screw head snug, attractive fit. 


SCREW-MATES ARE 


* VERSATILE! Screw-Mates fit any drill press, drill gun, or hand 
drill. Can be used to drill a wide variety of material, including 
hard or soft woods, plastics, slate, synthetics, etc. Screw-Mates 
are available in many sizes for all needs. 

* LONG-LASTING! Made of tough, durable high-tungsten steel, 
precisely hardened and ground, Screw-Mates outlive ordinary 
drills. 


* ECONOMICAL! The many cost-cutting, quality-improving fea- 
tures of Screw-Mate drills make them the biggest drill bargain 
of the decade! 


* PACKED IN HANDY DRILL-HOLDER-BOX. Box of 5-drill utility 
set can be used as a stand to hold Screw-Mates. Keeps drills 
handy, ready for use. 
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PROFIT BANDWAGON NOW! 


SENSATIONAL NEW 3-IN-1 DRILLS! 






















































































































form! lly All Your C Are P IS Mate B 
form! | Practically our Customers Are Potential Screw-Mate Bu ers 
Screw-Mate drills are such handy tools with so many uses that almost everyone who walks into your store is a prospect. a e. 
© All types of customers—from home craftsmen and hobbyists to boatyards and giant manufacturing concerns — are eer 
i i $s: praising Screw-Mates for their amazing features. We've even received inquiries from housewives, doctors and i 
. B.S I: 
poultry farmers, CRE fis! 
ionty & Just display Screw-Mates, tell your customers about them, or better yet, use a drill to demonstrate — and watch Cr 8% </ 
ry thread the sales roll in. You'll be doing your customers a favor by showing them Screw-Mates. They'll be sure to thank ¢°V7 J" SAane ca) @ 
1 you for it — and buy! . 
NATIONAL ADVERTISING AND NATION- WIDE PUBLICITY 
ZA MAKE YOUR SELLING EASIER! 
FAA 
= We aren’t waiting for your customers to find out for themselves 
what a desirable product Screw-Mate is. We're telling them in 
A full-page, 2-color advertisements in leading consumer and indus- 
trial magazines! Our intensive advertising to both home craftsmen 
and industrial users is creating a steadily increasing demand for 
Screw-Mates. Nation-wide publicity (including a full page article 
in “Mechanix Illustrated”) is also doing its part to bring Screw- 
Mate customers into your store. 
FREE SALES AIDS DON’T BE LEFT OUT OF THE 
; and the > ¢ 
r counter- FREE ssales-producing counter cards are SCREW MATE PROFIT (= $ K 
available to hold Screw-Mates. Place one in 
can use a prominent spot in your store and hear your ‘The entire hardware trade—from wholesaler 
rill shoul- cash register start jingling. FREE advertising to retailer—is talking about Screw-Mate and 
circulars are also available to explain its tremendous sales possibilities. If you do 
Screw-Mate features to your customers. Each = b gem n= ap eger re i 
> 5 drill set i dvertising display in itself— hand, order from you: ! 
ONGER! aietie o eaaiiien ‘design of drili-holder- your share of profits from the steadily increas- 
box. With these effective sales aids, you'll find img consumer and industrial demand for : 
bles every that Screw-Mates sell on sight! Screw-Mates! 
© the tip. : WHOLESALERS! Stock enough Screw-Mate ( 
lows > drills for all your customers — now! $ g 
trength is ORDER THIS COMPLETE SCREW-MATE PACKAGE NOW! arent SCREW-MATE SIZES NOW AVAILABLE! 
an corre- (Includes small quantity of all Screw-Mate sizes) _ 
I P 7 $.7 Seach (New sizes are frequently added. Check your special needs 
4m many 5 opt Seen ete _ 73.78 #5x¥,” with us.) Prices listed are retail. Dealer discount is 3315%, 
f smaller eee See , ; 2, 
2 of each Screw-Mate Counterbore size (6 sizes) 30.00 #6 x % SCREW-MATE p= ae 
25 Home-Utility Sets @ $3.75 93.75 a 7 i, COMBINATION HANDY a no Poss 
Total Retail Price $197.50 ) COUNTERBORE, ( of 5 ly used | | 
Deal Pri 131.73 #8 x! COUNTERSINK sizes) 
salina . #8 xy,” — Handy Drill-Holder-Box keeps 
Your Profit $65.77 #8 x1,” Drill Si Plug Si drills at your fingertips, ready 
‘ i i 
operation! Two countercard yw and liberal supply of circulars #10x a = vg mo} | for wee. 
esos tis included FREE with order! #10 x Me" #10 x 1,” 4” xy,” 
OR SELECT YOUR OWN QUANTITIES AND SIZES OF SCREW-MATES! eh #12 x1," Vy" x Y," 
* . ORDER FROM YOUR WHOLESALER TODAY! 12x 1,” “ _ < 
—a If HE CANNOT SUPPLY YOU, ORDER DIRECT. tu 1” Fa2 eal hes Del Sizes 
— 4 Tear out and mail coupon today! #12 x 14,” #12 x VY,” "" x1" #7 x %/, . a | 
#12 x2” 4x2” Yy,” x," #8 x1" “- 
#14 x 1Y," # $ oll el #x1),” -——e | 
#14 x iy,” | #18 x2 A’ x #10 x 1,” 
1, or hand 105 HOSPITAL STREET, PROVIDENCE, R. 1. $}" ' Diameter of drill #12 x2” ; 
ea ; ” | 
, including | Distributing Office for the Manufacturer #12 x 2," shank is % Diameter of drill shank is /,” 
rew- Mates | Gentlemen: #14 x2” 5 § 15 FOR 
| ( Please rush me postpaid your complete package of 5 of each regular (Diameter of 2.90 3: | 
sten steel, | Screw-Mate size, 2 of each Screw-Mate Counterbore size, and 25 oe EACH FIVE DRILLS | 
- ordinary | | heme utility sets (as listed above). Include FREE countercard holders is%) i 
| and circulars. Total cost to me is $131.73. (Retail price less 3344%) a | 
ne fea- which I’ve circled on this page. Total amount $. 4 
il barges [) Send me the Serew-Mate counterboring drills | have circled on this om \ 
| page. Total amount $ City & State i 
rill utility ] 1 [) Sond me FREE additional information about Screw-Mates. My wholesaler is i 
eeps drills [7 Bill me. [1] Check enclosed (Pica iechede seme ond oddross of whalecater wi whe easily, ewpaites Wee ! 
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You'll make big extra 
profits with these new 


SELF SELLING 


Thermometer Departments 
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A HOME THERMOMETER DEPARTMENT on only 12”x 15” of wall 
space! This new display assortment includes 13 wall ther- 
mometers and 9 window thermometers, $.75 to $2.00, plus 
the permanent merchandiser board for wall or counter. Retail 
value, $24.75; retailer’s profit, $10.35; retailer’s cost, $14.40. 


* 


Wholesalers across the country have already bought 
over 15,000 of these new permanent merchandisers 
and orders are still pouring in! They consider these 
the hottest thermometer deals ever offered. 

These are smaller editions of the 50” x 16” Perma- 
nent Merchandiser Boards that have been doubling 
thermometer profits for many dealers since they were 
first announced over a year ago (they are still available). 
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NEW COOKING THERMOMETER DEPARTMENT makes a custom- 
er out of every woman who cooks! Display assortment of 11 
popular priced cooking thermometers includes 3 Taylor 
Roast Meat, 2 Candy-Guide*, 2 Frying-Guide*, 2 Oven- 
Guide* and 2 Freeze-Guide* Thermometers. Retail value, 
$24.50; retailer’s profit, $10.10; retailer’s cost, $14.40. 


*Trade- Mark 


Kk 


Both new display units are green with cream trim, 
measure 12” x 15’’, can be mounted on walls, doors 
or pillars or set on counters or tables. 

Both cost the retailers just $14.40 with i 

stock, give better than 40% profit. lf you Taylors 
haven’t yet ordered yours, better do it Centennial 
NOW! Taylor Instrument Companies, 4 Since 1881 
Rochester, N.Y., and Toronto, Canada. 


ORDER FROM YOUR WHOLESALER TODAY! 
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VOGUE ENAMELED WARE! 


THE WORLD’S BEST VALUE IN 
POPULAR-PRICED 
KITCHENWARE 


DESPITE 
MATERIAL SHORTAGES 
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ef 


pel wherev 


ng! 








Get in on /2clev2/s record-breakin: 


re a 


Look what you get 


in this special 


Shoor the Wark 
Offer ! 





FEDE! 
#WR—9320 Sage 


These 13 items (78 pieces) cost you only 
$49.95!* Yet you can sell them for $74.34. PENNA 


SUGGESTED F Plenty of double 
Contents: RETAIL pennants to dec 
Pieces EACH store-front, walls 


TITAN! 


added for extra 





oO 


WR1IW—1 at. Open Windsor Pan $ .35 
WR2W—2 qt. Open Windsor Pan _ .49 

WR2P—2 qt. Pudding Pan 39 

WR4P—4 qt. Pudding Pan AQ 

WR80—8 cup Percolator 1.29 

WR7O0—5 qi. Tea Kettle 1.59 
WR120—12 qt. Water Pail Pp 7 Da 
WRO4A—4 qt. Flavor Saver Pot E.C. 1.19 fei mit 
WRO6A—6 at. Flavor Saver Pot E.C. 1.39 <1 So 4 
WR12—10 qt. Oval RR Dish Pan 99 FY, = 
WR141—14 qt. Round RR Dish Pan .99 

WR22—2 qt. Double Boiler E.C. 1.39 

WR32 Wash Basin A9 

*Slightly higher in far South and West 


OOoOAaoaanwannka oOo ao 


Packed only in full assortments 
Shipping weight—130 Ibs. 


Ofour mangir 


49% 


These are only a few items from the 
Federal Vogue line of enameled ware. 








Kin | 


~ your free Shoor the Works sales kit now! 







Here’ s what you get... FREE... to help you 
make the most of this big Federal promo- 


tion... 
wr" owe \ 
yar 8" 
We have nationally advertised a Couravio E 
FEDERAL a € 


VOGUE ENAMELED WARE 


ee 






added fo: 





ra-lo 


WINDOW BANNER! while they last 


Popular size for your window or wall. Designed to 
attract passing shoppers. 


FEDERAL 


VOGUE FNAMFLED WARE 


TITANIUM 
added ¢ 


PENNANTS! 


SUGGESTED F Plenty of double-sided red-and-white 
RETAIL pennants to decorate your windows, 
EACH store-front, walls, and counters. 


in $ .35 
in 49 A louyes 
39 —wT 
>*e Colorful, eye-catching reproduction of full-page 


American Home ad plus the covers of the 5 pow- 
erful magazines featuring Federal ads! 


—included in the kit are 
easy-to-follow display 
NEWSPAPER MATS! suggestions and suggested 
Ready to use—jusi as they are—in your local selling pows. 


papers. Each one ties in with the items featured in 
Federal’s national ads. 


Send in this 
Coupon Now! raccoon al 


Federal Enameling & Stamping Co., 


“qn Send me “Shoot the Works” assortments at $49.95 each 


(slightly higher in Far South and West) and free “Shoot 


the Works” sales kits. 
ee 
0 Business Address 


My jobber is (1st choice) _____ 


Oe 












FEDERAL makes a roaster for every 
need, in every size, every shape! 
Choose your roaster supply from this 
popular Federal line! 


Bluestone 
Oval Roaster #80 3-in-1 
4 |b. fowl or 7 Ib. roast 
Bluestone $7.50 doz. 
Oval Roasters #8 | 
7 |b. fowl or 
9 |b. roast 
$10.60 doz. 


#B 2 

13 Ib. fowl or 
18 Ib. roast 
$14.10 doz. 


#B 3 

20 Ib. fowl or 

25 |b. roast 

Bluestone $17.30 doz. 
Oblong Roasters #8 220 
10 Ib. fowl or 
12 Ib. roast 
$14.85 doz. 


#B 420 

20 Ib. fowl or 
25 |b. roast 
$21.00 doz. 


Bluestone Round Roaster #8 12 
4 |b. fowl or 7 |b. roast 
$7.00 doz. Gam 
Order Yours Now! 


Send in this Coupon! 


Federal Enameling & Stamping Company, 
Pittsburgh 30, Pennsylvania 


Please enter my order for the following roasters: 


#BO doz. #83 _ doz. #812_.doz. #WB 30 __ doz, 
#81 doz. #B8220_. doz. #WB10-—— doz. #WB112__ doz. 


#83 doz. #8420 doz. #WB 20 doz. 


Name 


Business Address 


(Please use reverse side for Jobber's name) 


Stack these nationally advertised : 


money-makers too! Enameled Ware 
roasters are big business! 


Vogue 
Oval Roaster; 


#WB 10 
7 |b. fowl or 9 Ib. 
roast $13.75 doz. 


#WB 20 
13 Ib. fowl or 18 |b 
roast $17.45 doz. 


#WB 30 
20 Ib. fowl or 25 |b 
roast $22.00 doz. 


Vogue Round 
Roaster 


#WB 112 
4 |b. fowl or 7 |b. 
roast $9.20 doz. 


Prices subject to change without notice 


*Slightly higher in far South and West 























CHAMPION MEANS THE BEsT! 
CHAMPION means Business! 


ASK YOUR WHOLESALER 
or write direct to... 


CHAMPION LAMP WORKS 


Lynn, Massachusetts 
A DIVISION OF CONSOLIDATED ELECTRIC LAMP CO 
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@ Camfield’s tremendous sales gain during the first half of ’51 
is today’s big news in the toaster field! Dealers everywhere 
are setting all-time records with Camfield, the only automatic 
toaster with complete controls at both ends! 


Camfield’s Sensational New Merchandising Plan Assures You Even Greater Sales! 


@ Camfield’s amazing new merchan- cial toaster deal will bring you your 
dising plan created a sensation at share of bonus business during 
the Atlantic City Housewares Show! August, the fall months and the 
Write us today and see how this spe- coming holiday gift season! 


All-Out Advertising Is Building Still More Demand! 


@ Get ready for even bigger Cam- _ selling ads in LIFE, SATURDAY 
field sales during the second half of EVENING POST, BETTER HOMES 
*51! Because we're planning to back & GARDENS and other magazines 
you up with twice as many hard- as you got the first six months! 


Get In On Record-Smashing Profits! 


@ DISPLAY Camfield, the world’s material and tie in with Camfield’s 
finest automatic toaster, and extra great national advertising cam- 
sales are sure to come your way! So__—spaign. It’s a sure-fire way to boost 
use Camfield’s free merchandising your profits to an all-time high! 


CAMFIELD 


Camfield Manufacturing Co. « Grand Haven, Michigan 
FAMQUS FOR BLUE RIBBON APPLIANCES 


24 


ONLY 


AUTOMATIC 


TOASTER 


With Complete Controls 
At Both Ends! 


ANOTHER NATIONAL FAVORITE! 
* 


CAMFIELD 
World’s Finest Automatic Coffee Maker 


@A famous seller 
all over the coun- 
try in less than 
one year’s time! 


e@ Brews perfect ¥ 
coffee every time. 
Signals and stops 
perking when 
coffee reaches 
desired strength, 
keeps it hot 
indefinitely. 








m “Martha 
\g Washington 


\ 


“When your buyers see MARTHA 
WASHINGTON ...the brand their fam- 
ilies and friends have used for almost a 
hundred years, they’re easier to sell,” says 
a typical MARTHA WASHINGTON 
Dealer. This customer acceptance, coupled 
with highest quality, sensible styling and 
honest prices, make MARTHA WASH- 
INGTON, in ranges and heaters, the 
brand of demand and profitable, too. 


New MARTHA WASHINGTON Range 
and Heater models are sized and priced for 
every family ...modernly designed and 
superbly built. Ask your MARTHA 
WASHINGTON Distributor for profit 
details or write direct. 


GRAY & DUDLEY COMPANY 


Nashville 3, Tennessee 
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Fall Promotion 
filters 


Starts Sept. 20th 


AMERICAN 


ry ay ome | tt pate poms 


. } 


tr “ Y 
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HARDWAR 


Local Advertising 


© Free newspaper ad mats in different sizes 
to use as is, or build into your own ads. 


® Hard-selling radio commercials for your 
local use. 


Dusr-$) NEWSPAPER AD MATERIAL 
ee | 
a UU ieee 


7 


Your store tie-in wor. a 


Brand-new counter and window display 





is a real stopper. It will hold an actual filter 
Free on request. Store banner and full color ad repro 
duction for your window will be furnished you 
automatically. Free booklets, stuffers 


and poste ards al atlabl on request 


ROPACE 
’ DIRT CLOGGED 
Fd ey | FURNACE FILTERS 
; “t wow 


Lal 2S 


Replace 
dirt-clogged 
furnace filters 


i a 
. WY 
AIR FILTERS 


FIBERGLAS OU 


44 
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Every year PRO-TEX-MOR sets new sales records in stores throughout the country 
.-.- almost 10 million have already been sold. Are you getting your share of this 
big business? 

The thousands of direct inquiries received from all areas, including yours, indicate a tremendous 
volume potential. Our plants are now in production and hope to be able to take care of all 
requirements. However, we suggest early orders to avoid possible shortages which might 
result from government regulations. 


















Plan your fall business now... write or wire for full information. 





PRO-TEX-MOR 
Storm Doors and 
Storm Windows 
are still available 
at the same 10 


1950 5 
RETAIL 
PRICE 100 EACH 


OF 





















F= Ol Sree arr seme: 


“ Ys, Mm 


wf ty 











































| boowehs some My = 
pm 
HUGE : Va 
NATIONAL 4 
ADVERTISING ae 
PROGRAM IN a Z 











FARM PAPERS 












and 
NEWSPAPERS! 

























PRO-TEX-MOR Storm Doors and Storm Windows are shipped in sturdy “Trade Mork 
packages with full directions for easy installation. Can be put up in a Patent Number 2321078 
jiffy using only hammer and scissors. 
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Why not stock 

the line that your 
customers recognize 
for outstanding 


quality? It's the 





sure way to make 


maximum profits 


from your sales 


of padlocks, 
cabinet locks and 
miscellaneous 


hardware! 


CORBIN 
CABINET LOCK 
Division 





The American Hardware 
Corporation 
New Britain, Connecticut 


Be sure . with CORBIN 
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Columbian Pure Manila is a rope your customers 


r oN heliable! 


can depend on — even trust with their lives! 
























bh) 
i Every foot is guaranteed for quality, strength, 
=~ durability, long service. Flexible and non-kinking, 
water-proofed and rot-proofed — Columbian is 

completely dependable under all conditions. 
Show prospective buyers the familiar red, white 
and blue surface markers ... the tape marker in 
one strand carrying Columbian’s unequalled guar- 
antee. Both earn quicker sales — assure customer 


satisfaction. 


COMPLETE ROPE DEPARTMENT 
REQUIRES LESS THAN 2 SQ. FT. 


No need to clutter floor and counters 
— this Columbian Rope Merchandiser 
takes only 22” x 11%” of floor space. 
Measures rope accurately and cuts it. 
Saves you time and work. . 























Rope Manula 





Send for free 
folder on Columbian’s 
Rope Merchandiser 





COLUMBIAN ROPE COMPANY 


400-70 Genesee St., Auburn, “The Cordage City,”’ New York 


| \\ TTT 
WORE | 






Hin Hl | | 
mui HI HT 


LUMBIAN 
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NIAGARA BRAND Grinding Wheels 
combine 


A complete line of high-quality 
wheels...at a competitive price 


When you stock the new NIAGARA 
BRAND grinding wheels you offer 
your customers excellent grinding 
performance at a price far less than 
they expect to pay. The demand for 
these wheels by CARBORUNDUM 


makes them a high profit item for 


your store. 
The selling power of the name... 
= CARBORUNDUM 



















The best known brand name in abra- 
sives Moves products. This is proved 


again in a survey conducted by “‘Pop- 
ular Mechanics’’...1005 hardware 
dealers polled on customer brand 
preference for sharpening stones re- 
ported The CARBORUNDUM Brand 
way outin front...87.3% against only 


12.7% for all other brands combined. 







ae nee 
- 


_— 
= 


RSA 








\ . 


— ad 
ow yo ; ; 
os. Ne one \ @ NIAGARA BRAND Wheels are made by a new method from fast-cutting, long- 
e * ' . . . . . . . 
a \ lasting ALOXITE aluminum oxide abrasive. Each wheel is attractively packed in a 
eat fe bright blue box with center hole for display on pegs at the point of sale. Order 
omnis ill your initial stock of NIAGARA BRAND Grinding Wheels—today! 


Sell the complete Mn Take advantage of the drawing 


power of the name CARBORUNDUM. Your sales will go up and handling 
costs down when you standardize on one source for grinding wheels, 
sand paper, sander pads, masking tape, sharpening stones and hones, 
floor sanding paper and other products by CARBORUNDUM. 


STOCK...DISPLAY...FEATURE ABRASIVES 


+4 CARBORUNDUM 


TRADE MARK 
"Carborundum”, “Aloxite” and “Flexbac” are trademarks of The Carborundum Company, Niagara Falls, New York. 


20." j 
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ANEW S AR IN THE Seal KiT-ume 


...the answer ng tremendous POPULAR NEED! 





Stock up on sensational 


» 0 | ® 
PLASTIC SEALER 


FLEXIBLE RUBBER 


Here’s a fast-selling item that promises to be one of your 
BIG money-makers! It answers a real need in every home, 
has a dozen uses, from repairing cracks to setting whole 
tile. Big 4-fluid ounce tube of Seal Rite Tile Fix (7 ounces 
net weight) lists at 80c, and the regular liberal Seal Rite 
discounts apply. Stock up on TILE FIX today! 


*” PACKED 12 IN 
DISPLAY CARTON 


* 6 DISPLAY CARTONS 
PER SHIPPING CASE 


%& IN WHITE ONLY 


FULL SEAL-RITE 
* GUARANTEE 


* REGULAR SEAL-RITE 
DISCOUNTS 


See Your Distributor or Write Direct To 


THE SEAL-RITE CAULKING COMPANY, INC. 


6335 LYNDON 192 GREEN ST. 6001 S$. GRAMERCY PLACE 
BROOKLYN, LOS ANGELES, 


- 3 Seat-Rite Plants FOR FAST DELIVERY _,DETRON. sROOKLYN o8 senna 
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sTorpentine for sinning Powerful four-color advertising 
Gum Tur sae, aads ov . 

armen you doy . - in THE POST, and strong adver- 
Provides correct 4 by ° ° . 

paint jobs: Pete tising in the list of national 


ynters . . 
= magazines shown below will 


help you sell more paint and 
Gum Turpentine this fall and 
winter. For more volume and 
profit... 

display Gum Turpentine. 










Turpentine: 
pee 
















FALL ADVERTISING LIST: 


BETTER HOMES & GARDENS 
GOOD HOUSEKEEPING 

LIFE 
PATHFINDER 

THE SATURDAY EVENING POST 
CAPPER’S FARMER 

COUNTRY GENTLEMAN 

FARM JOURNAL 


FARM & RANCH and 
SOUTHERN AGRICULTURIST 


THE PROGRESSIVE FARMER 


















































Z = <a eT O8 4 Biruny 
i rine and Ny * 
12 IN 1 portions of Gum pa oer Use 5p - 5 P Guaratned by > 
CARTON Miz ea”? cil fora fine ge and af um ' Good Housekeeping | 
poiled Loans tine for cleaning - Seer 4 ee 
Y CARTONS Gum Turper «metal nnn Ur t e 
- rcelains 2 
PING CASE ors Oram race G P nant a en Mh 8 
an um ary 
: ONLY and bedspring® GOS AMERICAN TURPENTINE 
RITE FARMERS ASSOCIATION 
EE General Offices: 
SEAL-RITE Valdosta, Georgia 


Is 


SEE OUR EXHIBIT | 


Booth No. 301 
NATIONAL HARDWARE SHOW 


Grand Central Palace, New York City 
October 8th to 12th 





* 
Y PLACE 
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HOME-UTILITY MERCHANDISER 











Stops Customers, 
Starts Sales! 


Here’s what typical Dealers say: 





Mi get more sales on Home-Utility Tools than any other 

electric tools | handle. The Home-Utility Merchandiser 

is largely responsible for this—along with the good repu- 
tation of Black & Decker.” 

HAYWOOD RICHMOND HARDWARE CO., Concord, N. C. 


dM the Home-Utility Merchandiser meets all modern mer- 

chandising requirements. It sells itself because it dis- 
plays the tools to good advantage. Customers try out the 
tools on display... and that helps make sales for us.’’ 


B. URICH COMPANY, Milwaukee, Wisconsin 


41 customers get the ‘feel’ of the tool with the mofors 
running—a very definite sales incentive.”’ 
CROBAUGH HARDWARE CO., Tiffin, Ohio 


11 There is no need to hunt around for an outlet when we 
want to show a customer how a tool works. It’s all 
there in one neat package—tools, outlets and booklets.”’ 
GEO. SACKS & SONS, Baltimore, Md. 


41 it will sell a tool to a customer who had not the slightest 
intention of buying one.”’ 
HOME OWNERS SUPPLY CO., Fresno, Cal. 


41 this display attracts women as much as men. They ask 
many questions and try out the tools. It doubles sales.”’ 
FOX HARDWARE No. 1 STORE, Mansfield, Ohio 


111 believe this display will build up a repeat business 
for all items in the Home-Utility Line.”’ 
MATHENY HARDWARE CO., Forest City, N. C. 


fl We find this Merchandiser really attracts the customers. 
They take great interest in trying out the tools.”’ 
R. R. CUNNINGHAM CO., Johnson City, N. Y. 























| 





HERE ARE THE FACTS! The dramatic Home-Utility 
Merchandiser fits all standard store counters in 
minimum space (29” x 59”). No floor space 
needed. Designed for maximum through-store 
visibility. Pleasingly lighted by inside-frosted, 
plastic, illuminated sign. Five electric sockets are 
handy for plugging-in and operating any of the 
electric tools. Drilled holes are so positioned that 
it is an easy matter to screw down stands. Special 
deal includes Merchandiser and complete group of 
Home-Utility Tools and Accessories. Pays for it- 
self, gives you a good profit in short time. 


WRITE TODAY for full details to: THE Brack & 
Decker Mra. Co., Dept. H653, Towson 4, Md. 


SOLD THROUGH LEADING DISTRIBUTORS EVERYWHERE 


HOME-UTILITY 


DRILLS ¢ SAWS © SANDER-POLISHERS © BENCH GRINDERS 
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INTRICATE SHEET METAL CUTTING IS 


EASYwirs CRESCENT SNIPS 





Standard Pattern Snips 


No. §412—12%". Also 7 
other sizes from 7” to 14”. 





Circular Cutting Snips 


No. T412—12%”. 
Also available in 7” size. 





Combination Pattern Snips 
No. U412—12%” only. 










Heavy Duty Snips 
No. U416—16%" only. 




















@ These are CRESCENT Circular Cutting Snips, 
No. T-412. Not only will they follow curved lines 
and intricate patterns with ease ... but the shear- 
ing power of their specially ground blades is really 
amazing. Like all Crescent Snips, the entire tool 
is a solid forging of special analysis steel. Cutting 
edges are not inlaid in the blades. They are hard- 
ened by Crescent’s own Selective Induction process 
to insure satisfactory performance through a long, 
useful life. Sold by Hardware Dealers me Industrial 
Distributors everywhere. 


Sign of the a 





Crescent is our trade-mark, registered in the United States and abroad, for wrenches and other tools. Sold by leading distributors and retailers everywhere ond mode only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
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Distributors find it pays to stock Shinyland studs 
because of the large and increasing demand for 


this quality product. 

Shinylands of the usual Ferry Cap high quality are = imply <= peCifug 
furnished to regular milled stud standards with this 

additional feature — the land between threads a = HI NYLAN DS 


shiny, bright, mirror-finish. 
Y g r-finish with land between threads, 


Shinylands are sold in standard catalog sizes in shiny, bright, mirror-finish 
attractively labeled packages and in bulk: sizes, 
%” dia. and under. 


How’s your stock of Shinylands? 


The FERRY CAP & SET SCREW Co. 


2155 SCRANTON ROAD . ° CLEVELAND 13, OHIO 


CAP AND SET T SCREWS © CONNECTING ROD BOLTS + MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS + HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS + VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN nurs 
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And who wouldn't? For 

Channellock pliers are the finest 

to be bought .. . or sold. Channel- 

lock pliers have been known for 

years as a highest quality tool— 

made by Champion DeArment, long 

recognized as synonomous with quali- 

ty and craftsmanship. Check the 

features Longer Wearing, Closely 

Spaced Adjustments, No Wear on the 

Joint Bolt, Self Cleaning—these plus the 

skill and experience of more than 65 years 

make Channellock Pliers outstanding. When 

your customer relies on your judgment you 

can recommend Channellock pliers proudly. 

Hand him Channellock and he'll buy. And 

/ Remember, ONLY Champion DeArment makes 
Channellock. 


CHAMPION DEARMENT TOOL CO. 
Meadville, Pa. 


Send f ] } : 
end for Cate og DI Today Channellock pliers are listed in the 


Yellow Pages of most Telephone 
Directories under ‘‘Tools’’ 














YOU HANDLE 6 WARREN-TEED PICKS 


Picks packed in smart, strong Warren-Teed 
cartons are easy to receive, stock and reship. Why 
handle six individually when you can store all six in 
a small space, identify them in a second, and reship 
in a flash? All in one convenient, neat, sturdy Warren 
Tool container! 

Hardware jobbers and dealers appreciate fine tools 


well-packed. That’s why we get so many letters of 





MATTOCKS 





HOW’S YOUR STOCK? 


WEDGES 


a 


cutting edges that are true and precision-made. They 


commendation. For instance, 


Warren-Teed picks have points and 


stand the gaff because of their specially selected steel, 
their careful tempering, fine shaping and tough finish. 
You and your customers will know Warren Tools are 
leaders, they look it, they perform like leaders. Write 


now for full information. 





SLEDGES 


(WITH OR WITHOUT HANDLES) 





a 





It pays to check your stock. Disappointment should 
never be the product your customers take with them. 


WARREN TOOL CORPORATION 


General Offices .. 
105 W. Adams St., Chicago 3, Ill. 
. 30 Church St., New York 7, N. Y. 


General Sales Offices... 
Export Division.. 


. Warren, Ohio 
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CLEVELAND 4, OHIO 


Stevens Level Division 





— 




















Here is your deal of the year! 85 Add dozens af 0 ACCESSORIES 


fast-moving portable power tool ac- uses to your portable “—_ tools 


cessories with a knock-out display tras ry 
i’ ala a 


to turn shoppers into customers! 
Here’s the big plus! . . . 54 of these > 

accessories fit any make of portable F F i “1 D 
tool, the other 31 are best sellers in a” Pe > = 
the SKIL Home Shop line! “ 

S 








SK 


Quantity 
6 pkg. 


6 pkg. 


oa 
wv 

= 
Qa 


5 gives you a profit of $32.95, and the 
. $121.4 great display keeps right on selling for 
88.50 you! This fine merchandiser is only 


nd display +S 24%” x 19%” x 2534” high with display 
accessories ; 
You get space for accessories, space for hand- 
L. clear profit i. - * out folders, large stock-storage space. 
c 


Your quic ' 


' 
The Deal. of The Year ° SKILHome Shop Accessory Assortment 


You sell the accessories for - 


ON We aN NEWS 


Get this “buy-catching” display right 
now for fast sales and early profit 
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TE ACCESSORY LINE 


Y WANT 
L OWNER! 


COMPLE 
ANSWERS EVER 
rey 2 POWER TOO 








SKIL HOME SHOP ACCESSORY DISPLAY CONTAINS: 


Quantity Description Quantity Description 
6 pkg. 5” sanding disc, grit 2, 10 2%” sanding belt, grit 1 
pkg. of 6 10 2%" sanding belt, grit V2 
6 pkg. 5” sanding disc, grit 2, 10 2%" sanding belt, grit 2/0 
pkg. of 6 10 2%" sanding belt, grit 22, 
6 pkg 5” sanding disc, grit 2/0, open coat 
pkg. of 6 10 2%" sanding belt, grit 1, 
A 5” sanding and polishing kit pen coat 
3 5” polishing bonnet 2 pkg. 6” sanding disc, grit 2, 
4 auto polish, pint open coat, pkg. of 6 
nent 2 wire cup brush 2 5%” cut-off wheel 
1 V4” hex key chuck (abrasive disc) 
the 2 6” polishing bonnet 1 8%” cut-off wheel 
z for 4 paint stirrer (abrasive disc) 
1 type “A” lubricant, tube 3 arbor adapter 
only 3 type "C" lubricant, tube 2 4” wire wheel brush 
slay 1 8%" crosscut blade 2 3” grinding wheel 
d 2 rip fence for 6” saw 2 3” cotton buffing wheel 
ind- 3 pkg. 6” sanding disc, grit 2, . Polishing compound 
ace. pkg. of 6 2 5%” crosscut blade 
3 pkg. 6” sanding disc, grit “2, 1 5%” miter blade 
pkg. of 6 2 5%” combination blade 
‘ ht 3 pkg. 6” sanding disc, grit 2/0, 2 8%” combination blade 
g pkg. of 6 2 rip fence for 84%4” saw 
: 10 2%” sanding belt, grit 2% 1 accessory display unit 
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ig|follow-up sales for 
portable power tools! 


And YOU get the FULL 30% profit! 








Contact your $K/ wholesaler 
NOW-—for complete details 
on this big deal! 


Ask him for the SKIL Home Shop Accessory 
Display Catalog Sheet. Get this full information 
about one of the most attractive profit-makers 
ever offered. Don’t wait to start making your 
share of these quick sales. 

If You Sell SKIL Home Shop Tools or Other 
Power Tools, You Can’t Afford to Miss This Ac- 
cessory Display Offer! : 

Surveys prove owners of portable drills, saws 
and sanders often spend more than the original 
tool cost buying additional accessories and re- 
placements. This is your big chance to do a big- 
volume business in these automatic repeat sales! 


UG choo BUNK 


Home Shep Division, SKILSAW, Inc. 
5033 Elston Avenue, Chicago 30, Illinois 











ABERCROMBIE’S 


HANDS YOU A GUARANTEED & 


COLD WEATHER MONEY MAKE ie 
Sy POCKET HEATERETTE = 


¢ is the hottest profit item in the 
] sporting goods fiele 






HEAVY GAUGE 
SCARCE BRASS 
CONDUCTS HEAT BETTER ~z 














NATIONALLY ~ 


> 
TAYS WA 
ADVERTISED = STAYS WARM 24 HOURS 


=< EXCLUSIVE HEATING ELEMENT 





SPARKLING BRIGHT > [eeu 
CHROME FINISH — 





Zz 


MADE IN U.S.A. = 





--» heating element heats 
quicker... heats longer... out-wears 
all others. Extra profits on extra ele- 
ments. Retail at 75¢. 


EXCLUSIVE “CONTOUR FIT" 
FOR HAND OR POCKET 







\\ RETAILER 


HERE’S the profit item every dealer 
wants! Yes, the Pocket Heaterette is a 
guaranteed cold weather money maker. 

Tens of thousands were sold last year 
to people who work or play outdoors: 
hunters, fishermen, sportsmen, specta- 
tors. Excellent for relief of arthritic 
pain. Use also in place of hot water 


SALES BOOSTER 


1892. Pocket Heaterette is made of 





bottle or heating pad. Stores everywhere 








acclaim Pocket Heaterette as one of the 
top-selling gift items. 

One word of caution: Pocket Heater- 
ette is the one quality hand warmer! 
Nationally advertised and guaranteed 
by Abercrombie’s—in business since 





Make more sales... eas- 
ier sales! It’s simple to 
sell a can of Pocket Heat- 
erette Fluid with every 
Pocket Heaterette...and 
there's a good repeat 
business to boot! Pocket 
Heaterette Fluid is spe- 
cially prepared to pro- 
vide efficient, long-lasting 
service in Pocket Heater- 
ettes. Attractive 8-oz. can 
retails at 49¢. 


42 


Jobber Inquiries Invited 


DAVID T. ABERCROMBIE co. 


MANUFACTURERS OF FINE CAMPING EQUIPMENT - 97 CHAMBERS STREET, NEW YORK 7, NEW YORK 


chrome plated heavy gauge brass —ab- 
solutely essential to the proper con- 
duct of heat. And the exclusive heating 
element contains precious platinum. 
Comes in double drawstring flannel bag 
plus a handsome sell-on-sight package. 
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Tapatco 
MAKES PREMIUM PRODUCTS 






































— pure Java Kapok, luxuriant flotation material is 
used by Tapatco to make the safest most buoyant 
marine safety products in the world. 


* National advertising and merchandising, backed by a 
company reputation for standing squarely behind every 
product. 


* Uniform colors and materials . . . dyed, pre-shrunk 
and water-repellent treated in Tapatco’s own dye plant. 
Every order is exactly the same color . . . and there’s a 
wide selection to choose from. 


*xTapatco marine safety products are hand stuffed to 
protect the buoyant properties of Kapok. No uneven 
bulges such as are often formed in ordinary cushions 
and mats. 


*Conveniently packaged products . . . simplifies stock- 
ing and handling problems. Small unit packages keep 
stock clean — boxes unbroken. 


x Extremely attractive discounts make the Tapatco line 
a real profit builder. 


Get the complete Tapatco line of Marine Safety 
Products, Sleeping Bags, Parkas and Sport Shirts 
—and you'll sell the finest money can buy. Ask 
your jobber for Tapatco. 


THE AMERICAN PAD & TEXTILE CO. 
Greenfield, 







poor ron 


Tapato 


oF 
QUALITY 









All new for 


=~ 









Sell the line 
that leads 
the Industry! 
















NEW co 
TIPS FOR 








REO'S BLOCKBUSTER CAMPAIGN sells REO Power Mowers 


fo every block in your oreo 
For cash-on-the-barrel-head i ais proof of the power of 
| [Tl 


Reo’s Blockbuster Campaign, ask any Reo Dealer. Gy 
He’ll say: in 1951 Reo sold more power mowers than any 





other brand, bar none! 4: Reo has what it takes— 
the top quality line—best features—best values—best 
ELPS dealer helps—best advertising to bring in the prospects. 
 Reo’s full color ads in Life (IJd4 Saturday Evening Post 
TISING [POST Parade |) foaand This Week wis¥e(carried by 
GE over 55 leading’ n¢ newspapers) and Country Gentleman 
(Cae will be ny edition again in ’52, to reach 
every prospect with grass to cut in your community. 
There’s a brand new merchandising package to help 





you turn these prospects into bigger-than-ever-profits. 


But it’s important that you arrangé for stock now 


with your wholesaler. Need we say Mower? 
REO SERVICE 





An augmented nation-wide sys- 

tem of service dealers, carefully 

EW COUNTER BOOK and selected, factory-trained me- 

; chanics, all help you keep your 

TIPS FOR EASY SELLING Reo customers happy; Reo has the 

} bs - ad . are most complete service organiza- 

Full Color literature written “behind i= fion in the lawn mower field, on 
bur counter,” makes it easy to turn /- asset to every Reo Dealer. 


Prospects into profits. 


NEW MERCHANDISING KIT 


Huge life-size floor displays, banners, window 
streamers, folders, local ads, TV film, radio 


CLASSIFIED TELEPHONE DIRECTORY announcements, all help you tell your customers 


to buy their Reo Mowers from you; increase 


SERVICE your store traffic. 


Place your name under the Reo 


Lawn Mower heading in your clas- ORDER FROM YOUR WHOLESALER NOW 


sified phone book. Reo magazine Demand for Reo Mowers is growing steadily—the market has scarcely 

ads tell readers to look for dealers’ been scratched. Indications are that Reo dealers should arrange as . 

names in the directory. quickly as possible for adequate stock to assure getting their rightful share 
of the business. Your wholesaler is ready to serve you from his nearby 
warehouse. Write him today! 


REO MOTORS, INC., LAWN MOWER DIVISION, LANSING 20, MICHIGAI 


! 





A story worth repeating... 


LEAK PROOF 


@ Today’s uncertain conditions make the 
longer life of Ray-O-Vac LEAK PROOF 
flashlight batteries more important to your 
customers than ever before. 


That’s why we repeat the Ray-O-Vac 
LEAK PROOF flashlight battery story over and 
over again. In 1951, our consumer advertising 
—continued without interruption—will tell 
it more than 100,000,000 times! We don’t 
want the consumer ever to forget it. 


Since well before World War II, we have 
built a battery of such unique and superior 
construction that it could properly be 
called the Ray-O-Vac LEAK PROOF flashlight 
battery. And we have continuously featured 
LEAK PROOF in all advertising and promotion. 
It is now associated in the public mind 
as exclusive with Ray-O-Vac. 


Consumers like both these ideas—well over 
a billion Ray-O-Vac LEAK PROOF flashlight 
batteries have been sold to date. Here is 
a tremendous foundation of customer 
satisfaction on which you and your customers 
can build a lasting business on batteries \ 





and flashlights—with Ray-O-Vac. 


STEVEN 
Double 


RAY-O-VAC COMPANY, MADISON 10, WISCONSIN * RAY-O-VAC CANADA, LTD., WINNIPEG, MAN. 
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Famous Savage—Stevens— Fox “First in the Field” 
display card, in full color. Free to dealers. 


SAVAGE SALES CALENDAR 





1951 SEPTEMBER 1951 


Value, features and proven dependability are a three-way sales com- 
bination that you know are hard to beat! When you sell STEVENS 
double and single barrel shotguns you can offer shooters a// three. 


STEVENS MODEL 311 Double Barrel Shotgun 


Point out that a double barrel shotgun—and only a double—gives the 
shooter the instant command of two shots, the split-second selection of two 


different chokes. 


Stress these sales points: Fine gun features at moderate cost . . . coil-spring, 
hammer, sear mechanism (used in most high priced doubles ) gives clean, 
crisp trigger pulls—split second hammer fall. Good ‘‘looks,’’ fine handling— 
well designed wood stock and fore-end ... full length matted sighting rib. 








STEVENS MODEL 94 Single Barrel Shotgun 


It’s “First in the Field’’ with these sales features: Positive, rigid lock-up, 
can't shoot loose... unbreakable coil springs ..two-way top opening lever for 
convenience of either right or left-handed shooters . . . automatic ejector 
. .. tapered barrel for strength and balance... barrel and lug forged from 
one piece—a fine gun feature found on all Stevens single and double barrel 
shotguns. 


Remind customers that Stevens single and double barrel shotguns 
have been proven, over the years, by more than a million owners. 


SAVAGE ARMS CORPORATION 


Firearms Division Chicopee Falls, Mass. 


SAVAGE + STEVENS + FOX Rifles and Shotguns 









STEVENS MoDEL 311 STEVENS MmoDEL 94 


SAVAGE * WORCESTER Power and Hand lawn Mowers 


Double Barrel Shotgun Single Barrel Shotgun 
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Sell 


CAMPBELL 
CHAIN 


Campbell provides a single source for all kinds of chain—tie- 





outs and log chains, trace chains and dog chains, halter chains and 
binding chains ... chain for every need! And Campbell Chain is 


packaged for profit—easier to stock, display, and sell. 


Ask your wholesaler—or write direct—for complete information. 





CAMPBELL CHAIN Company 


Main Office—York, Pa. 
Factories—Y ork, Pa., and West Burlington, lowa 
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in—tie- : , 

ins and ist ae an 

pe Special design hinges to customer's 
specifications, to meet every need. 

mation. Estimates promptly given 


° . . e e Inquiries invited e . . . - . . e 7 - ° * . . 


HENRY SOSS 


AND COMPANY 
5716 W. 96th ST., LOS ANGELES 45, CALIF. 
40 Years of Experience assures the very best of Quality ! 
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Your trade knows this hardware 
will withstand the test of 
time and service! 


Actual performance in service has convincingly demonstrated 








the fine built-in qualities of these hardware products. This 
accounts in part for the ever-expanding popularity of 


UY, ANNIVERSARY 
} IY vean 195] 


NATIONAL 





BUILDERS’ HARDWARE Manufacturing Company 


Just note the rugged construction of the Door Pulls here illustrated. 
Made of heavy gauge steel in a wide variety of sizes and styles to 


accommodate practically every type of construction project. 


The Strap and Bolt Hinge shown below is stoutly built to carry the 


heavy load of a gate or swinging door without strain or friction. 













Wise builders realize 
that with NATIONAL 
HARDWARE — you 
build for the future! 


Screws INSIDE 


NATIONAL MFG.CO 
STERLING, ILL. 





No. 5 Heavy 













Screws INSsive 





No. 8 
Pressed Steel 
Door Pull 





Strap and Bolt Hinges 





(National, MANUFACTURING COMPANY :- Sterling, Illinois 
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dilly Us Uo clemana 


... SUPPLY IT WITH 


SARGENT CYLINDER NIGHT LATCHES 





t 
sive yo" 






For home owners everywhere, a fine lock on the front door 
is not enough. They want auxiliary locks on the other 
doors — rear doors, shed doors, cellar doors, garage doors — 
locks that will give them added security. Be prepared to 
meet this universal demand by stocking Sargent Night Latches. 


Offer them a choice of these three popular models — 
each equipped with a five pin tumbler cylinder for security. 
Sure and positive in action. So easy to install the 

home owner can do it himself. 


To help you sell there’s a handsome space-saving 
Sample Board on which are mounted all three models. 
Ideal for both display and demonstration. Ask for one ! 


Ask your Sargent jobber for complete details 
or write us. Dept. 1 H 


Sargent and Company 


New York NEW HAVEN, CONN. 
Builders Hardware and Fine Tools since 1864 


Chicago 
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LAWN FENCE 


CYCLONE 


66 R e d fag” 
CATCH-ALL 
BASKETS 


@ Falling leaves step up homeowners’ de- 
mands for sturdy, safe trash burners; be 
sure you are ready to cash in with a stock 
of Cyclone “Red Tag” Catch-All Baskets. 

There’s real value in this item... value 
far above its moderate selling price. Wires 
are heavy and strong. The close, even 
mesh keeps burning fragments safely 
under control . . . the raised bottom per- 
mits draft. 

Your customers will find use for Cyclone 
Catch-All Baskets the year around, but 
the spotlight is on them at this season of 
the year. Like all other Cyclone Hardware 
Products, they carry the widely-recog- 
nized “Red Tag” label. 

Your jobber can supply you with Cy- 
clone Catch-All Baskets to meet the fall 
demand. Check with him today. 


CYCLONE FENCE DIVISION 


(American Stee! & Wire Company) 
WAUKEGAN, ILLINOIS - BRANCHES IN PRINCIPAL CITIES 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


GATES INSECT WIRE SCREENING 


























=== CYCLO 











CYCLONE “e/7o7° HARDWARE PRODUCTS 


CATCH-ALL BASKETS - LAWN FENCE - GATES - HARDWARE CLOTH - INSECT WIRE SCREENING 
- ¢ tse S TATE § > T See 
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A Dozen More Salesmen? 


by R. C. Broyles, Sales Promotion Dept. 
Goulds Pumps Inc., Seneca Falls, N.Y. 


I suppose every retailer in the coun- 
try could use some more sales help 
—particularly if he could get really 
good salesmen, well-trained, and 
ready to work for nothing! 


It’s not as impossible as it seems. 


Pumps Sell 


There are some products that can 
do a lot of selling for you. That is, 
their sale makes their owner an 
immediate prospect for other mer- 
chandise — merchandise he previ- 
ously had no use for. Take pumps, 
for example. We at Goulds spent a 
full year in studying the related sales 
that came to our dealers as the direct 
results of Goulds pump sales, This 
related volume averaged 624% of 
the retail price of the pumps. 


Here’s a graph that indicates how 
the average pump-and-follow-up 
sales were broken down: 





RELATED 
SALES 
because of 
PUMP SALE 







LATER 
RELATED 
SALES 
traced to 
ORIGINAL 


PUMP PUMP SALE 


and LAB 
TANK SALE — 


INSTALLATION 








Dealers Enthusiastic 


Dealers who have capitalized in the 
past on the selling power of Goulds 
water systems know what we’re talk- 
ing about. One wrote us: “Your 
pumps do more selling than any- 
thing I’ve ever handled. When I 
move a pump, I know that my cus- 
tomer is a red-hot prospect for doz- 
ens of other items—from bathtubs 
to garden hose—that he had no use 
for without the pump. And I’ve 
found my customers enthusiastic 
about Goulds pumps . . . coming 
back to me as the Goulds dealer for 
all their related equipment.” 
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The Goulds Line 


Stocking and featuring the complete 
Goulds line of domestic water sys- 
tems is like hiring the super-sales- 
men described above. No other type 
of merchandise pays bigger divi- 
dends! Pump profits themselves are 
certainly worth while — and when 
your related sales average more than 


600%, you'll agree that pump selling 
really pays off. 

Goulds dependability—and the fact 
that it’s a complete line — assure 
you of maximum profits. Goulds 
promotional program makes your 
pump selling easier, cheaper and 
more effective. Why not write our 
Sales Promotion Department, Sen- 


eca Falls, N. Y., for details? 





Sell pumps—pumps sell! 








(Advertisement) 


4\Z0 
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oo 





WATER SYSTEMS 


bn Since |) a 


FOR EVERY FARM AND HOME NEED 
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Tried * Tested * Proven 


The ost § uccessful ALL Plastic 
Toilet Seats of ALL! 


The selling record of PURITAN all plastic toilet seats 
is beyond compare. Thousands and thousands have 
TRIED been sold across retail counters in stores from coast to 

coast. Nothing new about this dependable fast and 
sure selling item — it’s a favorite old and profitable 
Story to retailers everywhere. 





you 








The years and years of service that is designed and 
built into each PURITAN seat assures each retailer of 
T E S T E D customer satisfaction. This KNOW-HOW in plastic 

seat manufacture comes only with specific experience. 
No trial and error with PURITAN... you know 
they’re GOOD because they’ve been good for YEARS 
and YEARS! 





Nothing succeeds like success... and the success of 
PURITAN seats is ample proof of their superiority! 


PROVEN No need to take chances with unproven brands... 

your best bet is,and always will be ...the BEST RE- 
ORDER PLASTIC SEAT... AND EVERY- 
WHERE ... THAT SEAT IS PURITAN! 





Century Plastic Products, Inc. acc 


for 


l 000 Cleveland 2, Ohio 
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Americas finest 
room accessories 


nue in production’ 





\S CRYSTAL-CLEAR 















¢ toilet seats 


Peon . BATHROOMS DESERVE the best and bathrooms can have 
e fast an ° ° 
Suniel the best... jewel-like Crystalerome by Hall-Mack! 

These sparkling accessories in gleaming chromed -metal and 
crystal clear Lucite are your answer to the bathrooms of 
lesigned and today and tomorrow. And Crystalcrome is available. 

‘h retailer of . ; 
W in plastic Production has been tripled to meet increased demand. 
experience. 


,you know 
for YEARS 





there’s no substitute 
e success of for ar Mack 


superiority! 
brands... 
BEST RE- 
- EVERY- 


IRITAN! 


quality 


Sold by leading 
plumbing, tile and 


HALL-MAck will continue 
to produce bathroom 


I NC. accessories styled and built ACCESSORIE $ a” 
for a lifetime of use. Write very a United States and 
for folder on available lines. ree Ome Canada. 





HALL-MACK COMPANY 
1344 W. Washington Blvd., Los Angeles, Calif. - 7455 Exchange Ave., Chicago 49, lil. 
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CONTINENTAL CAN COMPANy 
BY 











ith the 
ting a new Decoware pattern w : 
” ae of the worlds most heautitul flowers 











To create this exotic pattern fo 
designer Freda Diamo 


of Hawaii’s most bea 


‘ 
r Decoware, famous color women want for a Spicy decorative accent 
nd drew iMspiration trom one 


: Your customers will go for this exciting, new pattern 
utitul flowers — the “Royal s ; 
ad ' When they do — they'll be setting all the famous 
Anthurium, Against a gray, textured background, i 
; ; features of Decowar 
which harmonizes with every kitchen color sc h 
phy. 
s. sult is a Pattern that blends with other To find out more about this Profitable line — call 
elements in the kitchen yet adds the splash of vivid 


Our Nearest sales of fice. 


CONTINENTAL WN cay COMPANY 


CONTINENTAL CAN BUILDING 
100 East 42nd Street 


New York 17, N.Y. 


i 34. 


N: 
PACIFIC DIVISIO 
CENTRAL DIVISION oa a 
s 
EASTERN DIVISION: S00 Ge. Satietin Gace edna 
122 East 42nd Street Chicago 3 
New York 17 
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‘= = DOUBLE your | 
hamper business! . 
POX 


\\ — 7 
Gitom Butt | 

eee 
PEARLWICK Ve = 


Se A x 


A 
‘A 
nN 
& 
N 
SELF-VENTILATING HAMPERS ry : 
;, PVR , 


~ ~ 
on 0 fume or 
Kor a Seonilies by ™ 


_ Mouschooging So beautiful, they're welcome in 


43 mart 
edt the bedroom as well as the 


bathroom! 


PEARL-WICK CORPORATION « Long Island City 2, N. Y. 
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Dlastic 
Dre ere 


For rugged, long-lasting beauty 
and accurate timekeeping value 














d 











Here’s everything the consumer wants 








| 
| 
| 
| and needs in an alarm clock, with 
| durability that gives years of trouble- 
| 





free service: 






Thus adverts “ ou ‘ smoke 15 itself never consumed 
From that day to this—through 
Reprints w furnvbed gladly wibout « wars, conflagrations and depres 
adi ancien cause trons—no policyholder has ever | 
suffered loss because of fadure of b 4 b 4 
, pe cacing sneha ag © Popular pedestal design with non- 
3 obligations o 
tip base ° 





“ETNA INSURANCE GROUP 


AETNA PRSURANCE COMPANY THE WORLD FIRE AND MARINE INSURANCE CO. 


© Reinforced, shock-resistant plastic 
case ... of material usually found 














THE Cel VY INDEMNITY COMPANY STANDARD INSURANCE CO OF NY. 
MARTPORD. CONNECTICUT 
THINK FIRST OF THE AETNA 4 al. > i ice 
DONT GU BOL INSURANCE CONSULT YOUR AGENT OR BROKER only in alarm clocks c osting tw 1€¢ 
as much 


Just what the Pi 
Insurance Company Ordered! A Sor Re Alene 


Non-Burning Ironing Board Covers 
made with Famous Home-Safe 





@ Dependable 40-hour movement 


® Convenient luminous alarm control 
knob 


@ Gilbert “Triple-Tested” quality in- 
AS B ESTO N , die AL 


side and out 
Famous Brand Name Ironing Board covers feature 


Asbeston because women want home-safety. With ; Brings a fair, profit-producing price 
Asbeston, they get it. 
This fire-resistant fabric is woven with tough, long- consistent with its real value. 


wearing, super-twist Asbeston yarn. Then the fabric is 





especially treated for a smooth, durable ironing surface. 


Asbeston, therefore, is extra quick-drying —free from Distributed 





wrinkles, for faster, nicer work. 4 million homes today thru the wholesaler 


enjoy Asbeston. 
This cover is made of U.S. Royal 
Asbeston, the Home-Safe 


asbestos fabric. 





me THE Wo. L. Gitpert CLOCK Corp. 
=. WINSTED, CONN. 
Laconia, N. H. 


551 FIFTH AVE 141 'W. JACKSON BLYD 
NEW YORK 17, NY CHICAGO 4, ILL. 








Made by the Textile Division @ 


UNITED STATES RUBBER COMPANY 


| Clock makers to the nation 
1230 Avenue of the Americas, Rockefeller Center, New York 20, N. Y. | 


Since 1807 
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saree ALICE IN WONDERLAND’ 


will help you sell more lamp bulbs in 
General Electric's Fall Promotion! 


ALL is lamp bulb stock-up time for your 

customers. And to help you make the 
most of it, General Electric has brought all 
the charm and appeal of Walt Disney’s newest 
movie, ‘Alice in Wonderland”, into the G-E 
Fall Lamp Promotion! 

The promotion is timed to hit just when 
Hollywood’s publicity for the picture is in full 
swing. Every one of your customers will have 
heard of Disney’s ‘‘Alice’’. General Electric’s 
national ads, radio and TV commercials will 
be keyed to the “‘Alice in Wonderland”’ theme 
too. G-E point-of-sale material will be full of 
Wonderland flavor. Plan now to tie-in for 
sure! It’s a natural—a sure-fire sales builder! 




















Ww Disney 
~ right. i s 
Copy production’ 






LOOK FOR 
YOUR G-E 
DISPLAY 
PACKAGE 






BACKED BY 
POWERFUL 
ADVERTISING 














NAL MAGAZINES, 


full color ads, 


TELEVISION, RADIO 


da Waring TV 
the Fre lice and her 


| 
NATIO 
} 


Full pase, all featuring A ; 7 : : | 

show, spot _— ye your customers on buying from the a" 48 It arrives and cash j splay | 

friends . - - W} he promotion. ‘ mright | 

lamps during t e Pp _— _4 Le —_ 
a —— - ee eee 


GENERAL @@ ELECTRIC 
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ANOTHER olustno-Qane sates LEADER 
eS boo ee: i he “aS 


REFRIGERATOR 








: “UTILITY” 
= «.54fETY folt Can Opener and Bottle 
Opener with plastic handle 


@Women just naturally take to these 
—— or + ane light, colorful dishes like a child takes to 
seal, crystal jor al Pee candy. Not only for her own use but for 
rizes and gifts. Available in bulk or in 
® Here’s the new Vaughan Automatic spring adjustment LARGE CAPACITY J and A nerd an exciting a om 
chrome plated canopenerthat prevents binding or slipping— of space saving proportions | shine Lustro-Ware items to display § 
sells on sight. Bright red plas- _ holds can securely for pouring 9 apg Mis 
tic handle, plus “safety roll’’ preheated contents. 
feature, makes it a must for Made of heavy gauge steel, 
colorful kitchens. Effortless brightly chrome plated, with 
and safe to use, it rollstheedge molded plastic handle. 
smooth as it holds and opens Individually boxed. Retail 
square, round or oval cans. price—59c. 





ever increasing Housewares sales. Available 
through your favorite distributor. 
COLUMBUS PLASTIC PRODUCTS, Columbus, O, 


Lustnro: Wane 


World's Largest CRISPER for extra storage PLASTIC HOUSEWARES — 











Measteceres of od vegetables, meats, etc. 
sitive seal lid . . . large mencas Seremiad Lin 
VAUGHAN MFG., CO. Bottle Openers | lightweight, 13x 8/4x Wim l ae 
3211 Carroll Avenue © Chicago 24, Ill. |; and Can Openers | 4 Ras 16". Colors match (© Guaranteed by — Wa fe 
Half-Century of Quality and Service een — wane 
| 4 mt 











New! 
FIESTA 


HOT DISH MATS 


y 


THE IDEAL GIFT ITEM 


A happy combination of Beauty and Utility! ‘Rose and 
' Ribbon” is only one of the four colorful designs in the 7 
popular, low priced Blue Ribbon Assortment. All are 
lithographed in gay, appealing colors on white enameled 
steel tops. They have 101 uses in the home—protecting 
surfaces against heat and scratches. Q 


z=) PACKAGED IN CELLOPHANE , hi 
For quick and easy sales, PRO-TEX Hot Dish Mats are 
cellophane-wrapped in sets of three—one mat 7” x 10” 
and two mats 6” x 8”. Insert in back of package illus- 
trates the many uses . . . makes it a “natural” for gift 
promotions! These mats are not affected by heat, mois- 
ture or grease .. . easily cleaned with a damp cloth. 





RED AND YELLOW ... to 
HARMONIZE with POPULAR 
PYREX COLOR WARE 
CASSEROLES AND COLOR 


BOWL SETS! 


Gorgeous for modern homes. | Don’t miss the boat! Write NOW for prices and catalog sheets. 
Lovely, durable steel tops . . . soft, 





green, a —. yy —_ & 
to a set, smar c 
phane for instant sales sppeal. METAL PRODUCTS CO. 


Also available in fast-selling 814” 
round pad. 








1820 EAST 37th STREET . CLEVELAND 14, OHIO Mit 
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It’s merchandise movement, like money, that talks. Turnover from 
your table, counter, or shelf is more eloquent than sales poten- 
tialities clothed in a thousand adjectives. Nothing that can be 
said about any product means half so much as what it does at 
the point of sale. . 

On that score, the ‘“Toastmaster’’ Toaster’s record is clear. 
It moves at a rate unapproached by any other automatic toaster. 
It not only has the ability to turn goods into dollars quickly — 
it does it! The ‘“Toastmaster’’ Toaster makes lasting friends, not 
for itself alone, but also for the retailer who identtfies himself 
with quality merchandise. And all because it’s presold by word 
of mouth and by aggressive national advertising as no other 
automatic toaster is or ever has been. 

When the talk turns to toaster turnover, small wonder that 
most retailers think of the ‘“Toastmaster’’* brand. 

*Toastmaster’ is a registered trademark of McGraw Electric 
Company, makers of ‘Toastmaster’ Toasters, ‘Toastmaster’ and 
“Scotch Knight’’ Water Heaters, and other ‘‘ Toastmaster’ Products. 


TOASTMASTER 
Crtiemitis. yelp Soar 


TOASTMASTER PRODUCTS DIVISION, McGRAW ELECTRIC COMPANY, ELGIN, Ill. © 1951 
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Dealers...get high 
profits and year 


round sales with 


SAFE...EASY 
TO _ 


NO-CLOG . 


CESSPOOL AND 
SEPTIC TANK 













= for bigger tape 
profits now and 
for the future! 





Se 
NO-CLOG helps you tell them and 5% 
sell them. Get behind NO-CLOG :%! 
and push a line long in quality .-3% 
and deep in BIG profit opportu. # 
nities to youl * 


The newest ideas in selling ore 
ready to put muscle in your selling 

power — without adding a single 
penny to your costs! 





Profit from the three times per year .% 
turn-overl NO-CLOG is simple to 
use...just flush contents down 
toilet system. Most effective prod- 
uct knownl 


NATIONALLY ADVERTISED in ¢@ 
America’s most powerful magazine .*@ 
“LIFE”. Cash-in with attractive full- “; 
color transportation car cards, win- 
dow and counter displays PLUS 
local newspaper ads. 








GREATER SUPPORT 
(REPS) 


Some Choice 
Territories Open! 





SALES HAVE BEEN GOING UP — up~UP 
EVERY YEAR FOR OVER 30 YEARS! 


Every year—for more than 30 years—sales of 
ACCURATE TAPES by dealers and distributors 
have increased. That’s why you can count on 
big profits now and even greater profits next 
year. It’s good business to stock and sell ACCU- 
RATE TAPES. If you do not carry them — join 
the big parade of dealers cashing in on this 
nationally advertised, nationally accepted line 
of proven profit-makers! Don’t delay — get all 
the details, now! 









NO-CLOG’S ACTIVE INGREDIENTS KEEP CESSPOOLS '% 
AND SEPTIC TANKS FREE AND CLEAR. ABSOLUTELY 
SAFE—CAN‘T RUST, CAN’T CORRODE... NON- >: 
INJURIOUS TO CEMENT BLOCKS. ELIMINATES DIG- :! 


GING AND REPAIRS! 56 
¢ f r 














AaB 


Gentlemen: Please send us ( ) cases at $8.00 per 
dozen. Retail price $1 per can. $1.25 West of Miss. 





WAREHOUSE STOCKS AND AGENTS strategically 
located throughout the country. Write for name of 
wholesaler nearest you and new illustrated catalog. 
Address inquiries to: ACCURATE MANUFACTURING 
COMPANY, -Garfield, New Jersey. 


IF IT'S TAPE...1T WILL PAY YOU TO MAKE SURE 
"ACCURATE TAPE ‘GD 
| 
iss ae 
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"ADDRESS. 








CITY. STATE_ 


GRAND CENTRAL mitts, INC, 
628 Dean Street * Brooklyn, N.Y. 
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ANOTHER HARDWARE STORE PROVES 


Geetncis tenet, Sow foci 
Rubbermaid year in its history . . Hl 
How Demarest’s previous year’s figures! Yet there were twa oth 
ware stores giving Demarest’s some real cc ee oe 
that town of 10,000 people. How did Demarest's do it? Sat 


did a record Here's what H. LeRoy Demarest, partner, says: 
_-“We carry the complete Rubbermaid line, with all ‘items 
. ° and all colors in stock all the time. We display it on. a 
big permanent Rubbermaid counter in the front- -of the. 
store, dressing it up with the Rubbermaid counter cards 
: and banners supplied by our jobber. And we also 
business! plenty of Rubbermaid in our windows to balae.. in oe 
passing — ' 





You can create your own success story in Rubbermaid sales! Just follow this 
simple, proved Rubbermaid plan for big-volume profits . . . 

STOCK the complete basic Rubbermaid assortment . . . have the styles, sizes 
and colors your customers want! 

DISPLAY the complete Rubbermaid line in a prominent spot where your 
customers can see it and buy it on sight! 

ADVERTISE Rubbermaid in your local newspapers . . . show that your store 
is the place to buy the items your customers saw in Rubbermaid national 
advertising! 
REORDER often to keep your basic ode complete at all times! 

It's good business to promote the famous nationally-advertised 
brand of rubber housewares that women want and ask for .. . 


Rebbe @nouseware 


The original . ph - nationally-advertised 
line of rubber nidewives 


THE WOOSTER RUBBER COMPANY - WOOSTER, OHIO 





PF varattoed by» = 
= a 2 
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How To SELL 


More 


DissTON. SAWS 


by 


“REG. U.S.PAT. OFF. 
M.oe F. 


_M.IND. RGTRADA. 


¥, 


This signed pledge of quality appears on every Disston Handsaw. 


Increase turnover, increase your profits, 
using these “reasons why’”’ as sales points 


9 out of 10 said ‘“‘DISSTON!”’ . .. When an independent research bureau asked 
a cross section of carpenters what handsaw they considered highest in quality! 
AND, when a homecraft magazine asked thousands of hardware retailers what 
handsaw was most in demand, again 9 out of 10 said ‘““DISSTON!”’ Such general 
acceptance alone is strong selling argument with any customer, and here are 





still more facts about Disston saws that you can use to increase sales: 


SAW, 


ur store: 
. no ISSTON 


SUPPLY OF D 
AND 


a 
| 27 


All Disston Saw Blades are made 
from Disston Steel produced in 
Disston’s own steel mills. Assurance 
of the same uniformly high quality 
in every Disston Saw! 


Double taper grinding makes a fast, 
smooth-cutting saw that will not 
bind. Blade igs true taper ground 
from tooth — to beak andl from 
butt to point. The even gauge along 
entire tooth edge means faster, 
easier cutting. 


Disston Saws are tempered through- 
out: require less frequent setting 
and filing; stay sharp longer. This 
alone is a money-saving feature 
that will influence any customer! 


© 
4 


Disston Saw handles are specially 
designed for comfort with minimum 
strain on hands and fingers. Entire 
saw is precision-balanced to carry 
the force of the thrust directly to 
the cutting edge. 


SHOW THE SALES POINTS WITH THIS DEMONSTRATION: 


wa Pa., 
54 Tacony, Philadelphia 35, 
tn m—_ Wee, Toronto 3, Ont.) 
pene e FREE Disston 
Please 9€™ 
1 ee 
Name.--:°7°°°°"" 


d me th 


Address. 


st 
most CARPENTERS U 


toni straight down the back edge, 
show the perfect taper grind 

of every Disston Handsaw. 

Biade is thicker at butt. 


Looking strai 

back at the point 

edge, show the 

ee a 

aper grind o 

every ying of |e— 
Handsaw. Thicker | 





at tooth edge. 





Looking strai; 
the butt to 


down on the tooth edge, show the gauge of the steel from 
@ point. All the way, the tooth edge is the SAME WIDTH. 


HENRY DISSTON & SONS, INC. 


854 Tacony, Philadelphia 35, Pa., U.S.A. 
Canadian Factory: Toronto 3, Ont. 
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Leading dealers standardize on 
Stanley Screw Drivers... and 
boost their sales and profit. 


Many dealers know, too, 
that the Stanley line of Screw 
Drivers is complete. There’s a 
style and size for every job— 
made with various length and 
width blades, with wood or 
composition handles, for 
slotted-head or Phillips screws 

. . and all priced to turn 
prospects into quick sales. 


Put yourself in this profit 
picture by featuring the tools 
the craftsmen use . . . Stanley, 
the favorite line everywhere. 
Check your stock and order a 
supply of Stanley Screw 
Drivers next time your job- 
ber calls. 


\ 


X é 


STANLEY 


for greater 
screw driver sales 


THE TOOL BOX OF THE WORLD 


[ STANLEY J 








Fy 


No. 20 Famous “Hurwood” Screw 
Driver. Blade, shank and head forged 
from one piece of finest alloy steel. 
Precision formed tips hardened, tough- 
ened and machine crossground to size. 
Large, comfortable hardwood handle 
with deep flutes and durable black 
satin finish. Standard blade and tip. 
Polished blade. Available in 2'», 3, 
4, 5, 6, 8, 10 and 12” blade lengths. 


No. 25 Alloy steel blade tempered 
entire length. Bolster construction gives 
extra strength. Accurately crossground 
tips insure snug fit in screw slot. 
Hardwood handle fluted, highly pol- 
ished. Standard blade and tip. 
Available in 2's, 3, 4, 5, 6, 8, 10 and 
12” blade lengths. 


No. 45 All the features of the No. 25 
with thin blade and parallel-sided 
tips, for following countersunk screws, 
and for electrical connections. Available 
in 21», 3, 4, 5,4 and 8” blade lengths. 


No. 2702 For Phillips Screws and Bolts. 
Specially hardened and tempered for 
maximum wear resistance when driv- 
ing self-tapping screws. Precision ma- 
chined bars with gauged points assure 
accurate fit. Fluted hardwood handle, 
natural finish. Made in 4 point sizes 
for all Phillips Screws. 


\ 


HARDWARE e TOOLS e¢ ELECTRIC TOOLS e STEEL STRAPPING e STEEL 
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make mine 
the entire ; 
line” 


when they order 


HOMKO —finest made, fastest selling 
most popular well rounded line of lawn equipment 


19” airfoil shaped blade gives lawn 
smooth, even cut... cuts high grass 
and weeds. Cutting height 134” to 
3%”. Well guarded . . . maneuvera- 
ble. Powered by nationally known 
2 HP, 4 cycle, air cooled gas engine. 


RMY 18 
TRIMMER TYPE 
ROTARY 
POWER MOWER 


18” airfoil shaped blade. . . cutting 
height 1” to 3%”. Front wheels 
swivel... all wheels set inside cut- 
ting swath. Powered pd Clinton 
1.4 HP Vertical type direct drive 
engine. RMH 18 with standard 
Horizontal type 1% HP engine. 
Belt driven. 








LP 228 ' 
18” MECHANICAL CLUTCH 


Mower operates by raising or lower- 
ing handle... stops when operator 
lets go. Speed control throttle near 
handle grips. Powered by nationally 
known, 4 cycle, air cooled gas engine. 
Also LP 230-20” and LP 430-24” 





LS 240 
FOLD AWAY 
LAWN SWEEPER 


Extra large 614 bushel heavy canvas - 


basket. Picks up leaves, grass clip- 
pings, etc. 24” adjustable brush 
revolves on ball bearings. Comes 
completely assembled. Folds flat 
for easy, compact storage. 


demand dependable HOMKO...TRULY A QUALITY PRODUCT 
WESTERN TOOL & STAMPING CO. 


A LEADER IN THE LAWN MOWER FIELD 


2725 SECOND AVENUE 


DES MOINES 13, IOWA 
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@ Here’s how to sell more drills and save 


valuable time. 


The attractive, durable Standard Drill Dis- 
plays and Dispensers shown here encourage 
your customers to buy drills in complete 
sets. You can display them prominently 
because they are compact. Sizes and types 
of drills are clearly marked for easy selec- 
tion. You speed up selling and simplify 
checking of inventory for reordering. 

Capitalize on the big market for cutting 


tools by using these merchandising aids 
for the line of Standard Shield Brand Tools 


— recognized everywhere for their high 


quality since 1881. 


BREAST DRILL SET DISPLAY 


Attractive counter or window dis- 
play carton contains six Breast 
Drill Sets, No. H18. Also avail- 
able for Mechanics’ Drill Sets, 
No. H30B. 


genous One Caen oe 
oe 4% 4 Re 


DRILL DISPENSER 
Displays complete selection of 
drills—29 sizes—from '!,,” to 
14”. Available in two assort- 
ments: High Speed and Carbon 
Steel. Each size clearly marked. 
Durable finish, neutral gray. 
Storage shelf in base, out of 
view. Clear, plexiglas cover 
prevents pilfering. 


DRILL SET DISPLAY 
High Speed Steel Sturdy Drill Set in 
durable canvas roll container. Mounted 
on masonite for display on counter. 
Available with order of 10 sets. 


Ask your wholesaler for these profit builders 


STANDARD [0OL (0. 


3950 CHESTER AVENUE 


CLEVELAND 14, OHIO 


New York + Detroit > Chicago + San Francisco 


THE STANDARD LINE: Drills « Reamers + Taps « Dies + Milling Cutters » End Mills » Hobs + Counterbores « Special Tools 
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How to plan a 


Hydro-Pneumatic 
PAINT BRUSH 


SUCCESS! pressure sya 


TIPPING 
Fine Tipped Nylon with flag 
ends produced on Robinson's 
Nylon Tipping Machine. 





























Brushes have greater hold- 
ing power due to softened 
and flagged tips of vary- 
ing lengths . . . pro- 
| viding a paint reser- 
voir rivaling bristle. 
More pick-up 
speed! 


| Robinson Tipped Nylon 










MIXING 


100% Tipped Nylon mixed to 
formula to give desirable taper, 
resilience and increased capillary 
action. 


Take a Robinson Tipped Nylon Paint Brush and 
compare it with an equal quality all-bristle 
brush. It is impossible to decide from a performance 
standpoint which is pure bristle and which is Tipped 



















nylon. PEERLESS PUMPS OFFERS THIS 
Until a short time ago the performance characteristics 
of a pure bristle brush had never been duplicated in NEW MANUAL FREE, TO HEL e 
——— 










a brush produced from synthetic materials. 
But today, because of Robinson’s Nylon Tipping YOU SELECT PROPER PRESSURE 
process, Tipped Nylon Brushes which rival the per- 

formance of pure bristle brushes are produced. The SYSTEM FOR YOUR CUSTOMERS 






















ALL YOU NEED TO KNOW, PRESENTED 
IN EASY-TO-UNDERSTAND LANGUAGE 


Now, for the first time, you can get in one complete 
bulletin all the information required to quickly solve the 
everyday problems presented by almost every type of hydro- 
pneumatic pressure system. This new Peerless bulletin 
contains four sections completely describing and 
illustrating hydro-pneumatic system design and layout, 
components, determinations and auxiliary equipment. 
Profusely illustrated with charts and diagrams you'll refer 
to frequently in your work. It’s one of the most helpful 
bulletins ever published on this subject. 


blending of nylon filaments is 
the reason for the outstanding 
reception given to Robinson's 
Tipped Nylon brushes by the 
master painter and discrimin- 
ating consumer. Nylon is no longer a 
substitute for bristle. So 
when you buy nylon paint 
brushes, insist upon brush- 
es marked “100% Tipped Nylon” 


Informative booklets describing the 
development of nylon for use in 
paint brushes are available in limit- 
ed quantities for distribution to your 
customers. Write directly to us or 
' obtain them from your jobber today. 


| )WARDIEAROBINS( 


careful, expert tipping and | ' 











WRITE TODAY—ASK FOR BULLETIN B-579 

The supply is limited, so write today to the nearest office 
listed below for your free copy of this 30-page bulletin 
of engineering and practical information. No obligation, 
of course. 


PEERLESS PUMP DIVISION 


Food Machinery and Chemical Corporation 














P.O. Box 


05 PARK AVE, - NUTLEY 10, NEW JERSEY 


Factories: Los Angeles, Calif. * Indianapolis, Ind. 
Offices: New York; Atlanta; Fresno; Los Angeles; 
Chicago; St. Lovis; Phoenix; Dallas, Plainview 
and Lubbock, Texas; Albuquerque, New Mexico. 
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Here is the one alumiriym pain!—tailor made for \, 
those special jobs where ordinary and extreme \ 
heat is @ necessity! One coat of Red Hot Alumi- 
num Paint and you have a brilliant aluminum 
finish thet remains attractive for a long, long 
time. Now... you don’t have to apologize for 
shabby appearances around boilers, stoves, 
radiators and heating pipes, 





Red Hot Aluminum Paint is made by an ex- 
clusive formula «#, that offersthe answer to @_ 
_Apaint protection problem that plantengineers ~ 
“aod home owndt@jhave been looking for, 


nplete 
ve the 


yore — PAINT THAT DOES THE ENTIRE JOB 


ayout, . Now... the new and improved SUPER-KROME, even better than ever 
ment. . before! Featuring an ADDED OIL LENGTH... the NEW SUPER-KROME 
refer : d needs no oil added... even for priming! More than ever before... it 
‘Ipful is the one aluminum paint that does the entire job... covering wood... 
brick or metal surfaces with one coat! Interior or exterior... the NEW 
Super-Krome leaves a brilliant aluminum finish that lasts and lasts. 
Flows on satin smooth...NEW Super-Krome is ready mixed... and 
fills the bill every time. A great value... the fastest selling aluminum 

am © > paint in hardware and paint stores everywhere. 
Good Housekeeping For further details...descriptive folders and advertising sales helps... 

ws sovranste 1 ee write today fo. 


: | ae TT 


nview ONE OF THE WORLD'S LARGEST 


exico. MANUFACTURERS OF ALUMINUM PAINTS CLEVELAND 19, fom. mime) 
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MODEL FSR 


NOW, more THAN EVER - - 
THE GREATEST HOME CALKER VALUE 


1 


2 | PATENTED CARTRIDGE BAIL — locks cartridge in place, making a safe, rigid caulking unit. 


UNIVERSAL CARTRIDGE HOLDER — New Design provides greater support — permits 


use of Fibre or Metal spouted cartridges. 








3] HIGH LEVERAGE TRIGGER — Gives o smooth easily controlled flow of compound. 


CONTOUR HAND-FITTED GRIP — New ease in caulking with larger, more comfortable 
handle. 


5 POSITIVE RATCHET DRIVE — Proven 2-dog action and quick release rod guarantee 


trouble-free service. 
PACKED six or 12 to the case. 


e 
Vital introduced this Calker with the already famous spouted cartridge in 1947 and 
it has consistently outsold all calker combinations because it’s built honestly to deliver 
and get results — brings the user back many times for more cartridges. 


Specify your caulk in Vital Made Cartridges to guarantee perfect fit. 





We manufacture all caulk equipment except compound. 


PRODUCTS MANUFACTURING CO. 
oe ee ee Peo ne) 
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4S, 429) FOR EASY SANDING hens. 





Now your customers can use 3M “Production” 
Paper on their home projects and repair jobs! 
; It’s coated with aluminum-oxide—the world’s 
toughest woodworking abrasive—and it’s a cinch 
or S Oug AS to sell because no other type of sandpaper lasts 
as long, cuts as fast. 
Discs, belts and sheets are pre-cut to fit most 
* ;' * home power tools—plus the 3M Sanding Block. 
woodworkin abra sive Your stocking problems are made easy by a sim- 
plified grit range—fine, medium, coarse and ver 
coarse—and Universal Centerhole* discs fit all 
arbors from 4” to 1”. 
> 4 | Tie in with the national advertising in Popular 
iS easies 0 Se Mechanics, Home Craftsman and Popular Home- 
ad craft by ordering your stock today. Ask for 3M 
Home Workshop Sandpaper—the sandpaper 
that’s a real woodworking tool. 


“PRODUCTION” PAPER DISCS “PRODUCTION” PAPER SHEETS 3M SANDING BLOCK “PRODUCTION” CLOTH BELTS 
Universal Centerhole*. 5” & 234" x 9” (for 3M Sanding Solid rubber. Easy to handle. Six sizes for most portable 
6" diameter. 4" to 1" arbor. Block) and 324” x 9". Pre-cut sheets available. belt sanders. 5 to a box. 


Made in u.s.a. by MINNESOTA MINING & Mere. Co., 
St. Paul 6, Minn., also makers of ‘Scotch’? Brand 
Pressure-sensitive Tapes, ‘Scotch’? Sound Recording 


Tape, ‘‘Underseal” Rubberized Coating, “‘Scotchlite’ 
Reflective Sheeting, ‘“‘Safety-Walk”’ Non-slip Surfac- 


ing, ‘‘3M”’ Adhesives. Genera! Export: Minn. Mining 
& Mfg. Co., International Division, 270 Park Avenue, HOME WORKSHOP 
. New York 17, N. Y. In Canada: Canadian Minnesota 
“PRODUCTION” PAPER Mining & Mfg. Co., Ltd., London, Canada. SAN DPAPER 
FACE PLATE DISCS *Patent Applied For. 
8”, 10”, 12” diameter. 
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HERE’S WHY— 

You carry a quality line with a quan- 
tity demand when you stock Kimble 
Glass Bars. 

Made by one of the world’s foremost 
makers of precision glassware. 18" and 
24" Kimble Glass Bars are a full 4" 


e § 


Kimble Bent-End Glass Bars—!)” crystal 
or opal glass with strong, modernistic metal 
fittings. 18” and 24” lengths. 


j — 


7 © 


A GLASS BAR FOR EVERY PURPOSE—AVAILABLE NOW! 











KIMBLE GLASS tot 00 1, ome 


Dy 


—bar none! 


thick . . . are velvet smooth right out te 
their metal spun-on fittings. Indi- 
vidually packaged with matching screws. 

Priced for fast sales . . . priced for 
extra profits. Order from your whole- 
saler or write direct. 


oe ob 


Kimble Double-Purpose Glass Bars—crys- 
tal glass with adjustable fittings for partial 
or full-length use. 24” long. 

Kimble Button-End Glass Bars—crystal or 
opal glass with adjustable metal fittings. 
18” long. 





vision of Owens-Illinois Glass Company 





tising! A. A 
in price 

rent Also—bran om 
O'MALLEY PARTS CA 


izes of washers, 
Assorted’ d nu-seats. 50¢ worth 


! Catalog 
for 39% Ask i ager pom 


Rg REF UN os 
* or Trade Pri 

Guaranteed by > List. 

Good Housekeeping 

< hoy * 


») 
45 apvennistd TESS 


EDW. alley varve co. 


11948-50 SOUTH HALSTED STREET, CHICAGO 28 


; <e o 


@ 
> 





in your local 
paper, over 
your name 
will bring 
NEW 
BUSINESS 
_ to your store 


Send for FREE 
mat today 
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| KEIL LOCK GO., inc. Charlestown, WN. H. 
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BILL GOGGIN 


GOES FOR nite Aanke's 


ore Business Plan 


William J. Goggin of the Goggin Paint Store, Kalamazoo, Michigan, 
always takes time to acquaint his rental customers with the operation of a 
Clarke sander. His 5 sets of Clarke machines are busy most of the time. 















‘*Renta Clarke’s More Business Plan really 
works,” says Bill Goggin. “It brings regular and 
dozens of new customers into the store. It creates 
‘double-sales’—because we always sell related 
items such as sandpaper, paint, varnish and 
stain, as well as merchandise from other depart- 
ments. In fact, we average about $1,000 a year 
in rental fees from each set of Clarke machines 
alone! Plus $3.00 worth of related items for every 
dollar in rentals. That is really profit. Our Clarke 
rental department more than pays our rent.” 


Remember, the Clarke Plan provides the most 
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complete selection of point-of-sale displays and 
promotional materials in the rental field—every- 
thing to build a profitable rental department. 
You'll find, as Mr. Goggin did, that Renta Clarke 
will increase your store traffic, win new cus- 
tomers and really pile up profit. Write for full 
details today! 


e SELL OR RENT 
CLARKE SMOOTHIE SANDER | 









... for professional rough, medi- 
um or fine sanding. 5 to 10 
times faster than by hand. Many 
customers rent... then buy! 





SALES AND SERVICE BRANCHES IN ALL PRINCIPAL CITIES 


arke SANDING MACHINE COMPANY 


308 CLAY STREET © MUSKEGON, MICHIGAN 


VISIT THE CLARKE EXHIBIT, NATIONAL 
HARDWARE SHOW, BOOTH NO. 325 
GRAND CENTRAL PALACE, OCT. 8-12. 


~I 
ws 








THE LEADER... 


REG vu S & CANADA Pat Lk y 


SAFETY FIREPLACE CURTAINS 


It’s easier to sell the leader—because your cus- 
tomers come in looking for the Flexscreen label! 
There’s always a demand for Flexscreen’s supe- 
rior fabric... for Unipull with Cool-Tab... for 
its beauty, safety and convenience—the result 
of our twenty-one years of continuous national 
advertising and manufacturing experience. 


NATIONALLY ADVERTISED 


HOUSE BEAUTIFUL 
HOUSE & GARDEN 


BETTER HOMES & GARDENS 
AMERICAN HOME LIVING 


Flexscreen (the original curtain screen) is the only 
nationally advertised woven-metal fireplace curtain. 
This year’s campaign (our 21st consecutive) is one 
of the best in our history. The peak selling season 
will be backed by hard-hitting advertisements in lead- 
ing home magazines. Flexscreen is easier to sell be- 
cause your customers ask for it by name. 


FOR PLUS PROFITS 


... feature the Frame Flexscreens ... they make effec- 
tive floor displays and offer all the exclusive advan- 
tages of famous Flexscreen in movable, sturdy-but- 
beautiful frames... the NEW Guilford and the Oxford 
... in a wide range of attractive prices. 

Remember the Flexscreen line for a// your hearth 
furnishings ...andirons, firesets, grates, etc., specially 
designed for “companion sales.” 

Write us for complete information on our Dealer Help 
and Display Stand offers at 851 North St. 


ry BENNETT - IRELAND INC. d 


NORWICH, NEW YORK 








oo OF 
1,001 USES 


Mechanics, hobbyists, sportsmen, fishermen, home 
repairmen ... all of your customers need this handy 
all-purpose box. Ideal multi-compartment box for 
keeping numerous small items neatly stored . . 
easily identifiable. The GILBERT UTILITY BOX 
is made of top quality, clear, lightweight transpa- 
rent plastic fitted with sturdy, hinged cover. Avail- 
able in 3 sizes with a choice of 3 compartment 


designs for each size. 





Fits on any belt... 
at waist. 


Don’t let these quick-selling, highly profitable ne- 
cessities get away! Hook on to them today! Send 


in your order now! 
Plastic boxes made to 
your specifications. 


a 
G i L B E 2 T PLASTICS CORP. @ HILLSIDE, N->* 


Pe inelel-tiilels axciiia-mnstA® 


GILBERT PLASTICS @ GILBERT PLASTICS ®@ GILBE®, 





PLASTIC BAIT BOX 


Just what fishermen have always 
wanted. Lightweight, rust-proof and 
odorless bait box molded of sturdy, 
durable plastic. No sharp edges to 
cut fingers. No protruding hinges to snag clothing 
or foul lines. Concealed spring, snap lock cover. 
curves snugly and securely 


a> 
S+ipert PLASTICS @ GILBERT PLASTICS @ SDIALSW1d AHABITIMEesSIIASY 


| presents KEILSON’ 


VAN | Ma 31 OD, 4 =e 
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Warm MORNING Gives You MORE 
of What You Need MOST 


for a BIG Heater Business 






1 
\ OF and COAL HEATERS 
Ever Bone | 

















\ POWERFUL 
(.) ADVERTISING 
3 and SALES “ 











TERRIFIC 
SALES HELPS! 


As a WARM MORNING 
dealer you get the abso- 
lute tops in factory sales 
support... the largest and 
most comprehensive FREE 
newspaper mat service in 
the heater industry. ..a 
great array of DIRECT 
MAIL and POINT-OF- 
PURCHASE advertising 
materials... beautiful, col- 
orful catalogs and litera- 


In foreground, Model 
360 Gas Heater; in 
background, Model 
422 Coal Heater. 


THE finest gas heaters and coal heaters you can sell; 
backed by powerful factory advertising and sales helps 





ture... FREE RADIO . . that’s the WARM MORNING story for 1951-'52. 
SCRIPTS... a generous — : sf. I 

cecee aDveetiaane You can’t miss. ..selling these terrific lines of heaters! 
progrem. WARM MORNING Gas Heaters are truly sensational! 


They set a new standard for quality and perform- 
ance. Fully porcelain enameled, radiant glass front 
circulators .. . a full range of sizes, 30.000 to 85,000 
BTU input. AGA-approved for all types of gases. 


WARM MORNING Cool Heaters . .. largest selling by 
far... the Nation's favorites. Only coal heaters with 














BIG NATIONAL ADVERTISING CAMPAIGN 


From late summer until early winter, leading national magazines 
and farm journals will carry powerful display ads on WARM 


MORNING Gas and Coal Heaters...to create more sales for you! 
Tie-in and profit... have plenty of newspaper mats, displays, 
banners, folders, ond ‘other sure-fire sales-makers. 


OCKE STOVE COMPANY 


Kansas City 6, Missouri 
Manufacturer of Famous WARM MORNING Coal and Gas Heaters 


114 West llth Street 
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Dept. D 


exclusive, patented, firebrick flue design. Seven out- 
standing models. 


See your Wholesale Distributor or write for FREE cata- 
logs and literature. 


” Warm | 
Morning 


T-5110 
\ bilzebeusy) 


Prone) 
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IT FIGURES... 
ON SWING-A-WAY 








CABINET MODEL CAN OPENE 
SERIES 1200 
Magnetic Model + Series 1200M 


HERE’S WHY! 


Swing-A-Way offers you a 
complete line of Kitchen 
Proved Appliances .. . Can 
Openers, Ice Crushers, Knife 
Sharpeners, Jar Openers, 
and Utility Racks. 


You have the benefit of the 
famous Swing-A-Way name 
—the name that gives you 
top quality at a down-to- 
earth price. 


SWING-A-WAY APPLI- 
ANCES COME IN MATCH- 
ING FORMULATED COLORS 
MAKING MULTIPLE SALES A 
CINCH. 


And Swing-A-Way makes 
selling easy with its program 
of ... National and Co- 
operative Advertising, Mer- 
chandising Displays, Dem- 
onstration Materials and a 
Complete Newspaper Mat 
Service. 








CALL YOUR JOBBER 
AND GET IN ON THIS 
PROFIT PICTURE, NOW! 


FOR THE QUEEN~OF THE KITCHEN 








aay SWING-A-WAY MFG. CO. 
Sim, 4100 BECK AVENUE 
FR 

(aie) ST. LOUIS 16, MO. 


IN CANADA « FOX AGENCIES. LTD. PORT CREDIT ONT. 
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brand new curtain 


“Tebacks (PLASTIC) 


These brand new tiebacks have eye appeal and sales potential. 
Construction is sturdy to meet every tieback demand. Lacquered 
pins will not rust. They are sharp steel pointed. The plastic 

is precision molded. Colors are clear and positive, attractive 

and durable. Tiebacks and push pins illustrated are 
adhesively attached to special channel cards to obviate 

loss and protect fingers in handling. 


824. . 15/4”—70c doz cds 

820 . . 44” —$1.00 doz cds 
821. . /.”—70c doz cds 
822 . . 3/4”—70¢ doz cds 


823 . . 1'44”—70c doz cds 
825. . 13/4”—70c doz cds 







H. L. JUDD COMPANY 


87 Chambers Street, New York 7 © Wallingford, Conn. 
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70¢ doz cds 
$1.00 doz cds 
0c dor cds 
10c doz cds 
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Pilsner— Wine glass— Cocktail— Cordial— 
“Jim Haw- ‘““Blind Pew at ‘Pirates Aban- ‘The 
kins’ Fight the Admiral doned on Treas- Good Ship 

for Life’’ Benbow”’ ure Island’’ Hispaniola” 








Libbey “Treasure Island” Host- 
ess Sets are beautifully pre- 
packaged. Stemware about 
$5.50* for box of eight; Tumblers 
about $3.50* for box of eight; 
Jiggers about $1.25* for box of 
four. *Suggested retail price, 
prices slightly higher in South 
and West. 
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Cooler— H’ Bali— Old Fash- Sour—“Jim  Jigger— 
“Attack “Long John icned—*'Dis- Hawkins “Boarding 
on the Silver, the covering the in the the 
Stockade’ Sea Cook’’ Treasure’’ Apple Barrei’’ Ship’ 


Ty yz 
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Your preview look at 





Libbey’s newest Hostess Set 


“Treasure Island” 


Here’s a tredsure your customers will 
be hunting for, come Fall. 

The tumblers and stemware in this 
newest Libbey Hostess Set are deco- 
rated with scenes from Stevenson’s 
famous “Treasure Island.’’ Crowning 
each colorful glass is a sparkling rim 
of 22-k gold. And, of course, each 
carries that famous guarantee: “A new 
glass if the rim of a Libbey ‘Safedge’ 
glass ever chips.” 

A big, full-color, full-page advertise- 
ment in LIFE will start customers sail- 
ing your way. Place your order now 


LIBBEY GLASS ita Ste 


ESTABLISHED 18518 


and be ready for the treasure hunt at 
your glassware counter. Libbey 
“Treasure Island” Hostess Sets will be 
beautifully prepackaged for attractive 
display, easy wrapping, 
quick turnover 





To order: 
Contact your 
Libbey Glass 
distributor now 
«+. Or write direct 
to Libbey Glass, 
P.O. Box 1035, 
Toledo 1, Ohio. 


\ p. ) 


LIBBEY GLASS, Division of Owens-Illinois Glass Company, Toledo 1, Ohio 
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FREE to Westelox Dealers! 


M r * 


} ¥ } 
Lvl i 


ESTULOA 


Lif 
VA LL 
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...new Melody color display! 


WESTCLOX 


Made by the makers of Big Ben 


Products of GT Corporation 


Every Westclox dealer will want this exciting new 
display. Compact and colorful, it quickly tells the 
sales features of the Melody Electric Wall Clock. 
Measuring only 18” x 18”, it takes just a small 


amount of counter space. It’s an eye-catcher...a Price quoted does not include tax and is subject to change 

sales-getter! Be sure to send in the coupon now for ee eee reer ee 
° . 1/ 

your free display! And remember to remind your ; WESTCLOX — 
customers that Melody is definitely a new note in j  Latate-Pom, Sineks | 
. . ‘ | Gentlemen: | 
wall clocks. It’s gracefully designed to be in tune | Please send me absolutely free a full-color ard | 
with any room. Mounts flush on wall. Surplus cord | to feature your Melody Electric Wall Clock No. X14. | 
is neatly concealed. Removable case ring comes in i 
variety of colors to harmonize with any decorative Sl = 
plan. Yes, Melody is something for your customers | | 
° ° | CITY: STATE | 
to sing about... at only $6.95 (retail). St RTA DGD A ODT ALIIT I } 


WESTCLOX, LaSalle-Peru, Illinois e In Canada: Western Clock Ltd., Peterborough, Ontario 
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“Now you 
can really hit 
the vacation imal 


H-I—makers of the largest line of / 
fishing tackle in the world — now / 
offers an important new profit op- 
portunity for tackle dealers—timed 

to hit fishing vacationers. 


ROCK BOTTOM DEALER PRICES 


H-1 has lowered prices, for a lim- 
ited time only, on about 100 tackle 
items—rods, reels, lines, lures and 
other equipment—for your sum- 
mer selling. It’s our top-grade, na- 

tionally advertised tackle, too—the 
tackle fishermen everywhere know 
and demand. 


© e000 © 00 





WRITE 


Upon request, we’ll send your copy 
of H-I’s Summer Special Circular, 
illustrating and describing the sale 
merchandise. See for yourself how 
much you'll save ... how much 
you'll profit! Ask too for our free 
display, advertising and merchan- 
dising helps. Wind up your sum- 

aN mer tackle season with a bang— 
cies H-I! 


SS aie 


HORROCKS- IBBOTSON C0. 


UTICA, N.Y. 


Manufacturers of the Largest Line of Fishing Tackle in the World 
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| ONE-PIECE MOLDED 
| SAFETY HELMETS 


One-piece molded construction 
with six-piece web shock 
absorber with ‘‘Airlite” center, 
cushion rubber padded forehead 
and back piece, soft leather, full 
leather bound edge. The kids 

| will go for ‘em. 


Order the complete DRAPER-MAYNARD 
line from your Wholesale Distributor now. 








fications. Genuine cowhide, 
double lined, eight-hole 


sales appeal with the 
youngsters. 














OTBALLS 
Official Speci- 







acing. Tops in 
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THE DRAPER-MAYNARD (O., 4861 Spring Grove Avenue, Cincinnati 32, Ohio 
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BMC ...the only line with 
complete sales appeal! 


MORE RAPID SALES TURNOVER 
FOR YOU as soon as you stock the 
popular BMC line! It’s the only 
complete line of its kind, and each 
model has appeal that practically 
sells itself on sight! What youngster 
could resist this bright red BMC 
Heavy-Duty Senior Tractor! 


The “Mark” in 
Wheel goods 


QUALITY CONSTRUCTION distin- 
guishes this BMC Tractor. A sturdy 
tubular steel frame assures dura- 
bility . . . large, adjustable seat is 
mounted on suspension springs for 
maximum comfort. The famous en- 
gineer-designing includes special 
ball-bearings which eliminate any 
“dead-center” starting point! 


MORE PLUS FEATURES: the avail- 
able attachments—such as the scoop 
shovel and dump cart—provide ex- 
tra hours of fun. Point out all the 
BMC advantages—and you've made 
your BMC sale AND profit! Stock 
the leader . . . Stock BMC today! 


FREE CATALOG ... WRITE DEPT. H 


























Advertised in Life — Nov. 26 and December Parents’ Magazine 


BMC MANUFACTURING CORPORATION, BINGHAMTON, NEW YORK 












push BUTTON SNOW sHovELING BRINGS 2 3 
AOR NEW WINTER PROFITS FOR you! 


. ~ —tm, 
Qe —— ~~, 
SENSATION ELECTRIC SNOW-BLO 


MEANS NEW CONVENIENCE FOR 
THOUSANDS OF HOME-OWNERS 


Opportunity knocks for snow state deal- 
ers. Sensation Electric Snow-Blo appeals 
to every person who now mans a snow 
shovel. Justa flick of aswitch and Electric | 
Snow-Blo clears walks or drives, throw- 
ing snow up to 20 feet to EITHER side. 
Ideal for drives with a wall or bushes on 
the side. For New Winter Profits, put 















Sensation Electric Snow-Blo on display 
today. 






See America’s First Electric Snow Remover 


Booths 315-316 * National Hardware Show 







Home-Owners, Merchants, Service Stations, 
Doctors and Morticians are HOT PROSPECTS! 


Prepare now for the sales that are bound to come with 
the first snowfall. Merchants will marvel at the speed 
with which Sensation Snow-Blo clears a clean sales 
path to their doors. Service stations will jump at the 
chance to clear their drives quickly, and to prepare for 


Sensation ° : : 
Gasoline: the rush that winter storms bring them. A business 
douche. can remedy snow trouble quickly and economically 


with Sensation Snow-Blo. Duplex Snow-Blo made in 
push-type and self-propelled models. 


Chech These SENSATION SNOW-BLO Sales Clinchers! 


Let SNOW-BLO Seve Your Heort Pushes Easy .. . A Boy Can Work It Ae 


Nine million Americans have some form 














of heart trouble. Snow shoveling puts a 
treacherous strain on hearts. Snow-Blo 
clears walks and drives without over- 
exertion. Your customers will be told this 
story in Sensation ads in Better Homes & 
Gardens, Newsweek, Popular Mechanics 
and other national magazines. 





shoveling. Save the dollars usually spent 
for snow removal... WHEN someone ™=)\ \ 
can be found to do the job. % \ 


—, 


; > 2 
Snow-Blo clears walks and drives in ok oe 
minutes... compared to hours for hand ||| i ; ei 
i a) ae Boe 


Ask Your Jobber for Information on Sensation Snow-Blo Sales and Profit Opportunities. 
Or Write Factory for Illustrated Folder and Name of Your Nearest Snow-Blo Jobber. 
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Mossberg 16 ga. and 20 ga. 
models—fitted with C-LECT-CHOKE* 
=—bring de luxe convenience at 
modest price. 


MILLIONS CAN AFFORD SHOTGUNS 
WITH INSTANTLY VARIABLE CHOKE 


‘m_ii 








Mossberg 
C-LECT-CHOKE* 








Last Fall, when these C-LECT-CHOKE* 


models were introduced, a few skep- & Any choke desired, instantly. 
tics said, “At these prices can they s Settings are positive and 
give top grade performance?” Now, ® clearly visual, like a microm- 
with thousands in the field and every i eter. Barrel ventilated to re- 
owner a delighted user, the C-LECT- w duce muzzle jump and recoil. 
CHOKE” has proved itself the finest 






*Pat. pendin 
there is. ’ 




























e--¥6 GAUGE -—- 
ene. Model #190.with _ of Rockies . x 
Bh eR se ee 


ee 





2 831% | 











$32.95 west 


C-LECT-CHOKE* 


























4- POWER SCOPES. | 


Stope above is new Mossberg del 
#2M4 with solid CAST mount f a 
low position. Scope on rifle ad right is~r 


Model #4M4 with dovetail ae oo 
slides into grgoves, parity 

at factory into receiver of 

rifle. Both ha ie 

ternal ice @- 


Scope and mipae: oe 
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LARGEST 22 CALIBER MAGAZINE 
CAPACITY IN THE WORLD—30 SHORTS, 
OR '20 LONG RIFLE CARTRIDGES. 
Model 146B 22 cal. \ 


Bolt action, 
tubular repeater 





$29.95 west of Rockies 





If you’re a shooter you'll know what it means to fill this 
long, long tubular magazine and settle down to fun, with- 
out frequent re-loading. A beautiful rifle, a top seller 
with practically every Mossberg dealer. 


WRITE for literature 
describing entire 
Mossberg line —“the 
liveliest firearms line 
in America.” 


r 0.F. ossberg 
/ [ & SONS, sac. 





See us at the 
National Hardware 
Show October 8-12 
in booths 961-2, 
t Colorful posters (11 x 14”) promote gun clubs, 
FR & can friendly farmer-hunter relations, forest fire pre- 
vention and game law observance. Send for yours. 11608 St. John Street, New Haven 5, Conn. 
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) ered you 
TEL-O-POST 
PROMOTION 
PACK AGE! 































Continuous nation@fadvertising in Better 
Homes and GardetFull-column ads in 
July, August, Sept ber, November and 
December; full pag@™@plor ad in October. 


you stock Tel-O 












Newspaper mats, lo | 
you (no charge Pwhem you stock Tel-O- 
Posts. ¥2 ; 


GET FULL DETAILS, write: 


BRAINARD STEEL COMPANY e 1218 Griswold Street 


WARREN, OHIO 
Manufacturers of 
Tel-O-Posts, Brite-Lite Areawalls and Steel-Strong Posts 
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You make more 
money selling 
DEMPSTER because 
it’s America’s 
quality water system! 








No wonder the farmer won’t have anything else! Dempster 
offers him a tried-and-tested water-supply system—backed 
by the 73-year-old Dempster reputation for unquestioned 
quality. It’s just plain sense that you can sell more Dempster 
Water Systems. In a day of increasing shortages, with 
replacement materials harder to get, your customer is more 
quality-conscious than ever before. You sell quality when 
you sell the Dempster Water System—it’s America’s finest! 





These Dempster Pumps are star 
members of America’s finest line... 


Is a ® 


Remteiatas. 1 ca 





if 4 
SHALLOW-WELL JET- 
MASTER — Only one — 
part. No special pressure tan 
needed. Easily installed and 
exceptionally efficient. 


t 


DEEP-WELL JETMASTER 
— Ideal for offset installation or 
to be set directly over the well. 
Unusually simple in operation- 
only one moving part. 











i f 


DEEP-WELL WATER SYS- CENTRIFUGAL PUMPS — 
TEM — Positive lubrication. Impellers are semi-enclosed 
Modern design. Availab!e for for greater efficiency. Balanced 
electric motor or gasoline engine drive shafts ride on double Tim- 
operation. Can be supplied with ken Bearings. There are no bet 
windmill attachment. ter irrigation pumps made than 

Dempster Centrifugal Pumps. 


America’s Quality Line of Farm 
Water Systems 


Pumps @ Tanks © Windmills ¢ 
Irrigation Equipment 


DEMPSTER 
MILL MFG. CO. 


Beatrice, Nebraska 
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DON’T LET CHAIN CUSTOMERS GET AWAY. 


Sell McKAY CHAIN .. . the complete line that 
offers “‘a chain for every use.’ Dealers report 
increases up to 600% after installing the McKAY 
“Silent Chain Salesman."’ Write for full details. 


THE McKay COMPANY 


400 McKAY BUILDING + PITTSBURGH 22, PA. 
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Since 1881 








Remember . . . Three Hinges To A Door 


STANLEY 


Reg. U.S. Pat. Off. 
HARDWARE + TOOLS + ELECTRIC TOOLS © STEEL STRAPPING » STEEL 





&6 


CARDED 
HARDWARE 


These best-sellers in hardware—bolts, braces, cabinet 
hinges, hasps—need only be seen to sell themselves. Stanley 
has carded the most popular (fifty-five items in all) for easier 
display, faster turnover, and bigger hardware volume. 


Each card is a complete sales unit, designed to identify the 
item quickly, and save the salesman’s time (all items are 
packaged with screws securely fastened to the card). All you 
have to do is ring up the sale! Display Stanley Carded Hard- 
ware on your counter and in your window. Make extra 
profits. The Stanley Works, New Britain, Connecticut. 
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‘ The tips of the bristies influence the Point 
authorized that 

w ill be made available for the manufacture 

of tapered Du Pont nylon 
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SCHLAGE ORIGINALITY 


The Schlage push-button lock 
was invented over 25 years 


y Walotdilclaeeleielita mnie laeh ce lao ticiial 
no MED >tt quality By — o a 
ago by Walter Schlage. Today from AJAX. A semi-concealed hinge 


vane lale gem aelatlcis mien ely eigcme, 


it is the accepted and preferred | no sagging 
type of lock mechanism... door. Heavy gauge steel 


with AJAX construction... honediand burnished 


snug fit against both jamb and 


the first basic improvement in 


sparkling, smooth finish. All 
lock engineering in centuries | door hinge | toles are machine countersunk 
| . To LMtPAlale Meo) ol>igehilelam-aiulisre hit) 
play and keeps door from 
sagging. Full 180 degree swing 


)WrotitelolicMiamelimsiclitelelae Malaise 


K | 
SCHLAGE AX 


Order today or write 
for detailed Ajax Hardware Mfg. Corp 
catalog information 4351 Valley Bivd., Los Angeles 32, Calif 
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it can happen to you 
if you don’t stock these WIZARDS WITH wood 


If a customer asks for Satinlac, Firzite or Weldwood Glue*. . . and if you don't 










carry them in stock ... he’s likely to get them from your competitor. Don’t 
let him get the habit of buying these more-and-more-demanded products 


elsewhere. Stock up now— order these wizards from your jobber today. 


UNITED STATES PLYWOOD CORPORATION 
Dept. 293, 55 West 44th Street % New York 18, N. Y. 





















America's Largest Selling Wood Glue Tame that wild grain with A“Notural” for these modern “natural” finishes 


WELDWOOD FIRZITE’ | SATINLAC 





PLASTIC Over 40 million feet r The big modern trend 

RESIN of fir plywood are is for light natural 

» sold every week! SATINLAC wood finishes. When 

Here’s your market ‘ig " customers ask you what 

For making things for FIRZITE, be- + F to use, you'll make 

or fixing things, cause it’s a “MUST” "a friends by recommend- 

recommend Weld- when finishing fir ply- => 4 ing SATINLAC. It 

wood Glue — for all wood or any other brings out and pre- 

wood - to - wood soft woods. Used as serves the natural 

—— bonds. Makes joints an undercoat it “tames” unsightly wild grain and color-beauty of any plywood 

stronger than the wood itself. Mixes grain on stain jobs... virtually prevents or solid wood. Satinlac avoids that 

easily with water. Stain-free, rot- grain raise or checking on paint jobs “built-up” look; yet will not turn yel- 

proof, highly water-resistant! A fast . .. readies the surface satin-smooth low or darken with age. “Water- 

selling item to hobbyists, home for stain, paint or enamel. (For blond, white”; easy to brush or spray; dries 

owners, contractors, carpenters! In pickled or tinted effects, for that ready for next coat in 3 or 4 hours. 
self-selling display cartons! 10c, 15c, “woodsy” look, recommend White 


35c, 55c, 95c and larger sizes. Firzite on either soft or hard woods.) In pints, quarts, gallons. 










































*Trade Mark 


*In response to our stepped-up ad 
campaign in Saturday Evening Post, 
Better Homes & Gardens, American 
Home, Living for Young Homemakers, 
Popular Science and over 20 others. 
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ALL WOOD BORING TOOLS 
INCLUDING: 
a. Snell-Clark Expansive Bits, 
boring range from 1/9” up to 3” 
b. Snell-Simplex Expansive Bits, 
boring range from 1/2” up to 3” 
. Solid Center Auger Bits 
. Ship Auger Car Bits 
. Ship Augers—with Screw 
. Ship Augers—no Screw 
. Screw Driver Bits 
. Countersink Bits 
Also Ring Augers with and 
without screws 


SNELL 
Manufacturing Co. 


WORCESTER, MASSACHUSETTS 
a eae | To 


zat gen pny 


90 


Famous Snell wood bor- 
ing bits, manufactured to 
rigid Snell standards of 
craftsmanship, hold their 
keen edge and time-f€sted 
cutting ability. Satisfy every 
customer with these high 
quality, Better Boring Bits 
unconditionally guaran- 
teed just as they have been 
the entire 159 years of 
Snell’s history. 
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No. 744—!/4" chain 
No. 745—3" chain 
No. 746—!/2" chain 


MOLINE 


HEAVY-DUTY 


LOAD BINDERS 


| These heavy duty load binders satisfy men who know and use 


them. Moline Binders have strength to stand the strain, positive 
locking, and ease of operation. Every 
part of a Moline Binder is matched in 
ruggedness for greatest durability. High 
strength malleable iron handle, strap and 
clevis. Drop forged extra heavy steel 
hooks. Swivels cast as integral part of 
clevis and strap for safety. Bright enamel 
finish. Write for Bulletin 349—contains de- 
tails and specifications on all Moline 
Load Binders. 


DISTRIBUTED BY EVERY WHERE 


JOBBERS 








WOODRUFF KEYS 
* MACHINE KEYS 
*MACHINE RACK 
* TAPER PINS 
*COTTER PINS 
*SPECIAL PARTS 

and other Stanho products 


Bulk or Packaged 


WRITE for CATALOG 
and PRICES 


ORSE NAIL CORP 


NEW BRIGHTON, PA 
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WLCOR LOC 


—easy assembly | 
Maitive, full-leng 
\niform Blue finis 
and accessories, 


n, positive 


WLCOR LOCKJOINT STOVEPIPE 


~tasy assembly by hand —no tools required. 
Yoitive, full-length lock. High lustre Milcor 
thiform Blue finish. Complete line of elbows 
and accessories, 


A 


‘ 
4 


aa 


MILCOR AIRTITE HEATERS 


— attractively designed with corrugated 
sides for extra radiation and double- 
seamed for durable construction. Pipe col- 
lar holds pipe firmly and securely. Models 
available with feed door on top or in front, 
Both equipped with cold handle. 
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what your customers say when you offer 


MI 


LockJoint Stovepipe 
and 
Airtite Heaters 


These products work together to build your sales 
as the heating season approaches, 

They have what it takes — attractive design and 
quality construction — features that have strong 
consumer appeal, And their price is appealing, too! 

That’s why this combination clicks with your 
customers . . . why it’s a volume-building combina- 


tion in hardware stores throughout the country. 


Get set for the heating season, Place your order 


now to insure delivery in time to meet the demand, 


*Reg. U. S. Pat. Off. 


<INLAND>STEEL PRODUCTS COMPANY 


4063 WEST 


Formerly Milcor Steel Company 


BURNHAM STREET ° MILWAUKEE 1, WISCONSIN 
24, MD. — 5300 Pulaski Highway © BUFFALO 11, N. Y. — 64 Rapin St. © CHICAGO 9, ILL. — 4301 S. Western Ave. Blvd. @ CINCINNATI 25, OHIO — 3240 Spring Grove Ave 


CLEVELAND 14, OHIO — 1541 E. 38th St. © DETROIT 2, MICH. — 690 Amsterdam Ave. ® KANSAS CITY 8, MO. — S. W. Boulevard and Stote Line 
LOS ANGELES 58, CALIF. — 4807 E. 49th St. © NEW YORK 22, N. Y. — 230 Park Ave. @ ST. LOUIS 10, MO. — 4215 Clayton Ave. 
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Kwikset locks are 
precision manufactured, 
beautifully finished, 


fo (1-3 fe pel -to Ma CoM (oti 6 


kwikset sales and service company 
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Pace Higher Housewares Volume 


Sales Building Ideas 


—S 


Texas dealer remodels and gives half of the new 
display space to housewares which fast develops 


into No. I promotional line. Here’s how he does it 


Teee 


i i ae 
buaaaad 


Mrs. R. G. Law, who manages housewares, has a gracious way that customers appreciate. 
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After nearly 45 years of con- 
tinuous operation the management 
of the Timberlake Hardware Co., 
Texarkana; Texas, believed that 
they had used up just about all of 
their ideas for further growth of 
the business. 

Then J. A. Timberlake, son of 
W. C. Timberlake, founder, decided 
to put into operation his conviction 
that housewares, given proper dis- 
play and promotion, would give the 
store a healthy upswing in volume. 

After remodeling the hardware 
store and giving one-half of the 
display space to housewares, the 
line has been promoted to the point 
that it is the No. 1 promoticnal 
line. 

While Mr. Timberlake does not 
reveal his yearly volume in house- 
wares, it is easy for anyone to 
check the stream of customers in 
the housewares department and 
recognize the important part that 
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Lamps are a fast moving line and are spotted at 
the front and rear of the housewares department. 


the line plays in the store’s pros- 
perity. 

Demonstrations are considered 
important in the merchandising of 
housewares. 

“Women like demonstrations,” 
says Mrs. R. G. Law, who super- 
vises housewares. “We try to have 
several of them each year.” 

This store watches for new 
housewares items as soon as they 
reach the retail market and Mr. 


Timberlake strives to be the first 
merchant in the region to show 
new merchandise. 

New articles are demonstrated 
by Mrs. Law, or her assistant, Mrs. 
J. M. Simpson, and if possible, the 
store tries to arrange to have fac- 
tory representatives come there to 
put on the demonstrations. Mrs. 
Law, who assists with the buying, 
attends housewares and gift shows 
to see new merchandise. 








This table display of related kitchen aids facilitates shopping. 





China, one of the most profitable 
lines, is shown in 28 different pat- 
terns, most of them in open stock. 
Careful stock records are kept, go 
that there is a complete selection 
on hand at all times. 

The lay-away plan is promoted in 
the housewares department, and is 
popular with most customers. A 
one-third down payment holds the 
article in lay-away, and the balance 
is paid as the customer prefers. 
The substantial down payment en- 
courages the customer to pay as 
fast as possible. 

Purchases for gifts, often bought 
well in advance of need, are fre- 
quently paid out in small weekly 
instalments. 

One-half of the advertising bud- 
get is devoted to housewares, in 
separate display space. Each week 
specific items are selected for pro- 
motion. The housewares window 
supports the weekly advertising, 
showing the items that are in the 
advertising spotlight. 

Because Texarkana draws busi- 
ness from four states that angle 
together near the city of 45.000, 
Mr. Timberlake uses some of his 
housewares promotions to attract 
the big rural trade of this region. 

Along with china and glassware 
that women want for themselves, 
or to give as wedding gifts, such 
homely housewares as zinc bath- 
tubs for the rural home without 
plumbing are also promoted, usu- 
ally at the front entrance. 

Hard surface rugs are also dis- 
played at the front of the store 
for the same reason, as Mr. Tim- 
berlake regards them as good traf- 
fic builders. 

Mr. Timberlake expresses doubt 
that a highly successful housewares 
department can be operated with- 
out an efficient woman in charge. 
He thinks, too, that she should be 
a married woman who has had 
plenty of experience as a house- 
wife. He points out that a woman 
is likely to be more thoughtful of a 
woman customer’s needs, and is 
more apt to have the patience to 
shop along with a customer to help 
her make up her mind about a pur- 
chase. 

While the store has no special 
gift department, the entire section 
is designed to attract gift buyers. 
For their convenience a_ well- 
equipped gift-wrapping table has 
been arranged, where the customer 
can watch while the saleswoman 
deftly wraps and ties her purchase 
with ribbon. 

When a new saleswoman is em- 
ployed, one of the first new tasks 
(Continued on page 114) 
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Well arranged, neat and 
compact department pays off 
for Danforth’s in 

Maine. After-hours 

lighting of store 

and windows tells 

a continuing story 

on paint 


The neat, well painted and well 
lighted paint and related line dis- 
plays at Danforth Hardware in 
Brewer, Me., a town of less than 
7,000 population, help that store to 
do 15 pct of its annual volume in 
that department. Despite its com- 
pact size—12 ft. square—the de- 
partment is located near the door so 
that all entering or leaving the 
store see well laden shelves in 
which are featured the two lines 
of paint offered by Danforth’s. 

Hazen W. Danforth, owner of 
the store, and a hardware dealer 
for 29 of the past 42 years of his 
retailing activity, says, “Inside 
displays must be built and main- 
tained in clean surroundings. Paint 
and cleanliness go together as do 
screws and a screwdriver. Women 
are especially critical of dust and 
dirt; some of them won’t buy dusty 
cans of paint. We sell a great deal 
of paint and painters’ supplies to 
women because we _ consistently 
help them select products which 
will prove most eye-appealing in 
their homes. We frequently are 
asked to call at the home of a cus- 
tomer to help plan the color scheme 
for a room, or for an entire home.” 

A large sign painted on glass 
shows a container of paint of one 
of the lines offered. Painted by 
Donald W. Danforth, a son of the 
proprietor, it is a prominent por- 
tion of the department’s display ef- 
forts. 

Since good lighting is also a fac- 
tor in paint merchandising, the 
firm keep the store well illuminated 
until 10 p.m. or four hours after 
its business day closing. Spotlights 

(Continued on page 120) 
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Paint Brings 15% of Volume 





Above—Hazen W. Danforth in his compact but successful paint department, 


Below—lIlluminated by lights behind the sign, this display piece 
is a constant reminder of the line to all visiting the store. 
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Black Friday it is called by the 
people of the fertile Kansas River 
valley ...the day the dirty brown, 
wreckage strewn flood waters of 
the Kansas River rolled over its 
banks and with sledge-hammer 
force destroyed millions of dol- 
lars worth of property and mer- 
chandise. 

The newspapers and radios of 
the nation reported the flood in 
impersonal detail. But daily re- 
ports of war casualties and de- 
struction seemingly hardened the 
rest of the nation against a full 
realization of the thousands of 
individual catastrophies, and per- 
sonal tragedies that came out of 
this greatest flood in history. 

The files of HARDWARE AGE list 
many long time friends in the 
flood area. We felt that the rest 
of the hardware trade would want 
to know just what had happened 
to those dealers and wholesalers 
in the flood district and that 
perhaps such a first hand inves- 
tigation would suggest ways for 
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aiding the flood stricken hard- 
ware men to get back on their 
feet. 

To get this information, we went 
to the flood area of the Kansas 
River and talked to many dealers 
and wholesalers. We very quickly 
discovered that the destruction 
and personal tragedies caused by 
the raging river far exceeded any- 
thing imagined from newspaper 
reports. 

You can not have a full under- 
standing of the havoc created by 
that flood of July 12-13 by simply 
reading about it, or by looking at 
pictures. You must see it; you 
must talk to people who yesterday 
were successful hardware dealers 
but who today have nothing but 
the clothes on their backs. 

No one can fully appraise the 
extent of the damage, nor the 
number of hardware stores af- 
fected. Most dealers are still too 
numbed by the experience to make 
accurate appraisals. Wholesalers’ 
salesmen tell you that dealers are 










What Happened to the Hardware Trade in the 


lacey 


By W. A. PHAIR 
Editor 
HarpwarE ACE 


so busy trying to clean up that 
they’re not interested yet in dis- 
cussing new orders. Many do not 
yet know whether their buildings 
are sound enough to be used again 
as hardware stores. 

But the damage to property and 
stock will run into millions, and 
from 100 to 200 hardware stores 
were affected in some degree by 
the flood. 

Individual damage ranged from 
a few inches in the basement to 
complete loss of stock, fixtures, 
store and, in several cases, homes. 
There is no pattern to the destruc- 
tion. Each store is an individual 
case, different from every other 
store. 

But the hardware people of 
Kansas are sturdy men, men who 
have lost none of self-reliance and 
pioneering spirit of their fathers. 
Throughout the area you could 
see dealers busy cleaning up, mak- 
ing-plans to repair or to build 
temporary fixtures. This cleaning 
up is a back breaking task of mov- 
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A Hard hit North Kansas Avenue, Topeka, 
Kan., is shown in the foreground. Dozens 
of retail stores lined this flooded street. 


ing literally tons of heavy, smelly 
mud, of attempting to clean off 
the oily scars of the flood waters, 
of rounding up tangles of mer- 
chandise scattered all about the 
store. In some cases it includes 
removing dead animals trapped by 
the waters in the store. In one in- 
stance it meant removing a full 
length telephone pole which the 
flood had deposited inside a store. 

Ed Marling, Inc., has two stores 
in Topeka, one located in North 
Topeka where the flood hit with 
particular savagery. On the hot 
afternoon that I picked my way 
over the mud heaps lining the 
half-deserted North Kansas Ave- 
nue (the flooded street in the 
photo on these pages) to visit the 
store, I found Charlie Marling 
still busy supervising the clean- 
ing up operation. 

Gasoline powered pumps were 
noisily drawing up the mud and 
water mixture from the basement. 
Men with shovels and brooms 
were removing the last clinging 
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lumps of mud and debris from 
the floor of the street level. Other 
men were attempting to segregate, 
in some order, the damaged mer- 
chandise that had been strewn 
about the store. Piled neatly in 
the center of the store was the 
paint stock, the cans covered with 
a dark, oily layer of hard mud. 
Many of the labels had washed 
off; few were legible. 


Water Was 10 ft. High 


The water rose about 10 ft. in 
the store; just enough to cover 
the top shelf of the wall fixtures. 
It had been possible to remove 
some of the high-value merchan- 
dise to safe quarters, but there 
was still considerable stock lost 
... cartons disintegrated .. . wood 
swelling and splitting . . . metal 
parts beginning to rust... bright 
plasticware all covered with the 
same dull, mud-colored coating. 

But the Pittsburgh glass people 
had been there already and had 
installed new plate glass fronts 
and Charlie Marling was estimat- 
ing that in 30 days he should be 
selling merchandise. 

From what? we asked him. 


From the cases the merchandise 
comes in, he replied; or from tem- 
porary, homemade tables, or per- 
haps from some of the extra tables 
that were usually used at Christ- 
mas time and had been stored 
away from the flood. 

But he would be doing business 
in 30 days he thought, although it 
would be at least 90 days before 
he would have what he could call 
a “store.” Looking at the store 
then, it was hard to believe that 
this could be accomplished, but 
after visualizing what had already 
been accomplished, -we feel that he 
will meet these schedules. 

Marling’s store was not the 
worst, nor the least hit. There 
were many other dealers like him, 
working and planning on ways to 
open up for business as soon as 
possible. For example, Waters 
Hardware in Manhattan, which is 
already making formal plans for 
remodeling. Waters Hardware is 
one of the stores in the flooded 
street shown in the Manhattan, 
Kansas, photo with this article. 

There are other sides of the pic- 
ture, such as the dealer whose ex- 
perience is cited in the letter on 
the first page of this article. And 
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in between are the cases where 
damage was relatively light, and 
where a large part of the mer- 
chandise was removed to safe 
ground before the flood hit. 

And there is the dealer who 
removed most of his stock to a 
friend’s home located on high 
ground and set up business on 
the lawn in front of the house 
and did an active business in 
emergency supplies. 

There are occasional reports of 
dealers who were hit so badly 
that they do not see how they can 
possibly ever open up again. But 
it is the general belief that such 
cases will, in the final analysis, 
be counted on the fingers of one 
hand. 


Most Wholesalers Escaped 


Most wholesalers escaped dam- 
age, but Stowe Hardware, located 
in the inundated Central Indus- 
trial District, had water up to 
within a few inches of the first 
floor ceiling. However, energetic 
action by the staff in moving mer- 
chandise to the upper floors kept 
stock loss relatively low. 


Stowe president Perry Faeth 
says, simply, we are making prog- 
ress and will be resuming ship- 
ments sooner than I had expected. 
He brushes aside efforts to obtain 
details on how he was the last 
man out of the building after do- 
ing everything possible to mini- 
mize damage, and was forced to 
wade through swirling, debris- 
laden waist high flood waters to 
safe ground. 

United Hardware also suffered 
damage to its first floor and base- 
ment, but succeeded in moving the 
bulk of the threatened merchan- 
dise to upper floors. 

Several other wholesalers were 
indirectly hit in that they had 
merchandise stored in _ public 
warehouses in the flooded indus- 
trial area, or in freight cars that 
were under water. 

The problem of how to aid 
stricken stores is a problem that 
has no easy, pat answer. Each 
case presents its own particular 
problems and circumstances. 

It is apparent, though, that 
wholesalers who serve the flood 
area will probably carry the larg- 
est share of the rehabilitation 
task. The job of setting these 
dealers on their feet again would 
be a thousand times more difficult 
if it were not for the presence in 
the flood area of a number of 
large, well-established jobbers. 
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Wholesalers are giving a great 
deal of study to how they can best 
help flooded dealers. Probably the 
chief and quickest method will be 
through credit extension. And 
while they will do a large amount 
of this work, conditions existing 
at the time of the flood tend to 
limit the amount of such aid they 
can extend. 

In common with all merchants, 
wholesalers in the flood area have 
been carrying large inventories 
and have been forced to make 
rather substantial bank loans. 
They have also been taking in fall 
and Christmas goods in large vol- 
ume, and have also been attempt- 
ing to anticipate to a degree the 
possibility of shortages of farm 
steel goods next year. All this 
has tended to reduce their 
liquidity. 

Then, as an aftermath of the 
flood, past due accounts and re- 
ceivables can be expected to rise 
sharply. Many past due accounts 
will be long past due before a set- 
tlement can be attempted. 

One step already taken by some 
wholesalers is the replacement, 
without charge, of shipments lost 





to replace those lost in transit 
during the flood, and will prob- 
ably argue it out with the rail- 
roads later. 

When it comes to extending 
large credits to a dealer, there 
arises the very practical problem 
of which wholesalers should be 
interested in specific cases. The 
current practice of many dealers 
in spreading purchases over a 
half dozen suppliers tends to di- 
minish his importance to any one 
supplier. This particular problem, 
however, will be settled in a very 
practical fashion in that whole- 
salers are interested in protecting 
what they feel is a good account. 

But there could well be a 
moral for other dealers _a this ex- 
perience, still another reason why 
it is good practice to concentrate 
purchases with fewer sources and 


not scatter them among many 
sources. 
Some manufacturers have de- 


veloped plans for aiding flooded 
dealers, but many hardware peo- 
ple feel that manufacturers might 
well assume a larger share of the 
rehabilitation efforts. It is ac- 
knowledged that the problem of 





A A consumer picks up her flood damaged Nesco roaster after the company had 
picks up 


put it back into perfect working order without charge. 


Several other appliance 


makers have instituted similar programs. 


in the flood while in transit. Tech- 
nically, once the goods have left 
the warehouse, the wholesaler’s 
responsibility ceases. But floods 
excuse them from liability, the 
railroads say, thus, in effect, leav- 
ing the dealer holding the bag. 
To avoid this added burden on 
dealers, wholesalers in this region 
with whom we talked are already 
making shipments without charge 


damaged hardware merchandise 
is quite different from that of, for 
example, damaged food or drug 
products where there are larger 
margins, lower unit costs and 
faster turnovers. 

Apparently many hardware 
manufacturers are anxious to be 
of help and are sending men into 
the area to study the problem first 
hand. Some have already taken 
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A Flooded Poyntz street in Manhattan, 

Kansas, in the center of the Kansas flood 

area. Several hardware stores are on this 
street. 


action. One clock maker is offer- 
ing to replace damaged merchan- 
dise at 40 pct off dealers usual 
cost. 
makers are willing to clean and 
repackage damaged goods without 
charge, except for freight. 

Many appliance firms have al- 
ready sent in service crews and 
several have set up what are prac- 
tically assembly line repair and 
salvage depots. 

The problem of replacement in 
handling this damaged merchan- 
dise is complicated by the fact 
that many items which may ap- 
pear to the eye to be completely 
undamaged, must nevertheless be 
completely torn down and _in- 
spected for safety’s sake, as in the 
case of small appliances. The cost 
of this disassembly and _ replace- 
ment and reassembly in many 
cases would exceed the original 
cost of the product. 

It is a complex task, indeed, 
but one that must be tackled by 
manufacturers, as well as others, 
to aid the dealers get back on 
their feet. 


Bill Shaw, secretary-treasurer 
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Chain makers and fastener 


of the Western Retail Implement 
& Hardware Assn., reports that a 
number of flooded stores are al- 
ready making plans for remodel- 
ing and refixturing. The manufac- 
turer of the association fixtures 
has promised top priority for sup- 
plies for damaged stores and has 
offered to send in whatever addi- 
tional personnel may be needed to 
expedite the refixturing work. 

But all this takes money, very 
often much more money than is 
readily available to a dealer, es- 
pecially at this time when most 
of them were carrying heavy in- 
ventories and some had already 
begun to take in fall merchandise. 

The Federal Government has 
talked loudly about disaster loans, 
but has been very slow to get 
moving. RFC officials in Wash- 
ington say that the 14 emergency 
field offices they have set up can 
approve immediate credit up to 
$5,000. The three district offices 
can approve up to $50,000 without 
Washington approval. These loans 
are to be at 3 pct. 

They also insist that they are 
prepared to make loans, in some 
way or other, to those dealers 
who, due to the flood, lack the 
usual security. 

Most hardwaremen dislike the 
idea of using government funds 
to get going again, but for many 





who were especially hard hit, the 
$5,000 to $20,000, or perhaps more, 
needed to get back into operation, 
just isn’t available from other 
sources. 

This is especially true of cases 
where the building was owned by 
the dealer and was either dam- 
aged or destroyed by the flood. In 
such cases, the dealer has little 
but his own integrity, and per- 
haps the new fixtures or merchan- 
dise to offer as security. 

Some observers in the area be- 
lieve that the damage to property, 
to fixtures, store fronts, etc., may 
well exceed the value of merchan- 
dise damaged, since many store 


Note: See editorial on helping the 
flood victims on page 7 of this issue. 


owners were able to move large 
quantities of merchandise out of 
danger before the flood hit. 

As with all major disasters, 
there are reports of sporadic loot- 
ing, and of men who put in claims 
for merchandise as_ undelivered 
but which was actually delivered 
and moved to safe areas. But the 
amount of this is’ surprisingly 
small. 

The handling of the damaged 
goods is being tackled by a num- 
ber of salvage firms, and some 

(Continued on page 121) 
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Ad Cost of $612 


Clem Volpert, center, helps 

arrange stock in preparation 

for the opening of his new 
gift department. 


Left—Part of three 

offices which over- 

look the sales floor Pe 
can be seen in left costs w 
in this view of the of more 
front of the store. Result 


regular! 
pert’s of 
of an 
schedule 
These 
usually, 
and a 


Below—A view of the , 
rear half of the milking 
Indiana store which equipme 
now has 4800 sq #. 

The business was 

started just seven 

years ago in a 16 

by 20-ft room. 
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Brings Sales Volume of $11,580 


An advertising budget of 5 pct for a special 13-day promotion 
brings sales of $11,580 and 3200 customers to Volpert’s in 
Plymouth, Ind. Here’s a report of how they did it. 


Almost any dealer would will- 
ingly pay 5 pct in advertising 
costs which would produce sales 
of more than $11,000 in 13 days. 

Results like these are produced 
regularly twice a year, by Vol- 
pert’s of Plymouth Ind., by means 
of an intensive advertising 
schedule. 

These two special events are 
usually,a Spring Sale, in April, 
and a combination, Anniversary 
and Fall Festival, in October. 

In the short span of about 
seven years, Volpert’s has grown 
from a small space in a 16 by 20- 
ft. office, with money borrowed to 
finance the wholesale price of one 
milking machine and installation 
equipment, to a modern store with 


4800 sq. ft. of floor space. The 
store is fully equipped and deco- 
rated in the latest fashion of 
hardware merchandising. 

In this year’s Spring promotion, 
the Indiana store made a terrific 
impact on the readers of the 
Plymouth Pilot-News, with eight 
full page ads in one issue. 

The advertising cost for this 
event was $612. Total sales for 
the sale period of 13 days was 
$11,579.59. Disregarding all sub- 
sequent business produced by this 
promotion, the advertising cost 
amounted to slightly more than 
5 pet of sales. 

Some of the manufacturers of 
featured lines cooperated in the 
ads on a 50-50 basis. 


The store’s big promotion was 
in connection with Plymouth 
Days, a two-day sales event staged 
by the local Chamber of Com- 
merce. 

Clem Volpert, owner of the 
store, headed the Retail Commit- 
tee last year and was instrumental 
in establishing a series of six, 
city-wide retail promotions to 
bring more shoppers to his city. 
Last year he was also chairman 
of the committee in charge of 
community Christmas decorations. 

Despite spotty retail business 
during the first week-end of the 
Spring promotion, the sale started 
off with a bang for the hardware 
store. Average daily sales were 
nearly $1,000 and 3,200 customers 
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Reproductions of two of the eight full page ads which appeared in this year's spring promotion in the Plymouth Pilot-News. 
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Above—A wide selection of dinnerware and glassware attracts feminine trade. 


Below—A section of the kitchenware department. 





Gift department salespeople refer customers to 
the tool department when they're seeking gifts. 
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visited the store during the two- 
week period, an average of about 
250 customers per day. 

The store is relieved of the re- 
sponsibility for the preparation 
of copy for the newspaper ads, 
as this is handled by the local 
paper. An attempt is made to 
departmentalize the items, put- 
ting related merchandise together 
on separate pages. For variety, 
specials are scattered throughout 
the pages rather than all on the 
opening page. 

The latest addition to the ex- 
panding Volpert store is a new 
gift department, which was 
opened in conjunction with the 
Plymouth Days promotion. 

This new department has cre- 
ated considerable store traffic. It 
provides a wide selection of gifts, 
favors and prizes for card clubs, 
showers, weddings, etc. 

Sales in power tools and hand 
tools have increased, with those 
items being featured as gifts, 
especially during the Christmas 
selling season and prior to 
Father’s Day. 

Clem Volpert believes firmly in 
newspaper advertising, especially 
in ads of an institutional nature. 
He never misses an opportunity 
to welcome a new business into 
his neighborhood, or to run an 
ad congratulating a business on 
an anniversary. 

Although the building housing 
the Volpert store is located a 
block off the main street, it draws 
heavy traffic as it also houses a 
Kroger super-market that grosses 
nearly a million dollars a year. 
The building also contains several 
offices dealing with a rural trade, 
and a new telephone building is 
across the street. The seven busi- 
nesses in the Volpert building 
grossed four and one-half million 
last year. 

The hardware store now has 
one of the largest stocks of appli- 
ances, electrical supplies, hard- 
ware, barn equipment, paints and 
gifts to be found in its section of 
Indiana. 

The store is brightly lighted by 
over 70 4-tube fixtures. Three 
overhead offices have clear view 
of the whole sales floor. The store 
is equipped with an inter-commu- 
nications system to reach anyone 
in any part of the store, to econo- 
mize on steps. 

In the rear, only visible through 
French doors, is a large repair 
service space, store room and 
loading dock. 
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NEW FRONT 


Attracts More Trade 





Completion of visual front in Mohr-Jones’ 75th year 


increased traffic and trade. 


Temporary relocation 


of several departments led to new ideas for display 
arrangment and resulted in better sales 


To attract greater traffic and 
build a bigger trade, Mohr-Jones 
Hardware Co., Racine, Wis., com- 
pleted modernization of its store 
front in 1950. The new front did 
just what the firm hoped and also 
led to some changes in the store’s 
interior displays. These changes 
have been a source of better traffic 
and more volume, particularly in 


Right—This is the store in 1946 

before the corner showroom was 

taken over for a year ‘round toy 
section, 


Below—Green marble, cypress 
paneling and green asbestos 
sheeting were combined to create 
this 83-ft., visual front store. 


in 
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its power tool section. Another re- 
sult of the improved front has been 
more comfortable shopping and 
working conditions in the entire 
store. 

George Hemmingsen, assistant to 
Griffith Jones, president, explains 
that during the remodeling, power 
tools were placed in a front window 
in the previously remodeled toy de- 


partment. This temporary location 
for the tools stepped up tool traffic 
and power tool sales so much that 
it was decided to give them a simi- 
lar location in the hardware depart- 
ment when that section was com- 
pleted. 

There, too, the power tools con- 
tinued to secure a high turnover 
rate, due to increased traffic and 
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Sidewalk view of 
hardware depart- 
ment of the store. 


attention. Accessories displayed on 
a narrow window ledge and panels 
farther back also moved briskly. 
The store staff is constantly busy in 
that department showing and ex- 
plaining power teols and their uses. 

Front area store lights are kept 
on until 11 p.m. every night which 
increases night window shopping 
and promotes daytime sales. 

One large window section con- 
tains a showing of appliances. One 
day a man walked into the store 
and suggested that one refrigerator 
door be left open and one closed. 
He said that he often came down- 
town at night with his wife and 
they liked to see how a refrigerator 


looked inside, and how it looked 
with the door closed. This is an 
example of how closely people of 
Racine follow the display policies 
of this hardware store which was 
founded in 1876 by Jacob Mohr. 

The new face greatly improved 
the appearance of the store, with 
its 83-ft front and 80-ft depth. The 
building front is of green Virginia 
marble, topped by cypress paneling 
and asbestos sheeting painted an 
attractive pastel green. 

The new full length windows and 
a wide entrance, plus new fluores- 
cent lighting in several of the six 
departments bring a steady traffic 
into the store. 





Power tools get up front attention, just inside visual front 
window, where they are plainly visible from the street. 
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Part of the building was modern- 
ized in 1946 when a new toy de- 
partment was created on a year 
’round basis. This new section 
drew so much traffic that the man- 
agement was encouraged to take 
the second step, namely, a new 
front and a remodeled paint sec- 
tion. Store officials report that 
more remodeling is scheduled for 
the future, including additional 
fixtures in several departments. 
Photos and a description of the 
operations of the toy department 
appeared in the March 25, 1948, 
issue of HARDWARE AGE. 

“Merchandise is selling so well 
up near the window fronts that we 
are planning to have special wall 
cases made which will have curved 
shelves facing the windows,” re- 
ports Mr. Hemmingsen. “We have 
experimented with some slow mov- 
ing items from other sections of 
the store, placing them up front 
and have been surprised how fast 
they sold. The value of a new front 
with more merchandise placed close 
to sidewalk and store traffic was 
thus proven to us.” 

A new sidewalk in front of the 
store has imbedded electrical wires 
for melting ice and snow, thus af- 
fording the traffic stream consider- 
able protection in bad weather. 
This also lessened the cost of clear- 
ing the sidewalk in winter months. 

One problem encountered with 
the installation of the two-door 
entrance was the admittance of 4 
lot of cold air at one time when cus- 
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tomers came in. Quite a number of 
employees got colds frequently 
from the varying temperatures. 
The problem was solved, however, 
by the installation of a heater on 
both sides of the passageway. This 
part of the store area now has a 
more constant temperature in cold 
weather. The incidence of employee 
colds has also been cut consider- 
ably. ; 
In constructing the new store 
front, officials purposely included 
only one main entrance instead of 
two for such a wide area. This mea- 
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sure has brought a greater traffic 
flow into various departments, cut 
down the pilferage and also affords 
larger space for effective window 
displays. 

When the present phase of the 
remodeling was completed, Mohr- 
Jones staged a grand opening on 
July 14, 1950, which thousands of 
people attended. 

Jacob Mohr was president of the 
firm from 1877 to 1909. W. T. 
Griffith was a partner for 10 years, 
and the firm known as Griffith & 
Mohr. J. W. Jones became a part- 


Major appliances 
are shown just in- 
side visual front 
window. Ledge is 
utilized for showing 
small household 
items. 


ner after the retirement of Mr. 
Griffith and the firm name became 
Mohr-Jones Hardware Co. 

When Mr. Mohr died in 1909 
and J. W. and Griffith G. Jones 
purchased the Mohr interest, J. W. 
became president and Griffith vice 
president. The latter became pres- 
ident when J. W. Jones died in 
1929. The company now has about 
75 employees. It also operates a 
large sheet metal shop where sheet 
metal, furnace, air conditioning, 
roofing and insulation work is done. 
by a capable staff. 


Customers Respond to Color 


When Black & Co., Rockford, IIl., 
redecorated its sports section in 
dark blue and cream trim, the re- 
sult was a sports section which 
drew increased patronage, reports 
Bernard Whitacre, manager. The 
dark blue tones were applied to the 
walls and dividers and the cream 
trim to stock drawers and the 
canopy. 

A display island, used largely for 
fishing tackle, has a bar at each 
side to which reels are securely 
fastened. Customers can inspect 
the reels, spin them, but they can’t 
be removed. This method of dis- 
Playing reels also leaves open to 
view the gear in bins on the table. 


A blue and cream background makes 
these sporting goods stand out. 
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How one store overcame a 
problem of outside steps 











"The old order changeth (right) yielding 
place to the new’ Nicholas Hardware 








A New Store—An Old Building 


Six months rebuilding program changes 1880 
general store into a modern front hardware 
store without losing a single business day. 


Few customers like to climb 
stairs. Some just won’t. When 
Nicholas Hardware in Quaker- 
town, Pa., remodeled its old build- 
ing at E. Broad St. and Hellertown 
Ave., the all too apparent outside 
steps to the first selling floor were 
installed inside a false street level 
front. This change was a traffic 
puller of itself. 

Of the staircase problem Ralph 
Nicholas says, “We show displays 
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of timely merchandise at the foot 
of the steps. Customers now walk 
into what appears to be a street 
level floor, without hesitation, and 
then are attracted by open dis- 
plays so that they walk up the 
steps and into the store without 
realizing it.” 

The changeover from the old 
towered two-and-one-half story 
structure with its shed like can- 
opy over the sidewalk to the func- 


tional front store now operated 
was carried on without closing 
for a single business day. The 
resultant changes gave the con- 
cern two banks of visual front 
windows in place of windows on 
three different levels. 

Nicholas Hardware’s store is in 
a building 75 ft. square and util- 
izes an additional warehouse and 
store building 76 by 20 ft. next 
door to the main building. The 
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Giftwares, including electric housewares, get major attention in this section. A 


auxiliary building 18 used to store WY Seed and garden section and adjoining tool department. 
and display appliances which 
have been accepted as trade-ins. 
A major section of the store is 
its appliance department with 
units such as refrigerators and 
washers lined up in rows to make 
an aisle effect. The end of the 
aisle has a complete operating 
kitchen visible to all people en- 
tering the display room. The 
kitchen measures 14 by 18 ft. and 
has a linoleum floor, colored tile 
wall and a mural in the center 
showing a garden setup. Operat- 
ing equipment in the model kitch- 
en includes refrigerator, range, 
sink, dishwasher, toaster, electric 
clock and home freezer. Both 
freezer and refrigerator always 
contain fo@gls for use in demon- 


operated strating the use of the ranges. 
closing Electric housewares are shown 
ay. The on glass wall shelves and open 
the con- aisle tables. 

al front The housewares department is 


walled in on three sides. Another 
display area has been devoted to 
giftwares. Like the housewares 
section, this department has wall 
displays which utilize glass shelv- 
ing. Colored backgrounds are 
used for wall shelving for each 


dows on 
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Appliance aisle leading to working demonstration kit:hen, including food in refrigerator and the freezer. 


department the colors being peach, 
rose, yellow and green. 

A complete remodeling of the 
second floor provides three dis- 
play rooms, an office and reserve 
storage area. Display rooms are 





devoted to showings of hampers, 
ironing boards, wash lines and 
other laundering necessities. An- 
other room is devoted to displays 
of galvanized ware. The third 
room is given over to housewares 





The staff and some visitors during the opening celebration. 


such as heat resistant glass oven- 
ware, enamelware and aluminum. 

A driveway separates the main 
store from the auxiliary unit on 
Hellertown Ave. The front por- 
tion of the smaller store is given 
over to a full display of used 
ranges, refrigerators, washers 
and other appliances accepted on 
a trade-in basis. 

Some trade-in units are resold 
on an as-is basis. Others are torn 
down, painted and completely re- 
conditioned for resale. Trade-ins 
are most active in the summer 
months as many people want used 
equipment for camps and summer 
cottages. The rear portion of the 
auxiliary building is used for 
storage of parts, stog@groom pur- 
poses and repair services. 

Nicholas Hardware has long 
offered to repair any equipment 
it sells and employs a full time 
appliance repairman and TV ex- 
pert. The firm services TV on 4 
labor and parts basis rather than 
on a yearly guarantee plan, find- 
ing that its customers prefer this 
plan. Two neat trucks are used 
for service work. 

(Continued on page 117) 
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Displays like this 
help Olive Hard- 
ware turn a $4,000 
power tool inven- 
tory four times a 
year. 



































Ss 


Builds Related Sales 
In Power Tools 





Here is an outline of how Olive Hardware adds more profit in 
its power tool department by making sales of related lines 
and accessories. File card index keeps tabs on customer needs. 


“When the home workshop fans 
visit our store for smaller demand 
items such as bits, bolts, glue, 
sandpaper, belts and finishing ma- 
terials they are shown equipment 
which would make worthwhile ad- 
ditions to the gear they have al- 
ready purchased at this store.” In 
making this comment John T. Olive, 
Sr., president, Olive Hardware Co., 
Leavenworth, Kan., outlined the 
sales philosophy which helps make 
that store’s power tool department 
a success. 

The firm maintains a list of 
equipment owned by 25 of its power 
tool fan customers. This saves the 
customer’s time and that of the 
sales staff, since these men are thus 
not shown things they already have. 
With this list the sales staff is also 





The fine points of a power drill are discussed with a pros- 
pect. Note the lineup of V-belts above the display table. 
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in position to offer such visitors 
circular matter and their own com- 
ments on additional equipment 
which would fit into their private 
shops. A like policy is followed in 
the sale of dinnerware and fishing 
tackle. 

Members of Olive’s 25 Club, who 
are regular customers of the wood- 
working shop, have an average of 
$300 invested in their well-equipped 
home shops and continue to add 
new items that arrive in this de- 
partment. Sales personnel are care- 
ful to let these hobbyists know, by 
mail or phone, when anything new 
comes in. Close checks on the stock 
of smaller items are made at reg- 
ular intervals so the store doesn’t 
run out of these essentials. Inven- 
tory in this department seldom 
dips below $4,000. 


Most of the 25 hobbyists started 
with only basic woodworking tools, 
but by constant encouragement, 
and exposure to additional equip- 
ment, the store has helped them 
establish fairly complete home 
workshops. 


“One of the best things about 
featuring woodworking equip- 
ment,” Mr. Olive says, “is that it 
is no longer a seasonal hobby as 
the died-in-wool woodworker plies 
the craft the year-around. We 
usually start them off with a table 
saw, then a jointer. Later on we 
suggest that they add a bank saw, 
lathe, turning chisels, and drill 
press. Whenever we ring up a sale 
of a major unit such as these it 
represents a nice addition to the 
day’s business. 

“More and more local men are 
turning to this hobby for relaxa- 


110 


tion. They turn out home cabinets, 
furniture and toys. Many men 
building new homes find out that 
if they build the cabinets them- 
selves they will save a little money.” 





Power and hand tools as well as power 
mowers get this extra attention in the 
firm's exhibit at the local annual Home 
and Farm Improvement Show. 


An extensive library of paper 
and cloth-bound books on wood- 
working is an effective tie-in with 
this department. Containing tips 
and counsel for amateur wood- 
workers, the books help the begin- 
ners get off on the right foot and 
serve as references should they en- 
counter difficulties. 

Olive Hardware, a 24-year-old 
business, has a total inventory of 
$50,000. The firm serves a trade 
territory that extends 50 miles in 
each direction from Leavenworth, 
which is dotted with prosperous 
farms, and includes a_ federal 
prison, government hospital, and 
Fort Leavenworth, large and ex- 
tremely active army training 
center. 

















A display space problem at Billman's, Minneapolis, Minn., was solved by creation of this 

3-ft.-high octagonal golf club display on casters. Holding about 35 clubs between its pegs 

and low platform railing the unit is moved to different spots in the store and upon occasion 

is used just inside a visual front area. Use of this display prop saves time in that rearrange- 
ment of stock is no problem. 
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In Sporting Goods 


When a banker takes control of 
a business one of his first actions 
is to consider paring expenses. 
Herman A. Dobbs, a banker for a 
quarter of a century, took a differ- 
ent track when he purchased the 
long established Ector Hardware 
Co., 208 N. Grant St., Odessa, Tex., 
in an oil center in the western part 
of the state. 

Hardwareman Dobbs bought the 
Ector store early last year and soon 
after began to greatly increase the 
store’s inventory. Overall volume 
is 50 pet higher as a result and 
sporting goods increased sixfold. 
“Major factor in the increase of 
our sporting goods volume,” says 
Mr. Dobbs, “is that we increased 
our inventory five or six times. Our 


Herman A. Dobbs, 
center, owner, flank- 
ed by two members 
of his staff, Robert 
M. Aubrey, left, and 
John E. Mosley, in 
their sporting goods 
department. 
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Texas store shows 50 pct increase in over-all 
volume when a banker becomes a hardware 
dealer. Sporting goods developed into second 
largest department, with a sixfold increase 


current sporting goods inventory 
is about $15,000 to $20,000 and 
we’re getting three turns a year. 
This increased inventory does more 
than give us bigger volume in 
sporting goods. It also acts as a 
good feeder for our general hard- 
ware business.” 

A larger stock is but one reason 
for higher sporting goods sales. 
Another reason is better product 
knowledge acquired by Mr. Dobbs 
and his staff from contact with 
distributors’ salesmen. 

“When a hardware or sporting 
goods salesman calls on us,” Mr. 
Dobbs said, “we make a point to 
get the latest tips on use and ad- 
vantages of his merchandise. We 
pass useful information onto the 


customers, the ultimate users of 
the merchandise.” 

Mr. Dobbs gives sporting goods 
adequate display space. The de- 
partment starts near one of the two 
entrances to the well-stocked store. 
Thirty feet of wall and table space 
are devoted to sporting goods and 
the department is featured in one 
of the store’s four windows. 

The store also stocks a good as- 
sortment of merchandise. Here are 
some examples: 

Customers can pick a fly or cast- 
ing rod from a selection of some 
three to four dozen that are on dis- 
play. They can pick a tackle box 


from 12 varieties and sizes. 
“We show customers 325 plugs 
(Continued on page 120) 
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| Object |—Better Merchandising 


How a remodeled store building can cut selling costs 
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Farm trade accounts for three-quarters of the store's volume hence these displays of pick- 
up items. At the rear of the store is a repair shop for heavy farm equipment and appliances. 
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Time spent in planning a mod- 
ernization project that would im- 
prive selling space and on-the- 
spot stocking resulted in savings 
of thousands of dollars for the 
Ellingson Hardware & Implement 
Co., Cambridge, Minn. 

How E. Vernon Ellingson, store 
owner and a former engineer, 
achieved his purpose was to re- 
model and enlarge an old brick 
building. 

A fire wall was built on both 
sides of the old store, but so con- 
structed on the one side, next to 
an empty lot, to provide extra 
warehouse space for some of the 
store’s merchandise departments. 
At the street end of this section, 
a large glass brick window pro- 
vides light for this storage room. 
This enables reserve stocks of 
fast-moving merchandise to be 
stored close to where it is sold. 

A large 56-ft section was also 
added to the rear of the building, 
providing total store space of ap- 
proximately 50 ft wide by 120 ft 
long. 

The store front was modernized 
by cutting down the high, old 
fashioned front to achieve a mod- 
ern, low, all visual appearance to 
match the interior with its spar- 
kling new fixtures. 

A new heating unit was _ in- 
stalled using a low pressure steam 





boiler which heats not only the 
main store area but also the large 
appliance and farm machinery re- 
pair section which is housed at 
the rear, in the new addition to 
the store. 


Color Aids Sales 


Color has also been used, along 
with the new display fixtures, to 
achieve an attractive and pleasing 
place in which to shop. The floor 
is covered with a brown, flecked 
asphalt tile. A deep tone of green 
is used on the exposed wall areas 
above the wall fixtures, them- 
selves finished in various colors. 
The rear wall is yellow. Lighting 
comes from ceiling fluorescents 
and from indirect fluorescents 
placed under the canopies of the 
side wall fixtures. 

Operating with five well-trained 
employees, Mr. Ellingson has all 
the ingredients that make for ob- 
taining maximum sales volume 
out of his trading area. He has a 
planned program for securing and 
holding business that helps his 
sales force sell. 

First, in the program is to pro- 
vide quick and friendly service to 
customers. Sales clerks are 
trained to know them, to greet 
them by name and to acquaint 
them with the store’s merchandise. 

To achieve the latter, Mr. Ell- 





ingson holds frequent on-the-spot 
sales training meetings. These 
take place whenever the store is 
not busy, such as on rainy days. 
Though brief, the meetings with 
employees are confined to one sell- 
ing topic or product at a single 
session. 

Mr. Ellingson also finds that 
meetings of this type accomplish 
a great deal, for they make it pos- 
sible for him to correct or im- 
prive weak merchandising situa- 


tions shortly after they have 
arisen. 
Outside selling — Cambridge 


having a population of less than 
2000—is used to spark appliances 
and farm equipment sales among 
farmers. Ellingson attends to this 
selling phase personally for this 
helps him gain a complete first- 
hand picture of each customer’s 
needs, financial possibilities, and 
method of operation. 

In-the-store farm party events 
are held for the implement lines 
and draw in the rural trade, 
which accounts for three-quarters 
of the store’s business. 

There are seven other outlets 
in Mr. Ellingson’s town selling 
hardware, but since he bought his 
business in 1938, his store has 
grown steadily. In fact at the 
store’s grand opening following 
completion of its modernization 





Color and asphalt floor tiling have been used tc complement the modern display 
Note the color scheme indicated on the floor plan_ illustration. 


fixtures. 
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program, sales totaled $3,500. 

Mr. Ellingson as a youth worked 
in his father’s hardware store in 
North Dakota. After extensive en- 
gineering experience, he decided 


Floor plan of the remodeled store. 


to go back into the hardware busi- 
ness, where by applying both his 
early hardware background and 
his engineering knowledge, he has 
built business which is constantly 








enlarging its trading area. His 
new store was remodeled with the 
assistance of Our Own Hardware 
Co. and the Minnesota Retail 
Hardware Association. 


Better Display, Demonstrations, Lay-Away Plans 
Pace Higher Housewares Volume 


she learns is to gift-wrap. Mrs. 
Law gives the simple lessons. Dur- 
ing heavy buying season an extra 
salesperson is employed and does 
most of the gift wrapping. 

This gift wrapping service has 
become so popular that it is fre- 
quently used for articles purchased 
in other departments. 

Because lamps are a fast moving 
line with this store they are given 
two of the most important display 
spots, in front and rear of the 
housewares department. 

“Only the spacious housewares 
department can handle lamps suc- 
cessfully,” Mrs. Law points out, 
“and until we remodeled the de- 
partment we did not have room to 
show them effectively.” 

A 25-ft wall display of china, 
earthenware and pottery extends 
the length of the department. 
Tables are provided for separate 


(Continued from page 94) 


Since Mr. Timberlake switched 
to housewares as his leading pro- 
motional line, and remodeled and 
reorganized the store to present 


it better, he has won the reputation 
for having one of the most attrac- 
tive hardware stores in northeast 
Texas. 





Kitchen Cutlery Display Serves As Department 
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appliances, hammered aluminum, 
woodenware, kitchenware, and two 
display stands are devoted to silver 
flatware. 

A kitchen aids table is one of 
Mr. Timberlake’s pets. New items 
are placed there as soon as received. 
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This cutlery display, consisting of kitchen knives mounted on light colored composition board, 

serves as a complete department for the Weber & Furman Hardware Co., 118 Church St., 

Rockford, Ill. The display is easily portable, permitting its use in various parts of the store. 
The knives are secured to the display by wire bands. 
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BRIDGEPORT, 


I'LL HAVE WHAT YOU WANT 
IN JUST A MINUTE, SIMPLY BY 
i TAKING THAT BARREL OFF AND 
PUTTING ON YOUR 28-INCH 
MODIFIED. THESE ““Wingmaster”’ 
BARRELS ARE INTERCHANGEABLE, 
REQUIRE NO FITTING 

OF ANY KIND. 















THIS “’Wingmaster” 
IS A BEAUTY, BUT 

| WANT A 28-INCH 
MODIFIED CHOKE 
BARREL. 





A moment’s time. . . a twist of the wrist ... and you can make 
any Remington ‘“‘Wingmaster’’ Model 870 the shotgun with 
the one barrel length and boring your customer wants. This 
exclusive design feature gives the Remington firearms re- 
tailer a triple sales advantage: 


For on-the-spot sales... 

for extra-barrel sales... 

stock the Remington ““Wingmaster”’ 
Model 870 shotgun wy 


and a few extra barrels. 


1. By stocking a few extra barrels of different specifica- 
tions, you will always have the right gun for your customer, 
by simply selecting for it a barrel of the specifications re- 
quired for his kind of shooting. Just take the barrel off and 
put on the one he wants. 


2. When selling a ‘“‘Wingmaster” to that hunter who likes 
to shoot different kinds of game, sell him extra barrels of 
different lengths and of different degrees of choke boring. 


3. Follow up previous sales of ‘‘Wingmasters.”’ Present 
owners of this gun are also good prospects for extra barrels. 
They will fit any ‘““Wingmaster” now in use and any sold 
in the future . . . without adjustment of any kind. 


At a cost only slightly higher than most muzzle devices— 
which restrict the barrel to one length for all types of shoot- 
ing—the shooter can obtain ‘‘Wingmaster”’ barrels of the 
right length for his specific types of hunting. Plain barrels for 
the ‘‘Wingmaster’”’ Model 870 are available from your sup- 
plier in the lengths, gauges and borings listed below. 


12 GAUGE 16 GAUGE 20 GAUGE 
CHOKE LENGTH CHOKE LENGTH CHOKE LENGTH 
Full 28” or 30” Full 28” Full 28” 
Mod. 28”’ Mod. 28” Mod. 28” 
Imp. Cyl. 26” Imp. Cyi. 26’ Imp. Cyl. 26” 


NOTE: Model 870 matted top surface and ventilated-rib barrels, though not requiring any special fitting, 
must be selected for the particular gun to insure proper alignment of matting on top of the barrel with 
that of the receiver. 

“Wing master” is Reg. U.S. Pat. Off. by Remington Arms Company, Inc., Bridgeport 2, Conn. 
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Because this neighborhood 
store in a large city 

offers service in its 

floor sander rentals, 

its heavy store 

traffic builds a 


large volume out 
of small but 
frequent sales. 


Floor sander rentals are a stimu- 
lus to sales in the neighborhood 
hardware store operated by A. 
Schwartzman at 5007 Harford Rd., 
Baltimore, Md. because they help 
build up general store traflic. 

The store’s customers are house- 
keepers, homeowners, handy men. 
Their purchases are not large; 
usually a can of paint, some re- 
placement item, aluminum ware, 
and other accommodation items. 
But, as Mr. Schwartzman points 
out, a large volume of business 
can be built on sales of this type, 
if you can make them often 
enough. 

His idea was to make his store 
important to its neighborhood. as 
important as the corner drug store 
or grocery; to get customers to 
make a daily trip to the store, or 
to come in several times a week. 
And in order to achieve his pur- 
pose, he offered customers his floor 
sander rental service, which has 
become one of his biggest traffic 
draws. 

Mr. Schwartzman started pro- 
moting his tool rental plan by 
talking it up to customers and 
found that they usually replied af- 
firmatively when he asked them if 
their floors needed sanding or re- 
finishing. 

This was his cue to tell them 
how it could be done reasonably by 
means of his rental service. It 
wasn’t long before word got around 
in the neighborhood. Now, to keep 
his rentals constantly before the 
neighborhood, he posts a large 
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Uses Rentals to Build Sales 





Mr. Schwartzman lines up his sander rental equipment near the doorway A 


so that customers can't miss seeing it. His rental service, he finds, 
is his best business promotion. 


. 4 Signs never let the neighborhood forget that this store has a rental service. 
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service. 


sign, advertising rentals, across the 
entire front of the store. 

One of his best rental sales 
points is the present cost of having 
floors refinished by commercial 
firms. He can give prospects ap- 
proximate estimates of such costs 
and compare them with the ccst of 
renting his equipment and material. 

Mr. Schwartzman’s charges are 
made on a per-day basis: floor 
sanders, $3.00; edgers, $2.00; pol- 
ishers-buffers, $1.00, and portable 
sanders, $2.00. Then with each 
rental, the store sells varnishes, 
shellacs and paints. 

A record is made of every rental 
customer and Mr. Schwartzman 
will either deliver the equipment or 
the customer can take it away him- 
self. When Mr. Schwartzman makes 
a delivery, however, he uses this 
opportunity as another sales op- 
portunity, suggesting, some further 
painting, or some new builders’ 
hardware, or screens for the home. 

“There are so many things to be 
done in a home, and all that is 
necessary is to start the customer 
working,” says Mr. Schwartzman. 
“When they come into our store for 
certain items, we make other sug- 
gestions to them to keep them 
working on their homes. That is 
the way we have firmly established 
ourselves in the neighborhood and 


have built a big business from the 
sale of low cost items.” 


A New Store—an Old 
Building 
(Continued from page 108) 


One outside salesman follows 
up leads developed in the store’s 
appliance and TV department. 

Display and classified ads are 
used in the Quakertown Press from 
time to time to promote major 
units of sale. These are supple- 
mented by letters calling atten- 
tion to new products, the letters 
being mailed to every RFD box- 
holder in the firm’s trading area. 
Another advertising aid is the 
supplying of appliances used by 
the local power company’s home 
economists at Grange gatherings. 

When the firm’s modernized 
quarters were officially reopened, 
last year, the three-day event was 
publicized in newspaper ads and 
refreshments and gifts were of- 
fered all attending. The store 
which is affiliated with Franklin 
Hardware & Supply Co., was re- 
modeled by the Pennsylvania & 
Atlantic Seaboard Hardware As- 
sociation which also supplied new 
fixtures. 
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SENTINEL LITTLE PAL § =9 ' 

. OS 
The Dreyfuss-designed miniature 40 athe a 
hour alarm, unmatched for styling 2.8 4. 
and value. Plain, $2.76 to retailer; ..% 7 6 5 
$3.95* retail. Radium, $3.15 to re- .a ; ‘ 
tailer: $4.50* retail. 


SENTINEL DIAMOND WRIST WATCH 


Efficient movement in a handsome 10 kt. 
rolled gold plate case, with chrome plated 
back Fine leather strap. $3.36 to retailer, 
$4.95* retail. With chromium plated case, 


$3.06 to retailer, $4.50* retail 








SEMEL. 


LINE OF CLOCKS AND WATCHES 











Volume in 






_ Fireplaces and Accessories 


The sale of an artificial fireplace invariably 
leads to another good sale of equipment and 
decorative pieces, Illinois store discovers 


When the Freeport Hardware 
Co., Freeport, Ill., sought an extra 
line for its separate appliance store, 
last year, J. Billerbeck, owner, and 
Rollo Quincer, manager, finally 
chose fireplaces. Since that time, 
sales on the line have been so sat- 
isfactory, that fireplaces have been 
given a choice up-front location 
where they can be seen by sidewalk 
traffic, and customer interest in the 
line is increasing. 

Constructed mostly of wood, the 
fireplaces sell from $50 to $85 each, 
but this does not represent the total 
sales possibilities, because acces- 
sories are also needed to make a 
fireplace complete. Fireplace ac- 
cessories handled by this store 
amount to figures ranging from $50 
to $400, according to Mr. Quincer. 

Accessories, such as andirons, 


The fireplace equip- 
ment and other ac- 
cessories frequently 
add up to higher 
sales totals than 
fireplace sales. A 
number of these 
items are English 
and German im- 
ports. 


range in price to $50, while fire- 
place sets and tools also sell up to 
$50. Electrically lighted fireplace 
logs are priced from $5 to $20. 
Last Christmas more than 25 of 
these logs were sold, with many 
other accessory items also being 
purchased. 

In connection with the fireplace 
sales, customers are also interested 
in items such as brass vases from 
England, $4.75, exterior brass and 
woood lined wastebaskets at $12, 
brass exterior magazine racks at 
$17, and brass umbrella holders at 
$20. 

“Once a customer becomes itter- 
ested in purchasing a fireplace for 
his home he also wants some ac- 
cessories,” states Mr. Quincer. “In 
fact, part of our sales program 
calls for suggesting these extra 
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items to our fireplace customers.” 

Fireplace sales, with accessories, 
usually range from $70 to $170 at 
this store. 

Besides the fireplace accessory 
items that can be sold with fire- 
places, there are also related ac- 
cessories such as lamps. in the 
Freeport Hardware Co. appliance 
store, a number of small lamps 
are placed on the fireplaces, and 
these items often suggest extra 
sales. 

Some months ago, Mr. Quincer 
got the idea of stocking soine im- 
ported German beer steins as fire- 
place mantel decorations. These 
articles have met with favor of 
many customers. They sell in dif- 
ferent sizes from $12 to $19. 

Two different type fireplaces are 
on display at the Freeport Hard- 
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PAT.OFF. 


BLUE BIL 


BY THE MAKERS OF 
“RED HEAD” 











to pull NEW traffic 
..-- make more dollars 


With the RED HEAD line you always 
have an outstanding sales story ... Now 
—we offer you BLUE BILL Hunting 
Clothing to headline your fall sales. 


This new line was created to meet today’s 
requirements of hunters’ dollars. Get in 
on the swing to BLUE BILL, the line 

that is packed with top features hunters 
want and go for... AT PRICES 
EVERYONE CAN AFFORD. 


NEW traffic, the real goal you are after 
to increase profits can be had by featuring 
the BLUE BILL line of hunting clothing 
this fall . . . it’s RED HEAD again! 


... FIRST IN THE FIELD 
FAVORITES IN THE STORES 


RED HEAD 


BRAND COMPANY 





4300 WEST BELMONT AVENUE, CHICAGO 41, ILLINOIS 



























Klean-Strip 
Removers 


For Every Purpose 


KLEAN-STRIP 


The amazing, new non-inflam- 
mable paint stripper that has 
revolutionized the paint re- 
mover business. Safe to use 
anywhere, on any finish and 
any surface. Works fast, needs 
no after-wash or neutralizer. 
Saves labor and materials. 


STRIP-X 


Economical, flammable-type 
remover. Contains no benzol. 
Removes several 
one application. Requires no 
neutralizing or after-wash. 
Strip-X works equally well on 
any finish and any surface. 


HEAVY-BODIED 





A flush-type remover, 
in body, to stick to any ver- 


Won't drip in workman’s eyes, 
down his arms or on floor. Re- 
quires no after-wash. Non-in- 





finish. 


METAL TREAT 


Makes paint stick to any metal! 
Insures good adhesion of primer 
including galva- 
Protects 


wera TaeaT to new metal, 


nized and aluminum. 


unpainted metal surfaces. Re- 
moves rust! Very economical to 
use: 12 ounces make | gallon. 





Nationally Advertised 
Sold through leading 
wholesale jobbers. 


2342 S. Lauderdale, Memphis, Tenn. , 
. 
eeeeeneeeeeeeeeeeeeeeeee eee eee 


; MAIL FOR LITERATURE ; 
° AND PRICES ° 
a ne Ce 
Se ee 
* Address a ees 
: City & State. Pee ee ; 
; W. M. BARR & CO. : 
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coats with | 


heavy | 


tical or overhead surface. | 


ware Co. during the current season. | 
Both are shown with accessories. | 


in addition, some extra acces- 
sories are shown in an adjacent 
open back window display. Window 


shoppers who view the displays can | 
look into the spotlighted store and | 
and this | 
frequently creates additional cus- | 


see the two fireplaces, 


tomer interest. 
Console model radios are dis- 


| played near the fireplaces, for Mr. | 
| Quincer finds that customers for 
the latter item are also interested | 
As a rule, | 


in a good quality radio. 
customers interested in fireplaces 
are also good prospects for appli- 
ances and model kitchens. 


seen from the street. 

“Most of the fireplace sales we 
make are for cash,” states Mr. 
Quincer, “but where divided pay- 


| ments are desired we can arrange 


this for customers.” 

The store has a daily radio pro- 
gram on a local station, and 
fireplace items are mentioned fre- 
quently in the commercials News- 
paper advertising also frequently 
features the line. 





Paint Brings 15% 
Of Volume 
(Continued from page 95) 


highlight the entire front of the 


Deter Waite n aus | building, yard and store signs. Ex- 


tra illumination is supplied the 
show windows by inside lights. 

Flyers featuring seasonal mer- 
chandise are frequently used by the 
store. The flyers stress the slogan, 
“Buy It in Brewer,” the same slo- 
gan being prominently displayed in 
a big sign atop the store. Dan- 
forth’s advertising material is dis- 
tributed by a high school student 
who is regularly employed after- 
noons in the store. 





Sixfold Increase in 
Sporting Goods 


(Continued from page 111) 
mounted on boards,” Mr. Dobbs 
said. “Thus we show them $800 
worth of plugs or lures!” 

With fishing tackle, Ector Hard- 


ware also shows complete selections | 


of outboard motors (2%, 5 and 16 
horsepower), camp stoves, tents, 
nationally advertised reels, and 
other related items. 


By showing 40 guns the year | 
’round the store sells them in and | 
| out of season. 


Early in March two 
guns were sold in one day. 


These | 
latter items are also stocked in the 
appliance store, and can easily be | 


—AN ARTMOORE PRODUCT — 
The Original 
Patented 
Self-Wringing 
Rubber 
Sponge Mop 










Built 
For 
Long 
Service 


- 


a 


ee ent A 


For satisfied 
Customers Sell 
This Nationally 
Advertised 
Quality Product 


ee ee oF 
-_ | 


ee ae 


at 


eet ema ay 


Write for 
details 


ARTMOORE CO. 








1319 North Third Street * Mliwaukee 12, Wisconsin 











THE LAST WORD IN 
WIRE PRODUCTS 


STOVE PIPE WIRE 
COIL AND SPOOL 
ASSORTMENT 








STRANDED 
AND SOLID 
CLOTHES LINE WIRE 





BRASS, COPPER, 
DARK, TINNED, 

GALVANIZED __ 

COILS AND SPOOLS 
1 OZ. TO 20 LB. 





cw MA mc nyy, Se 


Het (AMUAU Mei 





PACKAGES cap) 
BRAIDED 
PICTURE WIRE 
STRANDED 
AERIAL WIRE 
RADIO 


ACCESSORIES 
SOLDER AND PASTE 


SOLD THRU JOBBERS ONLY 
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What Happened to the 
Hardware Trade in 
The Kansas Flood 


(Continued from page 99) 


hardware firms are handling their 
own salvage operations by passing 
along damaged goods to their deal- 
ers at reduced costs. The dealers 
in turn being able to sell it “as is” 
at a considerable discount. 

Those hardware wholesalers and 
dealers who were not hit by flood 
waters played a vital role in aid- 
ing the stricken areas dig out. The 
day after the flood brought a tre- 
mendous amount of buying of 
shovels, boots, flashlights, brooms, 
wheelbarrows, etc. It was not un- 
usual for a buyer for a railroad, 
for example, to buy out the com- 
plete stock of such items. 

Wholesalers were loud in their 
praise of the manner in which 
manufacturers responded to the 
pleas for additional supplies, 
much of which is normally on an 
allocation basis. A large volume 
was sent in by air freight; special 
trucks were dispatched; ship- 
ments to other areas were inter- 
cepted and redirected to the flood 
area. Promises of special alloca- 
tions of tight merchandise have 
been made by many manufac- 
turers. 

But it will take many years be- 
fore the scars of this disaster are 
erased. The hardware dealers of 
the flood area are anxious and 
willing to rebuild their businesses. 
They are willing to make sacri- 
fices to get back on their feet. 
But they do need a helping hand. 
And manufacturers, working 
closely with the area’s wholesal- 
ers, can play a very important and 
humane role in speeding up the 
return of this stricken area to 
normalcy. 


Editor's Note 


The editor is very grateful to the 
many dealers, wholesalers and other 
hardware men who gave him their 
valuable time in the gathering of this 
material. He is especially indebted to 
Bert J. Clark and his staff, of Bert 
J. Clark Co., Kansas City, Mo., who 
provided a. leg-weary reporter with 
comfortable transportation and help- 
ful guides 
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TOTE-TABLE 


An all-year family favorite for every 
home use. Carries like luggage, 
folds or unfolds easily, stores com- 
pactly. Strong steel “girder” con- 
struction, tubular aluminum legs. 
Genuine Masonite Tempered 
Presdwood top with “Lin-Like” 
sealed finish color-toned to har- 
monize with dubonnet, yellow or 
green trim. Sizes: (No. 524) 24” x 
60” x 30” high; (No. 530) 30” x 
60” x 30” high; (No. 630) 30” x 
72” x 30” high. 


Top-favorite hostess item! 
purpose Triple-Tray is a smart television tray- 
table for chairside use, with simple leg frames 
which attach or detach quickly; it is designed for 
use without legs as a roomy serving tray for every 
purpose...also fits top-of-refrigerator to give 
extra shelf space. 






Multiple- 


Genuine Masonite Tempered 


Presdwood top with “Lin-Like”’ sealed finish... 
color-toned to harmonize with dubonnet, yellow, 
or refrigerator-white baked enamel finish of steel 
leg frames and trim. Size: 15” x 24” x 16” high 
(with leg frames). 





eeeeeveeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeeri“seeee 


| 

















SPACE-SAVER TABLE 


Handy, ready-when-needed table 
space for any room. Mounts se- 
curely on wall space, base cabinet, 
or door... lifts up with finger- 
tip ease... gives sturdy support 
for work area. Strong 2” mount- 
ing bar, steel understructure, 
tubular aluminum leg frame. 
Size: 24” x 32”; stands 30” high. 
Deluxe model features heat-resis- 
tant Lamidall laminated plastic 
surface top in pearl gray with 
yellow or dubonnet trim. Stand- 
ard model has genuine Masonite 
Tempered Presdwood top with 
“Lin-Like” sealed finish color- 
toned to harmonize with white 
or yellow trim. 


@eereeeeereeceeecesoess SEE YOUR JSOBBER ceoececeeeeeceecosoeeeee 


































GAS SPACE 


HEATERS 









vi70 


Pull in Sales 
and Satisfy Customers 


v All Martin Heaters 


8 Fully Vented Heaters AGA approved for 
15,000 BTU to 85,000 BTU natural, liquified and 
* manufactured gases 


20 Unvented Heaters 
10,000 BTU to 50,000 BTU 


Write your jobber or direct 
for complete catalog 


Over 45 years 
stove experience 


WEL SU a ee 




































Cash in on Fall Repair Jobs 
with a BIG Profit item ... 


Lansing 


FARM 
MIXER 


FOR FARM AND LIGHT 
CONSTRUCTION USE 


An ideal mixer for the farmer or 
builder doing small and medium 
sized jobs . .. and an ideal profit 
builder for fall. 


Mixes 2% cu. ft. of concrete in 1 
minute and can be loaded and 
dumped from either side. Rugged 
welded angle iron frame, hard- 
wood skids, and heavy sheet steel 
drum with grey-iron casting bot- 
tom will give long trouble-free 
service. 

Available with either pulley for 
V-Belt drive or tractor power 
take-off. 





ANSING CO. 
i] 


4ANCO MATERIAL HANDLING £0 











Main Office and Factory LANSING, MICHIGAN 


BARROWS, HAND TRUCKS, CARTS, MIXERS, CASTERS SINCE 1881 
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1 Books for the 


Hardwareman’s Library 





Successful Retailing, by Arthur 
Tremain. This handbook for store 
owners and managers covers every 
phase of store management in de- 
tail by the retail store manager of 
Montgomery Ward & Co. It out- 
lines the development of retailing 
methods in America, current op- 
portunities in the small-store field, 
and the determination of basic poli- 
cies. Other chapters are devoted to 
such objects as personnel relations, 
training, selling, advertising, credit 
operations, etc. (Harper & Bros., 
49 E. 33 St., New York City. $4.95. 





Proceedings of the Industrial 
Packaging and Materials Handling 
Short Course conducted by the 
Society of Industrial Packaging 
and Materials Handling Engineers. 
This collection of papers has in- 
formation covering almost every 
phase of protective packaging, 
from the unit to the exterior ship- 
ping container. The papers, total- 
ling 217 pages, were written by 
men in business whose answers to 
various packaging and materials 
handling problems are the result 
of actual experience. (Available 
from the Society’s National Head- 
quarters, 20 W. Jackson Blvd., Chi- 
cago 4, Ill. $4.00). 





Easier Terms Allowed 
Under Revised Reg. W 


Down payment requirements 
for household appliances and for 
radio and television sets have been 
reduced from 25 pct to 15 pct, un- 
der Amendment 4, to Regulation 
W, which became effective July 31. 

The down payments required by 
the regulation may be made in 
cash, trade-in, or a combination of 
both. 

The 10 pct down payment re- 
quirement for home repair and im- 
provements now need not be ob- 
tained prior to completion of the 
work. 

Purchasers of household appli- 
ances, radio and television sets and 
furniture must now make an ini- 
tial payments of 15 pct, and com- 
plete payments in 18 months 
instead of 15. Buyers of autos must 
put down one-third of the price and 
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pay the balance in 18 months. 

The Board of Governors of the 
Federal Reserve System also ex- 
empted from the provisions of 
Reg. W. any instalment credit re- 
quired for the installation of sew- 
erage and other related facilities, 
including plumbing and plumbing 
fixtures, where the householder is 
required to make such installations 
by local, State or Federal Health 
and sanitary regulations. 





County Fairs Offer 
Sales Opportunities 


County fairs provide water 
systems dealers with another 
ideal promotional opportunity 
such as that provided by Na- 
tional Water Systems Month 
campaign last May. The fair 
season is generally between Aug. 
15 to Sept. 15. 

“County fairs provide tailor- 
made opportunities for water 
systems dealers,” says Herbert 
C. Angster, executive secretary 
and director of the National As- 
sociation of Domestic and Farm 
Pump Manufacturers. 

“Not only do county fairs 
have tremendous local appeal— 
capturing the particular audi- 
ence dealers are trying to reach 
—but they catch these prospects 
amid a carnival atmosphere. 
The fairs,” continued Mr. Angs- 
ter, “attract people not only 
seeking fun, but also those who 
are seeking to improve their 
home or farm operation.” 

The National Association of 
Domestic and Farm Pump 
Manufacturers offers dealers 
help with their county fair ex- 
hibits in every way possible. 
“Additional assistance can be 
obtained,” advises Mr. Angster, 
“from power companies, sup- 
pliers and county agents.” 

Mr. Angster urges dealers to 
set up attractive displays that 
will demand attention. ‘“Any- 
thing that moves, will bring peo- 
ple to your exhibit,” says Mr. 
Angster, and he suggests pumps 
or machinery in working order, 
moving signs or even running 
water. 


Baby Boom This Year 


The birth rate is expected to 
reach almost record heights this 
year as a result of the heavy mar- 
riage rate which followed the out- 
break of war in 1950. 
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3 BIG REASONS WHY 
THERE’S SUCH DEMAND 


FOR GREENLEE CHISELS 











FINE-CUTTING, DURABLE 
EDGES for long-time, 
accurate performance 

on a wide variety 
of work. The blade 
of every GREENLEB 
Chisel is of 
special-analysis, 
high-grade 

steel . . . expertly 
formed and 

heat treated... 
highly polished. 
And then carefully 
inspected for top 
quality throughout. 


ee 





PLASTIC-SEALED 
FOR PROTECTION 
From factory to your 
customers, this 
heavy protective coating <@ 
shields GreENLEE 
blades . . . protects 
them from shipping 
and handling damage, 
seashore and other 
humid conditions. 
Eliminates costly 
stock mainte- 
nance for you 

... keeps your chisel / 
inventory in perfect J 
shape . . . brings 
full value to the user. 













HANDSOME, TOUGH 
PLASTIC HANDLES 

that withstand the sever- 
est hammering. 
Attractive green 
transparent plastic... 
weather-resistant ... 
safe from flash fire. 
Special hand-fitting 
design makes it 
extra casy to guide 
and hold blade 
exactly where 
wanted. Just 

the kind of fine tool 
making you can always 
expect from GreENLEB. 














When you sell Greenez, you 
can be sure you're selling top 
quality always. Write today for 
complete information on 
Greenvee Chisels and these other 
high-quality tools: Auger Bits, 
Expansive Bits, Car Bits, 
Gouges, Draw Knives, Turning 
Tools, Spiral Screw Drivers, 
Automatic Push Drills aad many 
more. Ask for 

new Hand Tool Quick 
Reference File. 


GREENLEE 





STOCKED BY LEADING WHOLESALERS 


GREENLEE TOOL CO., 1808 HERBERT AVENUE, ROCKFORD, ILLINOIS 


123 


Give your 
Customers 


Flexiseal Glazing Compound is 
ideal for wood, steel and aluminum sash, 
painting, filling cracks, nail holes, boat 
seams, etc.— inside or out. 

Your customers will recognize the su- 
periority of FLEXISEAL GLAZING. COM- | 
POUND. Its extreme whiteness and bril- | 
liance of color ... its fine smooth buttery” | 
quality...its clean fresh odor...no wonder 
Flexiseal Glazing Compound continues to | 
grow in volume of sales. Because of tech- 
nical research, continued laboratory 
development and production control, 
FLEXISEAL has become the Tested Quality 
glazing compound the trade wants. 


FLEXISEAL'S important 
selling features... 


@ Easily applied, Flexiseal sets quickly with 
a tough surface skin, but remains pliable 
underneath. 


@ Has longer life than putty. 
@ Flexiseal has longer string. 
@ Flexiseal adheres tenaciously. 


@ Won't crack, crumble, blister, wrinkle or stain. 


Compare Flexiseal prices against your 
present costs! 


Order from your jobber or write us. 


FREE: newspaper mats, counter dis- 
play card, etc., on request. 


LANDEN PUTTY WORKS, Inc. 
MALDEN, MASSACHUSETTS 


| 


Power Tools Displayed Where They'll Attract 





This up front power tool display stops the men and sells them. 


One reason why the Big Spring 
Hardware Co., of Big Spring, 
Texas, gets 5 pct of its large sales 
volume from power tools, is that it 
gives front-of-store position to 
them. J. W. Atkins, owner, shown 
with one of the tools, says, “Every 
customer who walks through the 
door on the hardware side of the 


store is obliged to walk between 
two power tools, one on each side. 
If a man comes in for just a pound 
of nails, a hand tool or a can of 
paint, he is exposed to our year- 
round tool display.” The power 
tools are spotted near the hand 
tools and a table of portable elec- 
tric tools. 


Compact Fishing and Hunting Displays 


7 mee 


This compact and sturdy rack for guns and fishing rods enables Clausing & Liebau, Grafton, 

Wis., to display these lines atop a glass showcase. Constructed of | in. lumber the rack is 

4 ft. wide and 3 ft. high. Notches at the top and a bar at the bottom hold merchandise 
firmly in place. Braces hold the rack to the display case's wooden edges. 
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"with builders who 
know fine hardware 


You know how much easier selection can be 
when there’s an important and exclusive feature 
involved. That’s why more and more builders are 
choosing Russwin Tubular Locks and Latches. . . 
and, usually, builders are the most particular 
buyers of residential hardware. Their point of 
preference is the exclusive Russwin all-steel rack 


and pinion. 


= Rack and pinion construction is simple, positive, 
ONLY RUSSWIN ap 


extremely strong. Nothing to get out of line or 
cause trouble. It’s the mechanism that stays smooth 
TUBULARS and trouble-free for life. This and other quality 
features are available in Russwin Tubulars at no 


Have 


extra cost. By giving more quality for the money, 


Russwin dealers are getting more hardware busi- 
Raek and Pinion 


ness. Maintain a representative stock of Russwin 

ss Tubulars and get your share. Russell & Erwin 
Construction oe oe we ee : 

Division, The American Hardware Corp., New 


Britain, Connecticut. 
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From $25,000 to $100,000 in 4 Years 


Small New Orleans store has quadrupled its sales 
to $100,000 in just four years by paying close 


It’s the cumulative effect of hun- 
dreds of little things which have 
played such a big part in the mer- 
chandising success of Mr. and Mrs. 
Milton E. Burdine, who operate a 
neighborhood store at 1410 N. 
Broad St., New Orleans, La. 

It’s the little things which have 
made it possible for the Burdine’s 
to increase their volume from 
$25,000 four years ago to $100,000 
last year. 

One of the things the Burdine’s 
have done to build volume is im- 
prove the lighting of the store. 
“Good lighting is one of our best 
salesmen,” says Milton Burdine. 
“It helps us to get more people into 
the store. People, like plants, gravi- 
tate toward light. And good light- 
ing helps us sell more to customers 
once they come into the store.” 

“When we add a department,” 
says Mr. Burdine, “and we’ve add- 


attention to small particulars 


ed space as we could get it, we’re 
not happy until it’s’ brightly 
lighted.” 

Another thing, and a small item 
by itself, does a big job for the 
New Orleans store. That’s the mat- 
ter of cleanliness. They pay a boy 
wages to do just one job: clean as 
much stock as he can each day. 
Daily he dusts and polishes the 
hundreds of small items that com- 
prise the stock of a hardware store. 

Another “little” matter is that of 
signs. The Burdine’s say they are 
great believers in sign language. 
They don’t give the residents of 
their community a chance to be- 
come inured to their signs. They 
keep changing them before people 
have a chance to take them for 
granted. 

Under their permanent large 
metal sign, which overhangs the 
sidewalk, the Burdine’s suspend a 


prenee) 


supplementary sign, which is a 
simple wooden panel, covered with 
oilcloth, which is painted with 
bright colors. When it’s done its 
job for one selling season it is sim- 
ply reworked with another message 
and new colors. 

The fishing tackle department is 
just a little one, occupying only a 
6-ft. section, but it produces a pro- 
portionately larger volume of busi- 
ness. 

“T’m an ardent fisherman my- 
self,” states Mr. Burdine, “and this 
gives me an opportunity to get close 
to other anglers who come into the 
store. A man may come in for only 
a few cents’ worth of hooks, or a 
couple of dollars’ worth of line, but 


Above—"They're on the house,” 

Milton E. Burdine tells a customer 

who needs only a couple of bolts. 

It's one of the little ways by 

which the store builds its clien- 
tele. 


Left—This tiny tackle department 

produces a lot of business and 

promotes customer relations, since 

Mr. Burdine is an ardent fisher- 
man. 
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THIS BIG NAME IN THE 
HOUSEHOLD METALWARES BUSINESS 
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De Luxe is a complete line, including Galvanized Ware, Tinware, Colored Ware, Mop a 
Garbage Pails, and Ash Cans. De Luxe Household Metalware is in demand because 

high quality backed by National Advertising. ) o— 
Be sure to stock, feature, and sell De Luxe Household Metalware. Talk to your Jobber's Representative aboutifnow. | 
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making a friend of him generally 
results in sales unrelated to fish- 
ing. 

“Many are the fishermen who 
come back to buy a garbage can, or 
perhaps, a heater. Some of these 
now spend as much as $150 a year 
with us.” 





There is another little factor in 
Mr. Burdine’s merchandising that 
results in bigger sales and steady 
growth of business. That’s the fac- 
tor of quality merchandise. 

“I buy only the best known mer- 
chandise, in tackle as well as other 
stock,” explains Mr. Burdine. He 





Sign language has been a key 
factor in the growth of this New 
Orleans store. 


says, “I look at it this way. It’s a 
poor investment if a man pays 35 
or 50 cents for a spool of inferior 
line, and then loses a nice fish, line 
and gear. 

“Explained in this way, the cus- 
tomer doesn’t mind paying a little 
more for nationally advertised mer- 
chandise,” says the Néw Orleans 
dealer. 

Dozens of people come into the 
Burdine store for only a few brads, 
or a few little bolts, and invariably 
they’re told, “They’re on the house.” 

“The purpose of all advertising 
is to bring customers into a store,” 
says Mr. Burdine. “Giving away a 
few pennies’ worth of screws or 
bolts is mighty good advertising. It 
certainly changes the attitude of 
persons towards our store. They 
leave with a pleasant feeling, and 
they come back to buy bigger items! 

“Strangely enough, we get more 
than our money back,” Mr. Burdine 
continued. “Half the time a man 
comes in and I give him a few pen- 
nies’ worth of small items, only to 
have him say, ‘Hey, you gave them 
to me last time.’ He throws a dime 
at me and won’t take ‘no’ for an 
answer.” 


Eye Catching Hand Tool Window 


This unusual window was used 
by Tracy, Robinson & Williams, 
Hartford, Conn., dealer, to catch 
the eyes of hand tool users and to 
arouse interest in woodworking as 
a hobby. 

This inexpensive display is built 
around a series of “How” charts 
developed by Stanley Tools, with 
samples of the items illustrated in 
the charts displayed in front of the 
chart# For example, the “How” 
charts on planes had a number of 
different types of planes on display 
in front of the charts. A copy of 
the book “How to Work with Tools 
and Wood” was also included in 
the window. These Stanley Tools 
“How” charts lend themselves well 
to a series of inexpensive windows 
like this, with each window built 
up around one type of tool. In this 
instance, the display succeeded. 
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Reaching America’s Farmers and Farm Advisors 
... to help you sell“Warranty” brands of 


ASPHALT-ALUMINUM ROOF COATING 


———HERE’S SOUND 


DVICE ON 
; ROOF PROTECTION 














This ad reaches county agents, 
Vo-Ag teachers...the men who ad- 
vise the farmers. It tells them the 
reasons behind this important ‘‘war- 
ranty”’ promotion! 


: Paint or Coating And ads like these reach your farm 
“use Asphalt-Aluminum S customers in: 

a 

identified FARM JOURNAL 
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The Best One-Coat, Low-Cost, Long-Life 
Roof Protection...Pre-Sold to your Farm Mar- 
ket with a combined circulation of 9,000,000 











The huge farm market for roof coating. ..mil- 
lions of squares of roofs that urgently need 
protection...is all wrapped up and delivered 
to your stores by this great Warranty Program. 

Farm advisors are told the truth...the need = ll : mm 
for the Warranty assurance of quality in roof WARRANTY || : 
coatings. Farmers are urged to buy ‘the War- 
ranty Way.” 

Sell the Warranty Way. Stock and display 
WARRANTY brands and get your share of this 
profitable business. For list of manufacturers 
using the Warranty, write to 

Reynolds Metals Company Se 
General Sales Office, Louisville 1, Kentucky. 
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THE ROUND CHAIN DEALER SAYS: 


"You bet /sell 


Reusnd 
Chain!" « 


Chain is one of my best’ bread 





and butter” items. Day after day... | 


year after year it brings me steady 
profits... sure repeat business. 


My Round Reel Salesman actual- 


ly makes chain sell itself. Itholds 4 | 


reels (or equivalent in!/2or!/s reels) 
of popular small sizes of welded 


and weldless chain. Customers | 
see it...and buy. Sol ring up | 


sales that might otherwise be lost. | 
A-3897 


oe” ound 
ASSOCIATE CHAIN COMPANIES 


THE BRIDGEPORT CHAIN & MFG. CO 
Bridgeport, Conn 
THE CLEVELAND CHAIN & MFG. CO 
Cleveland, Ohio 
OHIO HOIST& MANUFACTURING CO 
Cleveland, Ohio 
THE PLATING & GALVANIZING CO 
Cleveland, Ohio 
THE ROUND CHAIN & MFG. CO 
Chicago, III 
ROUND CALIFORNIA CHAIN CO 
So. San Francisco and Los Angeles, Cal 
SEATTLE CHAIN & MFG. CO 
Wash. and Portland, Oregon 
SOUTHERN CHAIN & MFG. CO 
Birmingham, Ala 
WOODHOUSE CHAIN WORKS 
Trenton, N J 


Seattle 
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Arizona Firm 
Shares Profits 


Jarrett’s combines salary and quota, 
commission and year end share of the 


profits. Employees are given choice 
of either straight salary payment or 


bonus arrangement 


An incentive plan combining sal- 
ary, commission on sales above 
quotas and a year end sharing in 
profits helps the B. J. Jarrett Hard- 
ware Co., 401 E. Adams St., 
Phoenix, Ariz., build employee 
enthusiasm and loyalty. Increased 
profits mean increased earnings for 
employees and shrinking profits re- 
sult in lower income. This has been 
the rule in the concern since the 
early 1940’s. However, those em- 
ployees who prefer to be on a 
straight salary may work on that 
basis, although participating in the 
year end bonus. 

Employees working under the in- 


ow 





centive plan receive a base salary 
tied to a sales quota. On sales ex- 
ceeding the quota a 5 pct commis- 
sion is granted. For example, if the 
base salary of a man in the paint 
or general hardware department is 
$135 monthly and his quota is 
$1,650 per month and he makes 
sales of $3,650 in one month, he 
receives 5 pct commission on the 
$2,000 above his quota. Thus his 
commission would be $100 for the 
month. 

At the end-of-the-year the firm 
pays a bonus to all employees who 
have been on the payroll for six 
months or longer. This is paid from 


Clyde Jarrett, lett, vice president and general manager and his 
father, B. J. Jarrett, president, examine employee sales records. 
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THROW-AWAY 


























— FUEL TANK 
1 sales ex- No dangerous han- 
° dling of bulk fuels — om 
¢ commis eee The Instant-Flame Torch with the 
Pe | e new Tank of Prepo 

the aint Fuel, when needed 
caeaee eases Agama Throw-Away Fuel Tank 

quota is F ’ ; 
he makes Few new hardware items have “‘caught on’’ with the speed of 
ogee a Prepo Torches—now rated one of the fastest moving “‘traffic- 
n on the i aaa : ; 

Thus his building” products in the industry. The reason—everybody goes 
0 for the i » for the ease, convenience, safety and economy of Prepo—the 
— new principle Torch that provides INSTANT FLAME with the 
yyees who twist of a valve. No pumping, no priming, no pouring of hazard- 
rye ous bulk fuel. And every Prepo Torch sold means a customer 


who comes back again and again for throw-away Prepo Fuel 
Tanks. There’ll be plenty of new customers, too. 


New National Advertising : PREPO Helps You 
to 18 Million Readers : Sell with Complete 
Everyone a Prospect - Merchandising Material 


; ra rise 
= = 5) 


Derews oF uses Ss 


















Prepo is turning on the sales heat 
with a new bigger than ever adver- 
tising campaign directed to the 
people most interested in using 
Prepo Torches—the 18 million : 
readers of Popular Mechanics, Pop- : Steamers, counter displays, ‘ ‘How 
ular Science, Mechanix Illustrated : 10 Use” booklets, newspaper mats, 
and Successful Farming. Make sure all expertly planned to help steer 
you are ready for new action at the * prospects to your store, turn 


: New window 


cash register by stocking and “lookers”” into customers. Avail- 
™_ displaying Prepo Torches and able to you without charge, from 
a wy ©Prepo Fuel. the factory. Write for details. 








Order NOW from Your Wholesaler 
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Easy to Set... 
a Cinch to Soll! 


» AUTO-SET a 
HH = MOUSE ond RAT TRAPS «6 





Strong, sure-catch trap that sets a 
in 1 movement instead of 3. 





Pull back bow 
and press down. 


Trap is set, 5 
fb ee EF es Se 


VICTOR % 
EASY-SET MOUSE TRAP 


New, metal trap that sets 
lightning-quick—by either hand 
or foot. 





Press down with Trap is set. al 
foot (or hand). 


bE FE 8 oe 


te, 
. 


VICTOR S 
LITTLE CHAMP MOUSE TRAP E 


Modern design, streamlined plas- fl 
tic trap with Auto-Set mechanism. 











Press down bow 
with hand. 


For extra money in the till, show 
your customers these easy to set 
mouse and rat traps. Have them | 
always in stock and on display— 
they’re easy to set and a cinch to 

sell! Made by the makers of famous 
Victor traps for rodents and fur 
bearers. Order from your whole- 
saler today. 


ANIMAL TRAP COMPANY OF AMERICA | 
Lititz, Pa. + Pascagoula, Miss. 
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a fund equal to 10 pct of the firm’s 
net profits for the year. 

Says B. J. Jarrett, president, 
“Three-fifths of this fund is based 
on the employee’s salary for the 
year, the balance on his length of 
service with the company.” Thus 
a newer member of the staff who 
has increased his sales higher than 
an employee of longer service may 
receive a bonus equal to or greater 
than that of the veteran employee. 
On the other hand, the plan re- 
wards salesmen who remain longest 
with the firm. 

“There are 11 of us on the staff, 
including my son, Clyde, who is 
vice president and general man- 
ager, and myself,” Mr. Jarrett said. 
“But the bonus plan is optional. If 
an employee chooses he can work 
on a regular salary. 

“An important feature of the 
plan is its flexibility. When busi- 
ness is good our salesmen automat- 
ically increase their salaries with 
higher sales. During slower busi- 
ness periods, a man’s pay also is 
automatically adjusted.” 

The bonus plan is flexible in 
other ways, too. Different quotas 
can be set for various departments. 
Since 5 pct is a generous commis- 
sion, the quota for the man in the 
appliance department, for example, 
is set higher than for the salesmen 
in the tool, paint and general hard- 
ware departments. 

Most employees stay in their own 
departments. However, if the occa- 
sion arises for a salesman from the 


tool department to sell an appliance 
or other household goods he re- 
ceives credit for those sales. 

In conjunction with the bonus 
plan, Mr. Jarrett uses an excellent 
system of records. His bookkeeper 
prepares figures that tell him the 
following at a glance: total monthly 
sales made by each man; total num- 
ber of customers waited on by each 
man during the month; total 
monthly sales by each department 
(compared to the purchases and 
inventory of each department). 


This record also shows total store 
traffic and total sales for each 
month. On one page, these records 
compare each of these figures with 
the preceding month and with the 
same month of th® previous year. 

In addition to their base salary 
and their 5 pct commission on sales 
over their quota, a number of sales- 
men last year received year-end 
bonuses that exceeded $500 per 
salesman. 

Mr. Jarrett, now 71, and still 
active in the daily activities of the 
firm, went to work in 1906 for 
Ezra W. Thayer, who then owned 
this hardware store. Twenty-one 
years later he bought the store. It 
was then incorporated under its 
present name. 

In 1941 Mr. Jarrett moved the 
business into the present new, mod- 
ern store. His sales room has a 
75-ft front, and is 110 ft deep. Be- 
hind this is 25 additional feet ot 
warehouse space that is easily ac- 
cessible from the sales area. 





Self Service Lamp Display 





Enger Hardware in Tacoma, Wash., presents its customers with what amounts to a huge 

catalog with samples in this complete open display of lamps. Price and wattage, etc., are 

indicated on cards mounted on the front of the back bar which is equipped with sockets 

for displaying samples of each size and type lamp. Self service is encouraged by bins 

containing the various sizes on the table top. A good size reserve stock is kept in the 
shelves below the table top. 
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“There's nothing like “I've used American Fence 
for over 30 years...and 
_) it’s still holding tight.’ 


EMIL OSMUNDSON, 


DELAVAN, MINNESOTA 


woven wire fence and 


American tops ’em all.” 









HOMER CARON, 
BLOOMER, WISCONSIN 



























DO YOU KNOW 
ANY OF THESE 


American Fence 







“American Fence stands 
up well in this country. 
| buy about 1000 to 2000 
rods at a time. It has 


given me real service.’’ 


RAY S. JARRETT, 
BRITTON, SOUTH DAKOTA 











~  (‘ustomers 


a. 








@ Satisfied users are the best salesmen for American 
Fence. Some like it because it lasts a long time. Others 
prefer it because it saves them weeks of work and puts 
an end to fencing troubles . . . or it can be moved with- 
out damage. 

Whatever their reasons, they agree that American 
Fence does the job they want it to do. That’s why 
American Fence is the farmer’s favorite. 

Dealers who handle the U’S’S American Fence and 
Wire Products line attract good customers like this 
... and every department of your store benefits. 

During the period when it is going to be impossible 
to supply your customers with all the fence they want, 
we will do everything we can to assure to each US'S 
dealer a fair proportion of U-S‘S American Fence. 


* TENNESSEE COAL, IRON & RAILROAD COMPANY, BIRMINGHAM 
COLUMBIA STEEL COMPANY, SAN FRANCISCO + UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


AMERICAN STEEL & WIRE COMPANY, GENERAL OFFICES: CLEVELAND, OHIO 


AMERICAN FENCE 


Theres more American Fence in use Than any other brand / 
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RIG ey 
UNIVERSAL 


PUMPS: 


AND WATER SYSTEMS 






CONVERT -I- JET. 
Shallow well, self- 
priming, city pres- 
sures, convertible to 
deep well. 





A Universal is easy to sell 
because it’s really rugged 
... Stands up under tough 
demands of 24-hour serv- 

"ice... gives user more wa- 
ter at lower cost. 




















Universal 
builds 300 
models of In- 
jector and Cen- 
trifugal Pumps 
to meet needs 
of farm, home 
and industry. 


MULTI-STAGE 
larger volumes of 
water at high dis- 
charge pressures 
. .. delivers large 
volumes from 
depths to 300 feet. 





Quick deliveries from 
warehouses at At- 





lanta, Ga.; Houston, 
as Kansas City, 
o. 


Send for Literature 
UNIVERSAL MFG. CO. 


1440 SAN PABLO AVE. 
BERKELEY 2, CALIF. Dept. HA-8 


There's a Universal for you!!! 
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—— What the Law Says—— 


Satisfactory Goods 
or Services 


Confusion in the legal defini- 
tion of "satisfactory" makes it 
an uncertain contract term 








By ALBERT WOODRUFF GRAY 


The agreement by a dealer that 
goods or services will be satisfac- 
tory leads in many instances to 
misunderstandings, disputes and 
lawsuits. A contract with such a 
provision has no method for the 
measuring of the _ satisfaction, 
whether the goods or services are 
to be satisfactory to the buyer, to 
the court or to that mythical being 
of the law, the ordinary, reason- 
able and prudent man. 

A firm in Tennessee undertook 
the installation of a heating and 
ventilating system. The contract 
provided for payment if the pur- 
chaser “is satisfied with said heat- 
ing and ventilating system.” The 
customer was not satisfied and the 
dealer sued to foreclose his lien. 
Deciding against the hardware 
dealer the court said: 


Conflict in Authorities 


“There is a conflict in the authori- 
ties as to the meaning of the term 
satisfactory so used in a contract. 
It is held perhaps by the weight of 
authority that where such a term 
appears in a contract the party in 
whose favor it was reserved has the 
absolute right to determine the 
question and to act accordingly— 
that is, either accept or reject the 
work provided his act is not merely 
capricious. Other authorities hold 
that such term is fully met where 
the work as done should be satis- 
factory to a reasonable man.” 

A few years ago the same diffi- 
culty in the definition of this word 
occurred in relation to a contract 
of a distributor of furnace attach- 
ments which provided that the dis- 
tributor should perform his part of 
the agreement satisfactorily to the 
manufacturer. 

When the manufacturer cancelled 
the agreement on the ground that 
the distributor’s services in the sale 
of these furnace stokers were not 
satisfactory, the distributor sued, 
claiming the manufacturer had 
broken the contract. 

In a decision in favor of the 
dealer the court said that the right 
of a party to repudiate a contract 
as unsatisfactory to him, when such 


a term was used, did not exist in 
relation merely to value. 

“This court is far from invari- 
ably accepting the idea that when 
a contract is to be performed to 
the satisfaction of a party thereto, 
such party has an absolute right to 
pass on the character of the per- 
formance. The court has recognized 
such right when feelings, taste or 
sensibilities were involved. Where 
the question, however, was one of 
mere value, we have inclined to the 
opinion that a performance satis- 
factory to a reasonable man would 
be sufficient.” 

About two or three years ago a 
contract for the drilling of gas 
wells in Kansas contained the provi- 
sion that if the work was not done 
in a manner that was fully satis- 
factory to the other party he should 
“have the right to cancel and ter- 
minate the contract.” 

This contract was cancelled under 
the provisions of this clause and of 
the right so to do the Federal Court 
of Appeals said, “Parties to a con- 
tract may lawfully stipulate that 
performance by one of them shall 
be fully satisfactory to the other 
and under such a contract the party 
to be satisfied is the judge of his 
own satisfaction, subject to the 
limitation that he must act in good 
faith.” 

One of the judges of the court 
disagreed and expressed clearly the 
consequences any dealer may incur 
from the use of this weasel word. 
“The company was not only the 
judge of its own satisfaction but of 
its own good faith as well. This 
being so the contract between the 
parties was nothing more than a 
mere scrap of paper.” 

Words are used in contracts for 
clarity, not confusion. Heading the 
list of confusing, ill defined and be- 
fogging words is this word “‘satis- 
factory.” 


Sign Attracts Traffic 











GRAFTON EBAY 
HARDWARE 


SHOVES REFRIGERATORS WASHONG SUR ORES 


ARM EQUIPMENT 


This sign on the sidewall of the Clausing & 
Liebau Hardware store in Grafton, Wis. 
lists the major departments of this corner 
location establishment. Its size and cleor 
lettering enables motorists and pedestrians 
to see it from points several blocks distant. 
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Sell the Heater that Sellsitself! 


F1 HEARTH GLO Room Heaters are smartly 

styled to attract the eye —quality-built to 

x lA give years of satisfactory service—and so 

moderately priced that shoppers find them 
hard to resist. 


Merchants who stock and feature HEARTH 
GLO Heaters are building profits while they 
cultivate customer goodwill. Talk to your 
Jobber's Representative about HEARTH GLO 
Heaters NOW. 


ae eee OE be | 


Ye ot, F 
f ROOM HEATERS 


JACKES-EVANS MFG. CO., ST. LOUIS 15, MO.B es) oe a 


Ucn Flo circurators 
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Lue Some 


it happens all the time. Once a man uses a 
Griffin Hack Saw Blade, he comes back for more. 
When they keep coming back — you've got your- 
self a satisfied customer. 














Long Lasting Sharpness is one 


blades make for happy cus- 
tomers. Griffin does produce 
good blades — they've been 
making the highest quality 
saw blades since 1880. Ask 
your jobber or write us — 


ue . pide 
< ts) 
or pock nF nest 
= The e L- porP 
q gn th? ao 
ay 2 wi q-i™ 


por” 
Display packed 
at no extra charge, 


G.W. GRIFFIN CO. 


Pranklin 







New Hampshire 







General Sales Agent 
JOHN H. GRAHAM & CO., INC. 
105 DUANE ST. ¢ NEW YORK &, N. Y,. 
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good reason why Griffin | 


End-of-Table Platforms 
Ring Up Extra Sales 








An end-of-table platform for adding extra display space. 


Harry Smith, manager, Moline 
Hardware, 1414 N. Main St., Rock- 
ford, Ill., has added considerable 
display space to his store by adding 
|a few end-of-the-table platforms. 
'More important, these platforms 
| have been the direct cause of many 
|impulse sales. One example is a 
| vacuum cleaner display used from 
time to time on a platform 4 in. 


high, 1 ft. wide and 3 ft. long. The 
platform has been covered with a 
thick, mottled-effect paper. 
Another space saver is in the 
form of three tables measuring 3 
by 12 ft., used in the center of the 
store, to make wider aisles to in- 
duce more customers to visit de- 
partments in the rear of the store. 
The low ends of the table platforms 











One of the three 3 by 12-ft islands used in the center of the store. 
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MILLERS FALLS 
re IRA? , 


No. 900 Workshop Accessory Display. Here, 
in one colorful, sturdy self-service display, you 
have the attachments power workshop owners 
want the most. Free with initial order for the 
accessories that go on it. 





No. 500 Hack Saw Frame Display. One 
of the most striking displays we've ever of- 
fered. A beautiful fixture that does a great 
selling job. Free with order covering 2 each 
of Millers Falls 3 most popular frames. 


ee Tleu 


MOLYBDENUM-ALLOY STEFF 


VES abs 
= 


| I Mi \ i 


No. 825 Nail Set Display. Takes only 1/3 
sq. ft. of space. Multiplies sales of the new No. 
800 Series Molybdenum Alloy Nail Sets with 
hard, “super-tuff” points. Free with initial order 
for 3 dozen nail sets. 











5 Sure Ways 





No. 294 Automatic Screw Driver Display. 
An attractive, sturdy unit that lets customers 
actually try the No. 29 Screw Driver it displays 
and sells. Free with order for 4 Screw Drivers 
and 1 set of attachments. 





No. 4100 Countersink and Screw Driver 
Bit Display. A solid, well-built unit that will 
stimulate many “impulse” sales for these small 
tools in your store. Free with order for 18 
assorted countersinks and 6 screw driver bits. 
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o}sell more tools 


In hundreds of stores, these colorful, 
money-makers have proved their abil- 
ity to produce profitable, extra sales. 
They take very little space — do a big 
selling job without time or effort from 
store personnel. Put them all to work 
in your windows and on your counters. 
THEY COST YOU NOTHING —free 
with your order for the tools they sell. 
Place an order with your jobber for all 
8 or write MILLERS FALLS COMPANY, 
Greenfield, Mass. 


She Mark of Superiority. 


MILLERS FALLS 


TOOLS 


W/E Vpters Fills NEST 0" SAWS" 
an a (o 
Te a a 


Cuts Most ANYTHING Ahost ANYWHERE | 


No. 725 “Nest of Saws” Self-Sale Dis- 
play Cards. One of the fastest sellers we've 
ever introduced. Carded for maximum dis- 
play with minimum sales effort. Packed four 
units to a box. An item it really pays to push. 











i 


& TUF-FLEX Ld 
Sehee Fem. # 70s =a 
wr 
WLS S415 (0 GREENL.D MASS 


No. 550”Tuf-Flex’’® Display. Featuring super- 
flexible, super-tough “‘Tuf-Flex” blades — finest 
of all general purpose saws. Free with order 
for 50 10” and 50 12” blades with assorted 18-, 
24- and 32- tooth pitch. 











No. 2222 “Blu-Flex’’* Hack Saw Blade Dis- 
play. A real business builder for remarkable 
new high-speed, flexible “‘Blu-Flex”’ blades. Free 
with order for 25 10” and 25 12” blades with 
assorted 18-, 24- and 32-tooth pitch. 
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CHENEY 


atel/ Mate) (ellate) 
hammers 


known 
everywhere 


Soles Representatives: = 
JOHN H. GRAHAM & CO., INC, KS 
Hew York, #. ¥. 
SANFORD BROTHERS 
Chattanooga, Tenn, 


rive nail where de- 
sired with claw end of 


hammer face at usua 





The hammer holds the nail 
__ YOU ONLY DO THE DRIVING 


Cheney 


HENRY CHENEY HAMMER 
CORPORATION 


LITTLE FALLS, N.Y. 
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Two-shelf auxiliary display at the end of a standard 
size island is excellent for showing vacuum jugs. 


| are used in conjunction with stand- be more easily seen at such spots 
ard width tables as well as the nar- and do not block traffic. These plat- 
row units Mr. Smith utilizes. forms have been found particularly 


Most of the platforms are at useful for highlighting seasonal 
crossover aisles because they can merchandise. > 





HARDWARE HUMOR 
By Hardware Age 
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“It's a very nice display Herbert, but the sign will never do." 
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A Profit Package by NATIONAL LOCK 


BALL BEARING CASTERS 


; 
¢@ 70748 i 295 A62-296 ¢ 70758 


\N 


NATIONAL LOCK COMPANY 


ROCKFORD ILLINO#S 


iy 


Ball 
Bearing 


CASTER 


462-005 


J 


A62-7058B 


BOARD No 


ne ci. 


ee 


A62 


BEAUTIFULLY DISPLAYED... ATTRACTIVELY CARTONED... COMPLETE 


Ball bearing, stem and plate type, chair casters... furniture casters . . . light duty casters... 


furniture glides...all are included in National Lock’s new profit-packed A62 assortment. 


A6é2 is complete... answers all customer requirements. Attractive counter board displays 


the full line... helps you sell over and over again. @ National Lock casters are made 
of finest quality materials. Double or single race ball bearing construction provides smooth 
operation and long life. Rubber wheels, phenolic wheels and clear polystrene. wheels 
are included. e Casters are packed, complete with sockets, in rugged, easily identified 


cartons. Cartons are compact to save shelf space. Ask your regular supplier about A6é2 now. 


BALL BEARING CASTERS.. 
ENGINEERED TO ASSURE 


TROUBLE-FREE SERVICE 


I 


aw 


zi 
<——SJ 
A62-7074B8 A62-3286 


A62-296 A62-7054B 


distinctive hardware...all from 1 source 


NATIONAL LOCK COMPANY 


ROCKFORD, ILLINOIS ° MERCHANT SALES DIVISION 
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How to Improve Your 
Store Operations 


By FRED MERISH 


Business Writer 


When an accounting period is 
over, some hardware dealers feel 
that prior operations are a closed 
book. They look forward only to 
the work cut out for them in the 
days to come. Foresight is essen- 
tial to successful accomplishment, 
but foresight without hindsight to 
guide it, seldom achieves success. 
One must look at past experiences 
to be able to look forward with 
wisdom. 

Too few hardware dealers, how- 
ever, look at past periods to help 
them look ahead. The common 
practice is to focus attention on 
the net profit shown on the cur- 
rent income statement, compare it 
with the net of prior periods and 
exult or cry over the outcome. This 
cursory attention paid to prior 
operating results begets inefficient 
management. The figures on the 
current operating statement are 
emissaries of important business 
facts that the dealer needs to guide 
him toward profitable operation in 
the next period so he should re- 
view his annual statement thor- 
oughly. If necessary, he should dig 
into the recordings in his books 
to get the data needed to guide 
him in the management of his 
business during a subsequent pe- 
riod. 

There are eight main points to 
consider when reviewing business 
activities for a prior period, 
whether for a year or a month. 

(1) Did your net profit increase 
or decrease and why? Too many 
dealers accept an increase or de- 
crease in profits without knowing 
the why behind the result. This 
is bad business management. You 
should know why you get certain 
results, otherwise you’re doing 
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business in the blind, taking pot- 
luck. No businessman can be as- 
sured a profit, but he can bolster 
his chances for success by review- 
ing operations at the end of a pe- 
riod so that he knows what he did 
to get what he got. 

There are so many different 
reasons why a dealer will find an 
increase or decrease in profits on 
his operating statement that we 
shall not try to detail them here. 
The dealer will have to analyze his 
own figures to find the reason for 
any variances. Often such investi- 
gation will disclose weaknesses 
that can be corrected in subseauent 
periods, or it may reveal certain 
effective methods that have in- 
creased sales or profits. In the 
course of a busy year, the effective- 
ness of a certain advertising pro- 
gram, certain types of store 
displays, the sale of too much low- 


Here are the 8 key points of 
your financial statement that 
will quickly tell you which are 
the strong and weak points of 
your store operations. An an- 
alysis of these key points will 
show you what must be done to 
improve your store operations 


margin merchandise, a low average 
unit sale, a badly balanced mer- 
chandising program, high customer 
turnover, or unprofitable estimat- 
ing in the service department, are 
important factors which may have 
been forgotten. Yet, they may have 
been the prime reasons why profits 
were higher or lower on the cur- 
rent operating statement. 


(2) Has the return on capital 
investment increased or decreased? 
In the final analysis, this is the 
best yardstick of managerial effi- 
ciency. Many dealers think only of 
the net profit on sales which is not 
a conclusive figure. The return on 
your net worth is the real arbiter. 
If this return is decreasing, you 
had better overhaul your business 
practices from start to finish. 
There are sO many reasons why 
this return is often too low. You 
may have too much money invested 





the change? 


trade experience? 
which are not? 


health? 





Check These 8 Key Points in Your 
Financial Statement 


|) Wes your profit up or down? Do you know exactly what caused 


(2) What is the trend of return on invested capital? 
(3) How is your average inventory? 
(4) How were collections? Is this better or worse than average 


(5) Can you tell specifically which departments are profitable, 
(6) Are your records adequate for determining your financial 
(7) Have you maintained your average margin? 


(8) Have you reviewed your tax expenses to obtain the maximum 
potential savings from this source? 
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in your business for the sales you 
get, your equipment may be in 
poor shape, your help may do its 
work inefficiently, your custumer 
turnover may be too high, your net 
worth may be flooded with water, 
management in general may be 
bad, etc. Only a complete renova- 
tion of your business practices and 
figures will disclose the reason for 
a low return on invested capital 
and you’ll have to make a searching 
analysis yourself or employ a com- 
mercial counselor or an accountant 
to aid you. 


Inventory in Dollars? 


(3) What is the average inven- 
tory carry in dollars? The money 
you have invested in inventory is 
a factor in profitable operation. 
Some dealers carry high average 
inventories for the amount of busi- 
ness they do. Others do much more 
business on a much lower invest- 
ment in the carry. Keep the inven- 
tory investment in dollars as low 
as possible. Compare it from year 
to year. Determine the turn by di- 
viding the inventory carry into the 
sales volume and you will usually 
find that where the turn is lower, 
the profits are lower even though 
you sold more goods in one year 
than in another. 

Of course, if stocks become 
scarce in this war economy, the 
dealer will worry more about get- 
ting enough goods to sell. than 
about his inventory investment, 
yet, the principle discussed here 
should be kept in mind because it 
is an essential to good business 
management. 

(4) How were collections during 
the prior period? On bad debts? 
Take the total of accounts receiv- 
able and compare it percentagewise 
to sales. Is it higher or lower than 
prior periods? If higher, review 
your collection system and prac- 
tices. Maybe they need improve- 
ment. You can do the same thing 
on collections as on _ inventory, 
freeze too much money in a fixed 
total that remains the same from 
month to month or increases so 
that you never liquidate this as- 
set. As fast as you collect, other 
accounts of similar value take their 
place. Try to keep receivables down 
to a minimum. They will tend to 
increase in this war economy as 
money gets more abundant. If 
your bad debts have increased in 
proportion to credit sales, then 
stiffen your credit investigations. 
You are passing out too much 
credit to poor risks. 

(5) Do you departmentalize? 
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Many dealers do not, hence, they 
cannot review operating results 
effectively because they cannot 
trace profit or loss to source. If 
you sell a variety of lines and have 
a service department and you lump 
your sales for the business as a 
whole, some departments or lines 
may be losing money but they will 
be invisible losses and you'll go on 
losing money in the next period. 
One dealer consulted us in 1950 
about the poor showing his busi- 
ness had made. He had come to 
the conclusion that one of his em- 
ployes was stealing money or stock 
and he asked us to make a detailed 
audit of the inventory and cash. 
We found nothing wrong, but in 
going over his books, we noticed 
that he lumped his sales, and when 
we sub-divided them into five de- 
partments, we found that he was 
losing money in two departments, 
just about enough to accoun* for 
the variance shown on his state- 
ment. In all lines there is a ten- 
dency to add new departments, 
sometimes related and sometimes 
not, in order to reduce the over- 
head ratio to sales and this makes 
departmental accounting more nec- 
essary today than in years gone by. 


Auxiliary Records 


(6) Do you have ample auxiliary 
records to supplement your regular 
books in order to get the business 
facts needed to conduct operations 
with maximum efficiency in this 
war economy? These records are 
of many types and their use de- 
pends upon business requirements. 
Among the most important are the 
following: 

Inventory sheets—To list the in- 
ventory count in detail so that the 
book figure on inventory can be 
substantiated at any time. Income 
tax auditors, knowing that inven- 
tory is an important factor in de- 
termining profit, check the detailed 
figures carefully. If detail is not 
available or is badly recorded, the 
dealer may have a hard time justi- 
fying the accuracy of his return. 

Budget—A preview of operations 
for a forthcoming period, the 
budgeted figures to be checked 
against actual results. 

Collection punch-up cards that 
come to attention on the dates 
they become past due so that one 
can follow up the delinquents 
promptly. 

Withholding forms—Tax with- 
holdings will be easier to record 
and report to the Treasury if the 
dealer uses forms printed specially 
for this purpose. 


Monthly past-due sheet—Sum- 








DISPLAY BOARD DEAL 


EXTRA PROFIT! 


@ You make your usual liberal 
mark-up PLUS $1.95 EXTRA 
profit on these Hall-Wessel 
house numbers! We give you a 
sales-making display board — 
mounted with thirteen 15c nu- 
merals with the assortment 
listed below. Rush your order 
(through your JOBBER) for 
this timely money making deal! 

Hall-Wessel precision pres- 
sure cast authentic Colonial nu- 
merals have outstanding beauty, 
detaik and finish. Their style, 
plus an amazingly low price, 
assures volume sales wherever 
displayed. 


LOOK WHAT YOU GET 


Assortment No, 2 


i dz. #6 
1 dz. #7 


Assortment No. 
3dz. 21 | dz 4 dz. 
3dz. #2 dz. § 3 dz. 
2dz.23 3dz. 3 dz. 
1 dz. #4 1 dz. 1 dz. 
1 dz. #5 2 dz. 
1 dz. #6 
1 dz. 


B 6d dz. 


PLUS Display Board with 
13 Assorted Numbers FREE 


Hall-Wessel makes an attractive 
line of finely finished pressure cast 
hardware specialties, Coat and Hat 
Hooks, Sash Fasteners, Bar Lifts, 
Door Stops, etc., all priced for vol- 
ume! Sold nationally through pro- 
gressive jobbers. Write today for 
jobber’s name. 


HALL-WESSEL CO. 


SAS, 2116-26 W. NICHOLAS ST. 
== PHILADELPHIA 21, PA, 
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Can’t beat JENKINS 
GOLD SEAL TAPE 





Features like 
these mean volume sales! 


GUARANTEED FOOTAGE— full measure 
in every roll. 

NO WASTE— Gold Seal Friction Tape tears 
evenly, does not ravel, conforms closely to 
uneven surfaces. 

HIGH DIELECTRIC STRENGTH — less foot- 
age is needed per job with Gold Seal. One 
thickness insulates. 

LASTING “TACK"'— adhesive compound is 
prepared under laboratory control; Gold Seal 
sticks to the job under severe conditions of 
cold and moisture. 

EASY HANDLING — does not peel, dry out 
or smear the hands in hottest weather. 
CELLOPHANE-WRAPPED — keeps Gold 
Seal Tape factory-fresh until ready to use. 















PACKAGED FOR 
EVERY NEED— 
In single rolls and 
handy 10-roll con- 
tainers, it's the best 
buy in tapes. 
Jenkins Bros. (Rub- 
ber Division), 100 
Park Ave., New 
York 17, New York, 





FRICTION . . . RUBBER 


MADE BY JENKINS BROS... . 
MAKERS OF FAMOUS JENKINS VALVES 
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mary of past-due accounts for 
quick review. Keeps down bad 
debt losses. 

Stock control cards—To give the 
turn per unit, the maximum and 
minimum quantities to carry per 
unit and the movement of stock 
from supplier to customer to aid 
in buying and selling with maxi- 
mum profit. 

Customer cards—To provide a 
historical record of transactions 
with customers, potential future 
business with them, their buying 
habits and other information that 
may be of value on future contacts. 

Salesmen’s_ reports— Daily or 
weekly, to enable a dealer to keep 
track of the selling efficiency of 
each salesman when working in- 
side or outside the showroom. 

(7) Is your average margin on 
sales up to standard? If you are 
slipping on margin, you are in a 
bad way because this figure should 
remain high enough to cover over- 
head and net profit. You are at a 
disadvantage here if you do not 
departmentalize because the mar- 
gin may differ with the sales classi- 
fication. This is usually the reason 
why the margin percentage as 
shown on the profit and loss state- 
ment will register a decrease even 
though the sales volume remains 
about the same. 

The explanation is simple. In 
one period a dealer may sell a high 
percentage of high-margin lines 
and in that period the composite 
margin on the profit and _ loss 
statement will average high. In 
the next period, the same dealer 


will sell a high percentage of lines 
on which the margin is not so high, 
hence, the composite margin may 
average low even though sales are 
about the same. 

Watch the average margin for 
your business as a whole and for 
the departmental classifications into 
which you have grouped your di- 
verse lines in order to get a more 
precise picture of profit or loss. 

(8) Do not include income taxa- 
tion when appraising business 
operations. Review your tax ex- 
pense separately at the end of the 
period to determine where savings 
may have been effected and use 
this information to guide you in 
supervising tax expense economi- 
cally during the period tocome. The 
tax rates increase or decrease arbi- 
trarily, hence, these changes are 
beyond the control of the dealer, 
but he can effect legitimate savings 
on tax by taking advantage of all 
allowable deductions and handling 
transactions in such a way through 
an accounting period that he gets 
all the tax benefits coming to him. 

When you have reviewed your 
business figures for the current 
period, when you have gone be- 
hind these figures to determine 
why certain items on the profit 
and loss statement or balance sheet 
were high or low, then you are in 
a preferred position to preview 
operations for the accounting pe- 
riod to come. Then you will be able 
to manage your business with the 
precision control essential to profit- 
able operation in the critical days 
to come. 





HARDWARE HUMOR 
By Hardware Age 























. Pssst! Not that one, Harry. 





That's the one | bring my lunch in.” 
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Unless dwindling scrap piles are 
replenished immediately, steel 
production will suffer. Extra 
scrap is needed—above and be- 
yond the ‘‘working’’ scrap which steel users regularly sell. 


Comb YOUR Plant / 


How much valuable scrap do you have just lying around? Old machines 
and equipment . . . useless parts ... odds and ends. This is the kind of 
scrap that’s urgently needed now. It will get more steel for everybody. 


Heres a Quick Way- 


Put one man in charge of getting all the scrap in your operation collected 
and turned over to your scrap dealer. Set the date for the job to be done. 


Qott¥WOW/ 





JONES & LAUGHLIN STEEL CORPORATION 
PITTSBURGH 30, PA. 
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means VIGORO: 


sales and profits 
for you! 





MAKE A SECOND PROFIT 
Sell them End-o-Weed, too— 


for weed-free lawns. 


Vigoro and End-o-Weed just nat- 
urally sell together during the fall 
because fall is the ideal time to 
feed a lawn—an excellent time to 
eradicate weeds. Make the most 
of this opportunity and display 
the two together in a prominent 
spot in your store. You’ll make 
2 profits . . . 2 sales without any 
extra effort on your part. 


*VIGORO is the Trade-mark for 
SWIFT & COMPANY'S complete 
balanced plant food. 











End-o-Pest . . . all the 
pest protection most gar- 
dens need. 


. .. destroys 
over 100 dif- 
ferent weeds 


= 





Presented by SWIFT & COMPANY 
Plant Food Division + Chicago 9, Ill. 
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Uses Sidewalk Display for Daily Specials 






S 


This "Special Today Only" table outside the Felix Borne Hardware Store, 611 Patterson St., 

Algiers, La., has been a good traffic stopper for 15 years. Felix Borne, one of the owners 

of the store, is shown at the table. This unit is used for seasonal items and for occasional 
close-outs and has produced results. 





A specially constructed electrical housewares display, between two center pillars, enables 

Billman's, Minneapolis, to turn waste space into profits by creating impulse sales. The 

location of this 10-ft display fixture makes it impossible for customers to miss it. The 

bottom shelf, close to the floor, is of wood, covered with linoleum. The upper shelves are 
of glass to show off the shining items in an inviting manner. 
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In 1940, Geuder, Paeschke & Frey introduced 
the Original, All-Metal Ironing Table. . 
MET-L-TOP. It marked the first major im- 
provement over the old-fashioned ironing 
board. It would not warp, crack or catch fire 
from an over-heated iron. The smooth-as-glass 
white enameled top was ventilated to carry 
away excess steam and moisture, bringing 
new speed and ease to ironing. 


The MET-L-TOP Ironing Table was an in- 
stant success, and today dealers report that 
metal ironing tables outsell wooden boards 10 
to 1. There have been imitators, of course, 


coon OR , fitung oO 
$ "Guaranteed by % 





but the same ingenuity, foresight and engi- 

neering skill that developed the original all- 

metal ironing table has kept MET-L-TOP out 

front ... “Number 1”’ in the ironing table field 
. with more features that women want. 


MET-L-TOP developed the exclusive double 
top that never sags or buckles... adjustable 
height that reduces ironing fatigue . . . Protecto- 
Rest that serves as a hanger or rest for stand- 
ing table on end, and the FIRST all-metal 
sleeve board. MET-L-TOP was FIRST, and is 
still foremost in NATIONAL CONSUMER 
ADVERTISING of Metal Ironing Tables. 


>) 
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KEEP STEP: WITH PROGRESS. 
THE ORIGINAL” CRS EMET-L-TOP 


GEUDER, PAESCHKE & FREY CO. 


Milwaukee |, Wisconsin 
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(Model C-680) 
Established 
Retail Price $14.95 
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sells the 


~ YANKEE” 


130A Q-R Spiral 


A tool that makes time for 
your customers makes sales 
for you. The ‘Yankee’”’ 
130A converts a simple, 
easy push into a power- 
spin that drives the screw 

home. The quick-return 
(Q-R) spring automati- 
cally returns the handle 
for another power drive. 
Keeps the bit in the 
screw slot. Makes an 
easy one-hand job of 
driving and drawing 

screws even in awk- 

ward positions... 
overhead or down be- 
low, in narrow places 
or “‘blind’”’ applica- 

tions. That’s the 

kind of speed with 

manpower econo- 
my aman can see 
in a moment and 
buy without hes- 


itation. That’s 
worth money 
on the assem- 
bly line, in the 
shop, for all 
kinds of mainte- 
nance work. Built 
to do hard work 
the easiest way... 
for years and years 
of willing service. 





bits with counter= 
centering sinks 
sleeve 


extra / 
bits | 


drills: sockets 


/ 
“YANKEE TOOLS 
NOW PART OF 


NORTH BROS, MEG. CO. 
Philadelphia 33 2m 
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Hardware and allied 
trade events up-to- 
date in each issue 
of Hardware Age 





National Events 


American Hardware Manufacturers 
Association, joint convention with 
the National Wholesale Hardware 
Association, Oct. 14-18, at Atlantic 
City, N. J. Hotel headquarters, 
Marlborough-Blenheim Hotel. Con- 
ference Booth Plan at Convention 
Hall. Arthur L. Faubel is secretary- 
treasurer of the manufacturer’s as- 
sociation with headquarters at 842 
Madison Ave., New York City 17. 


Bicycle Institute of America, annual 
convention, week of Jan. 14, 1952, 
at Boca Raton, Florida. Sponsored 
by Bicycle Institute of America, 
Inc., 1 E. 57th St., New York City 
22. 


Builders’ Hardware Exposition and 
Convention, Sept. 17-19, at the Pal- 
mer House, Chicago. Sponsored by 
the National Contract Hardware 
Association and the American So- 
ciety of Architectural Consultants. 
Managing director, John R. Schoe- 
mer, 420 Madison Ave., New York 
City. 


Golf Tournament, sponsored by the 
Hardware Golf Assn., Sept. 10-12, 
1951, at the Broadmoor Hotel, Colo- 
rado Springs, Colo. Secretary, Wil- 
liam J. Shaw, 4415 W. 72nd Ter- 
race, Mission, Kan. 


Industrial Packaging and Materials 
Handling Exposition, Oct. 1-4, at 
Cleveland Public Auditorium, Cleve- 
land, Ohio. Sponsored by the So- 
ciety of Packaging and Materials 
Handling Engineers. 


| Industrial Supply Convention, May 


19-21, 1952 at Atlantic City N. J. 
Sponsored jointly by the American 
Supply & Machinery Manufactur- 
ers’ Association, R. Kennedy Han- 
son, general manager, 1346 Con- 


necticut Ave., N. W., Washington, 
D. C.; the National Industrial Dis- 
tributors’ Association, H. H. Rine- 
hart, executive secretary, 1900 Arch 
St., Philadelphia 3, N. Y.; Southern 
Industrial Distributors’ Association, 
E. L. Pugh, secretary - treasurer, 
712 Volunteer Bldg., Atlanta, Ga. 


National Hardware Show, Oct. 8-12, 
at Grand Central Palace, New York 
City. Sponsored by National Hard- 
ware Show, Inc., 331 Madison Ave., 
New York 17. Frank M. Yeager, 
managing director. 


National Housewares and Home Ap- 
pliance Exhibit, Jan. 17-23, 1952, 
at the Navy Pier, Chicago. Spon- 
sored by the National Housewares 
Manufacturers’ Association, A. W. 
Buddenberg, executive secretary, 
1140 Merchandise Mart, Chicago. 


National Wholesale Hardware Asso- 
ciation, joint convention with the 
American Hardware Manufacturers 
Association, Oct. 14-18, at Atlantic 
City, N. J. Hotel Headquarters, 
Marlborough-Blenheim Hotel. Con- 
ference Booth Plan at Convention 
Hall. Thomas A. Fernley, Jr., is 
executive secretary of the wholesale 
association with headquarters at 
1960 Arch St., Philadelphia, Pa. 


Sporting Goods Show and convention 
(National), Jan. 20-23, 1952, at the 
Morrison Hotel, Chicago. Sponsored 
by the National Sporting Goods 
Assn., 1 No. LaSalle St., Chicago 2. 
G. Marvin Shutt, secretary. 


Sportsmen’s Show: 15th National 
Sportsmen’s and Vacation Show, 
Feb. 16-24, 1952, at the Grand 
Central Palace, New York City. 


(Continued on page 149) 
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Cater to these 


BACKYARD SPORTSMEN 


this Spring“and Summer 


These low-cost units make \ AT 
OUTDOOR FIREPLACES A 
easy to build, fun to use NICE 


5 | PROFIT 
F 







More home recreation is 
centering around Outdoor 
Fireplaces. This popular 
trend opens markets for 





you to supply these all- iw 


| 
Outdoor Cooking 
(and eating) 


offer great sport 
for all the family 


metal “cores” that fit in- 
side any masonry design. 


The Majestic Company 
304-C Erie St., Huntington, Ind. 











TO DEALERS: | 
Your Copy* FREE / : 


NEW 52-page idea ae 
book of Outdoor i Tea 


Fireplaces i 
*More copies avail- ; ' 


able at nominal g 
cost for you to sell aa iy 
Gena at 25¢ each. ay ' 
e ' 
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Deailr The Book Helps You Sell The Units | 








Wright Fur Farm 
Netting is always 
reliable . . . a prime 
necessity in fur 
farming. Carefully 
and evenly woven 
from quality wires 
heavily and brightly 
galvanized by the 
Wright process. 
Made in sizes to 
meet various 
requirements. 


GE WRIGHT wee co 


WORCESTER * MASS. 
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The Smart Shooters Wa 
HOPPE PRODUCTS 


because they know that the name “Hoppe” attached to 
ANY gun cleaning product means the utmost in gun 
cleaning, care and protection. Hoppe’s No. 9 Solvent 
IS the most efficient remover of primer, powder, lead 
and metal fouling. Hoppe’s Patches ARE tough and 
calibered to fit all guns. Hoppe’s Lubricating Oil is 
made especially for guns and fishing reels and 
Hoppe’s Gun Grease DOES give long time gun pro- 
tection. Your Jobber sells these consistently advertised 
and widely used products. Ask him. 


FRANK A. HOPPE, Inc. 
2314A North 8th St., Philadelphia 33, Pa. 
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Stock Up Now! 
imperial 
Calf and Cow Weaners 





Aluminum 3345 


Now's the time to capitalize Sizes 1-2-3 


on the seasonal demand for 
Imperial Calf and Cow Wean- 
ers. Scientifically constructed, 
they do a complete, thdro- 
efficient job. What's more— 
Imperial’s quality builds re- 
peat business through cus- 
tomer satisfaction. Order from 
your jobber now! 





Sure Cure 
Calf Size 205 


IMPERIAL | Cow Size 2206 


BIT AND SNAP COMPANY 
RACINE, WISCONSIN | 

















Eureka Calf 
and Cow +260 


Sure Cure 

Dull Disc Type 
Calf Size 2203 
Cow Size 7204 
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R d h 7 7 or 
ugge sited toug For trucks that are right on the job —always C 
a nd eh rifty too i on the job —see these new Chevrolet trucks. —- 
/ - They’re able to carry the loads you handle, 
and able to keep on carrying them through 
coh a tek, Tikes’ Pittsburg 
tough job after tough job. ey’re eco- aaaheth 
nomical and easy to handle, too . . . loaded Syria | 
with new features that pay off for you os Op 
on every job. Features like the new self- a 
a ° Sports 
ADVANCE- DESIGN energizing brakes for more stopping power. 210. 1 
And like Chevrolet’s Dual-Shoe parking Boston 
brake . . . engineered for greater holding ote , 
power. Here are trucks that offer important troit | 
new comfort features. Ventipanes for con- 15-23, 
i . Groun 
, e trolled ventilation, and new cab seats for 
ais “i and ce more riding comfort. In every way, these 
first m 2 alue 4 Chevrolet trucks are right for your job. 
\ first ve es. See them at your Chevrolet dealer’s now. Calforni: 
vst in Sar; ciation 
- ( CHEVROLET DIVISION OF GENERAL MOTORS 11-13 
— % ’ DETROIT 2, MICHIGAN ? 
; N) Franc} 
tary-n 
Franc 
Iowa Re 
and e 
Moine 
Exhib 
, ADVANCE-DESIGN TRUCK FEATURES Fair ( 
TWO GREAT VALVE-IN-HEAD ENGINES—the _ shifting e HYPOID REAR AXLES—for depend dels « NEW CAB SEATS—for complete Jacobs 
105-h.p. Loadmaster or the 92-h.p. Thrift- ability and long life e NEW TORQUE-ACTION riding comfort « NEW VENTIPANES—for 
master—to give you greater power per gallon, . BRAKES—for light-duty models « PROVED improved cab ventilation « WIDE-BASE Wiscons 
lower cost per load « POWER-JET CARBU- DEPENDABLEDOUBLE-ARTICULATEDBRAKES | WHEELS—for increased tire mileage » BALL- ventio 
RETOR — for smooth, quick acceleration —for di duty dels « NEW TWIN- TYPE STEERING—for easier handling « UNIT- Milwe 
response « DIAPHRAGM SPRING CLUTCH— ACTION REAR BRAKES—for heavy-duty DESIGN BODIES—for greater load protection Schro 
for easy-action engagement « SYNCHRO- models e NEW DUAL-SHOE PARKING BRAKE e ADVANCE-DESIGN STYLING—for increased Secret! 
MESH TRANSMISSIONS—for faust, smooth —for greater holding ability on heavy-duty comfort and modern appearance. Point. 
Amo 
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Convention Calendar 


tlways 

rucks. (Continued from page 146) 

a . 

—, Regional Events 

rough 

’ Pittsburgh Wholesale Merchants As- 

Sop ag sociation, 19th Merchandise Mart, 

oaded Syria Mosque, Pittsburgh, Sept. 10- 

r you 13. Open to public on final day. 

 self- Sportsmen’s Shows: New, England 

ow Sportsmen’s and Boat Show, Feb. 
oo 2-10, 1952, at the Mechanics Bldg., 

rking Boston, Mass., Feb. 2-10, 1952. De- 

ding troit Congress Sportsmen’s and 

Boat Show (includes annual De- 

rtant troit News Travel Show) March 
con- 15-23, 1952, at the State Fair 

s for Grounds, Detroit, Mich. 

these 

job. State Events 

now. Calfornia Retail Hardware Asso- 

S ciation, convention and exhibit, Feb. 





11-13, 1952 at Fairmont Hotel, San 
Francisco. K. B. Jacobsen, secre- 
tary-manager, 1355 Market St., San 
Francisco 3, Calif. 


Iowa Retail Hdwe. Assn., convention 
and exhibit, Feb. 12-14, 1952, Des 
Moines. Headquarters, Hotel Savery. 
Exhibit, Iowa Exhibit Bldg., state 
Fair Grounds. Secretary, Philip R. 
Jacobson, Mason City. 


Wisconsin Retail Hdwe. Assn., con- 
vention and exhibit, Feb. 5-7, 1952, 
Milwaukee. Headquarters, Hotel 
Schroeder, Exhibit, Auditorium. 
Secretary, H. A. Lewis, Stevens 
Point. . 





Monument of States 
Advertises Store 


Among the tourist attractions in 
Kissimmee, Fla., is the Monument 
of States which advertises the 
Osceola Hardware Co. in that town. 
Prominently located, the pyramid 
contains stones from every state in 
the Union and from 20 foreign 
countries and has an inscription in 
the cement walk surrounding it 
telling of the contributions of 
Osceola Hardware. 

The 50-ft.-high pyramid is 
topped with a sphere of solid con- 
crete 3 ft. in diameter, surmounted 
with a solid concrete American 
bald eagle, cast in one piece. The 
big bird has a wing spread of 6 ft. 
and weighs 526 Ibs. Cement for the 
eagle and the globe were the dona- 
tion of the hardware firm. Says J. 
E. Lufer, manager of Osceola 
Hardware, “This inscription has 
made us known to hundreds of 
tourists, and keeps us in the minds 





My 





Nu Oales lools 
that build bolt business! 


The five “bolt salesmen” pictured above have boosted fastener 
sales for thousands of hardware retailers. 

The chests and the “Speed Merchant” are pretty scarce now 
because of steel shortages, but some distributors still have a 
few on hand. 2 

If you, too, want thfs team to go to work for you, better call 
your distributor immediately. He may be able to supply you. If 
not, we suggest you buildup your bolt stock anyway—‘“‘justincase”’. 


The LAMSON & SESSIONS Ga. 


General Offices: 1971 West 85th Street . Cleveland 2, Ohio 
Plants at Cleveland and Kent, Ohio «+ Chicago «+ Birmingham 


anmdgon 
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arate, 
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HOUSEHOLD REPAIR HEADQUARTERS 


of permanent residents of the 
area.” 
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All Larson Household Hard- 
* » « ware packed in plastic bags 
on colorful cards for quick counter sales. 


See Your Jobber 





ce, 


MODERN 
HOUSEHOLD 








CHAS. 0. LARSON CO. 


STERLING, ILLINOIS 

















JOHN H. BRANDES, 
JR., has been operating a 
hardware business and 
tinshop in Marine, IIl., 
since 1900. The business 
was later expanded to in- 
clude auto sales and ser- 
vice and a filling station. 
Mr. Brandes was active in 
all branches until 1947, = 
when his health no longer 
permitted him to continue 
with the heavier work so 
he now limits his work to 
the hardware store. Two 
daughters assist him. He 


JOHN H. BRANDES, JR. 


held office as village president for several terms. 


Mr. Brandes celebrated his 80th birthday on 
July 5. 


MAX S. ROSENFELD, 
president of M. S. Rosen- 
feld Bros., 58 E. 115 St., 
New York City, started 
work in his father’s hard- 
ware store at an early age, 
working after school. The 
present business was start- 
ed 44 years ago at the 
same address. Mr. Rosen- 
feld’s two brothers, Reu- 
ben and Jesse, are asso- 
ciated with him. Mr. 
Rosenfeld was a former 
vice president of the Em- MAX 8. ROSENFELD 
pire City Hardware & Sup- 
ply Association. He is president of his synagogue 
and is treasurer of the Hebrew Orphans Home. 
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His favorite diversions are fishing, traveling, col- 
lecting old coins and Hebrew religious objects, 
and spends much time gardening and swimming 
at his summer home in Westport, Conn. 


CASIMER C. SNEE, 
president and chairman of 
the board of directors of 
Snee & Sunday Co., Inc., 
Scranton, Pa. started work 
with the same hardware 
business in 1895. Two 
years later he was ad- 
vanced to the shipping 
department. In 1902 he 
was promoted to builders’ 
hardware as inside and 
outside salesman to lum- 
beryards, industries, and 
contractors. The company 
which he heads was 
formed in 1921. Mr. Snee is affiliated with all 
branches of Masonic orders and is a member of 
the Scranton Chamber of Commerce. 





CASIMER C. SNEE 


LEWIS S. KEELER has 
been a salesman for the 
Gilbert & Bennett Mfg. 
Co., makers of woven wire 
fabrics, for 55 years; 15 
years in New England and 
40 years in the Southeast- 
ern states, and is still con- 
tacting wholesale hard- 
ware and mill supplies 
companies. He has been 
active in civic and busi- 
ness organizations’ of his 
home city, Norwalk, Conn., 
and during World War I 
served as food director for 
Norwalk and as a member of the draft board. His 
hobbies are organizing associations and horticul- 
ture. 





LEWIS S. KEELER 


CHARLES KUHN was 
the oldest active employee 
of the Manhattan Rubber 
Division, Raybestos - Man- 
hattan, Inc., Passaic, N. J., 
at the time of his recent 
retirement. He was a sales 
executive in the New York 
office and had served the 
company 57 years, having 
started as an office boy in 
1894, Mr. Kuhn is nation- 
ally known for rubber spe- 
cialties he developed and 
for which he established 
markets. When he started 
in the business rubber laboratories were unknown 
and compounding was done by a rule of thumb 
method. 





CHARLES KUHN 
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Tie in now with this 
“WIPE-ON” 






free New electro-cling 


vinylite display— 
worth 90c—for your window. 
Get the facts! Fill in coupon now. 


Sticks either side, on any glass 
surface. No water, no scotch 
tape needed. Can be relocated 


any place in your store any time. 











$100 U.S. Bond 

to lucky winner 
of big Wipe-On display 

contest! Get the facts! 

Clip coupon now. 

















free Up to 12% extra 


profit in equiva- 
lent-value prize awards when 
you tie in to Wipe-On. Get 
the facts! Send coupon today. 





















% big newspaper advertising 


pl us in your area this fall 


x» television in more cities 
than ever before 
% new big-value consumer premium 
that you can feature in your store! 





Embree Mfg. Co., Elizabeth 4, N. J. 







0 Send me FREE electro-cling display worth 90c. 
O Enter me FREE in both big Wipe-On dealer contests. 


0 Tell me all about Wipe-On and its consumer promotion in 
my area—also how | can tie in my own advertising. HA 














WHAT'S NEW 





Latest Information on New Hardware Merchandise 





(Continued from page 13) 


containers, and is made in a *4-in. 
width on both the 90-ft. and 30-ft. 





roll. Minnesota Mining & Mfg. Co., 
900 Fauquier St., St. Paul 6, Minn. 





Trash Bag Holder 


This kitchen aid, called Scrap- 
Trap, is a metal frame that holds 
moisture-proof Kraft disposable 
trash bags with a 6-qt. capacity. 
The frame attaches to the sink or 
wall, and can be snapped shut to 





lock in odors. The filled bag is 
easily removed from the frame. A 
display unit has the frame and bag 
attached to a masonite stand, and 
the message is printed in red and 
white. Central States Paper & 
Bag Co., St. Louis 15, Mo. 


Cable Meter and Reel 


This cable meter and cable reel 
have been added to the HyKon line. 
The cable meter No. 450 was de- 
signed for accurate measuring of 


152 


electric cable, wire rope, etc., from 
3% to 1% in. in diameter. It oper- 
ates forward or backward, and fea- 
tures easily read white numerals 
on black. The counter automatical- 
ly decouples as the material end 
passes through the meter; there is 
no slippage. Price: $185. The cable 
reel No. 480 has an inside coil 
diameter of 26 in., and coil support 
members are tubular semi-circles 
814% in. in diameter for large capac- 
ity. Price: $73.50. HyKon Mfg. 
Co., 163 E. State St., Alliance, Ohio. 


Chair Cover Set 
This chair cover set, a ruffled 
seat slip-on with matching back, is 


cA 





j 


of Vinyl quilted plastic, and is de- 


signed to fit standard household 
chairs, including upholstered types. 
It will not crack, peel, stain, or 
fade, and is easily cleaned with a 
damp cloth. Available in red, green, 
blue and yellow. Suggested retail 
price: $1.00 per set. Weiss & 
Klau Co., 462 Broadway, New York 
City 13. 


Horizontal Jet Pump 


This new horizontal jet package 
water system for deep wells, called 
Mid-Jet Fig. 4004, measures 18x 
1814 in. with a capacity to 540 gph. 
It is direct connected to a single 
phase %4 hp capacitor motor, with 
built-in overload protection, pres- 
sure switch set at 20 to 40 lbs., and 
an 8x14 in., 3 gal. galvanized tank. 
It handles many faucets at one 
time, giving all an even flow of 
water. Everite Pump & Mfg. Co., 
Inc., Lancaster, Pa. 
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Roach Control 


This odorless liquid coating, 
called No-Roach, is applied with a 
brush to surfaces where roaches 
and waterbugs gather. It is in- 
visible, stainless and _ sanitary, 
Roaches walking across it pick up 
a particle on their feet, become 
paralyzed and die within four 
hours. Stays effective for months, 
Available in 8-o0z. size, 89¢; pint, 





$1.69; or Gaston 


$2.98. 
Johnston Corp., 360 E. 55 St., New 
York City 22. 


quart, 


New Glue Can 


This new glue can _ features 
larger openings in the pint, quart 
and gallon sizes to allow easy use 
with a brush. The new can also 
carries the words “Genuine Hide” 





in white on the label. Franklin 
Glue Co., 119 W. Chestnut St., 
Columbus 15, Ohio. 


Stock Ladder 


This 4-step Stockart ladder has 
hangers that are adjustable for 
push bar heights from 30 to 38 in., 
and is mounted on ball bearing 
casters for easy movement without 
lifting. When the weight of the 
stock clerk is on the ladder, the 
casters automatically retract and 
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size imprinted on bottom of pon 
LASTS iOnce a 
EFFICIENT = gm 


STAYS BRIGHY 
DURABLE 


@ Two practical ideas will sell this merchandise off 
your shelves, as soon as women know you have it! 
(1) MIRRO Standard Sizes ...clearly stamped on 
the bottom of each piece ... make it easy for your 
customers to fit MIRRO baking pans to their 
home recipes or ready-mixes. (2) MIRRO Ideal 
Baking Finishes...shiny and heat-spreading for 
cakes and muffins; heat-absorbing Alumilite for 
crisp crusts or flaky pie shells... make it easy to 
select the right for the purpose. 


STANDARD SIZE 


for standard recipes 
end 


READY-MIXES 
















_- o 


















MIRRO Cooky and Pastry Press 


A hardware store natural! Self-selling 
package and complete recipe and instruc- 
tion book show how it 
makes cream puffs, eclairs, 
lady fingers, meringue 
shells, 12 different 
cooky shapes— 
MIRRO makes the 
sale for you! 







man 8, NFUND o> 


"Guaranteed by > 
Good Housekeeping 


22745 aovearist” ater 


















MANITOWOC, WISCONSIN 


CHICAGO 54 
UTENSILS 


ALUMINUM GOODS MANUFACTURING COMPANY ° 


MERCHANDISE MARI 


re ee ee) lomo me Gi. ic) 


NEW YORK 10 


MANUFACTURER 


FIFTH AVENUE BLDG 


WORLD'S LARGEST 


OF 
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PROFIT-MAKING 


Assortments 
with convenient, attractive 


Displays 


TURNBUCKLES ASSORTMENT 


52 turnbuckles in 10 fast selling sizes, boxed 
by size. Attractive display pane nel i is all metal, 
14” x 16” in 3 colors. A complete line of open 

* stock turnbuckles available. 











Turnbachles, Inc 


ee gYa BOLTS 
+ ; ; ® ~ 5 2 


EYE BOLT ASSORTMENT 


Deond by ook: Sindy Senton Sot alten 
size. Stu panel similar to 
turnbuckle panel. Eye Bolts in 12 sizes avail- 
able from open 








U-BOLT ASSORTMENT 


12 each of 5 popular size U-Bolts in dozen 
cartons. 3 color me board is 14” x 6”. 
U-Bolts also available foe open stock. 


Turnbuchles 


TURNBUCKLES, INC 


BOX 333, MICHIGAN CITY, INDIANA 


FACTORY. GRAND BEACH, MICHIGAN 














WHAT'S NEW 

















| steel 





Ballymore 


tubing frames. 
| Co., Wayne, Pa. 





Combination Scrub-Mop 


A new combination scrub mop, 
called Serub ’n Mop, scrubs and 
mops at the same time. It has a 
48-in. polished handle, and comes 
in size No. 30, complete, for $1.98, 
or No. 300 large, for $2.25. A re- 
fill for No. 30 is $1.79; for No. 300 
it is $2.05. There are table display 


LEINER'S 
“Gx 
THE PAT. PEND. 


HANDY SCRUB 
Gets The Stubborn Dirt 








LEAVES 
FLOORS 


it SCRUBS and MOPS at the same time 


stands and mats available. Geo. S. 
Leiner & Co., 1250-54 Brook Ave., 
New York City 56. 


Clock-Radio 


This new clock-radio Model 695, 
one of the 1952 Emerson line, is 
engineered to function automatical- 
ly in tuning in the radio program 
selected in advance, as well as to 
start electric appliances at a pre- 
set time. Other features are a 


two rubber tipped legs contact the 
floor. Ladder is all steel with %4 in. 


plastic cabinet, a large built-in loop 
antenna, and a sealed-unit perma- 
nent magnet dynamic speaker. Re- 
tail price: $29.95. Emerson Radio 
& Phonograph Corp., 111 Eighth 
Ave., New York City 11. 





Large Corn Popper 


This 4-qt. Jumbo corn popper is 
of heavy polished aluminum with 
a separate popping bowl. Handles 
and feet are of molded plastic, and 
there is a heatproof glass top. The 
unit can also be used for heating 
and boiling. Included free with 
each popper is a green glass Gay 
Nineties hostess set, consisting of 





four 15-oz. glasses and four serving 
bowls. Dominion Electric Corp., 
Mansfield, Ohio. 





Emergency Light 

This emergency lighting device 
lights automatically when regular 
power fails, regardless of the cause. 
Called Lightguard, it plugs into an 
AC or DC socket and works on two 


]eese<)) 


Ww ucntcuflen 


flashlight batteries. A bracket is 
supplied for attaching to a wall. 
It can be used by hand, and a spe- 
cia] device makes it a fuse tester. 
Suggested retail is $4.50 without 
batteries. Uni-Ventions Co., 303 
Fifth Ave., New York City. 
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Pepper Mill 

This new pepper mill has a 
rotary grinder that extrudes finely 
ground pepper through perfora- 





tions in the base. It is filled 
through a slot, and grinding is 
done by turning the stainless steel 
top. Sides are glass so the con- 
tents are visible. Retail: $1.49. 
Mouli Mfg. Corp., 91 Broadway, 
Jersey City 6, N. J. 





Home Freezer 


This new Medel HF-1391 home 
freezer provides 13 cu. ft. of stor- 
age, and features a quick-freeze 
compartment, holding 102 lbs., for 
fast freezing down to 10 deg. below 
zero. The rest of the cabinet holds 
up to 354 lbs. of food. There is an 
automatic inside light, single dial 
temperature control, and movable 
baskets in the storage section. 











Five-year service warranty is given. 
Gibson Refrigerator Co., Green- 
ville, Mich. 


Clock Kit 


Mak-a-Clok kit contains parts 
and instructions for making a solid 
wood clock case for installation of 
the self-starting Sessions electric 
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CAP SCREWS 
In sizes 
vp to 1” Y 8” 





SET SCREWS 
in sizes 
up to %,” x 4" 


MACHINE BOLTS 
In sizes 
up te 1" x 60” 


CARRIAGE BOLTS 
In sizes 
up to 1” x 60” 


STEP BOLTS 
In sizes 
up te ¥." x 6” 
PLOW BOLTS 
In sizes 
up to %“ x 20” 


STOVE BOLTS 
In sizes 
up to Y," 1 6" 


LAG BOLTS 
In sizes 
up to %” x 20” 


SEMI-FINISHED NUTS 
In sizes 
up to 1%,” 


CASTELLATED NUTS 
In sizes 
up to 1 A “ 





The ten TRIPLEX fasteners illustrated above are in greatest 
demand. Preference is growing because the name TRIPLEX 
is synonymous with TOUGHNESS. It’s your first choice for 
heavy-duty work that requires surplus holding power. Write 
for catalog. The Triplex Screw Company, 5317 Grant 
Avenue, Cleveland 5, Ohio. 








WHAT’S WE Win bee 


movement. Six designs are fur- 
nished in easily-read blueprints, 
and details for finishing the clock 











small as 5 
sockets. 7’ 
S. Victori 


Pipe To 
Model 
model pij 





are supplied. Retail: $8.95. Bradley- 
Rogers Corp., 19 W. 24 St., New 
York City 10. 








White Tire Cleaner 


This improved cleaner for white 
sidewall tires, called Wytyr, is a 


cream-colored paste that is applied 


4 with a damp cloth or wire brush. ” 
“\ ca A quick-acting solvent in the clean- 

THE er removes dirt, road grime, curb now equi] 
marks and grass stain without Lock. It 
hurting tires. Available in pint start the 

| wrench | 








the chuck 
Beaver I 
The King Cotton “SNAP SACK" is a transparent polyethylene bag which holds Ohio. 
12 half pound or 12 quarter pound balls of King Cotton Twine. It makes an Playgr 
attractive counter display and does away with the usual jumble of soiled, man- This p 
s 
handled balls of twine. ment, Ccé 
steel, exc 
The “SNAP SACK" attracts attention and invites your customers to buy. They bearing 
can simply reach in through the elastic “SNAP SACK" opening and select adults ce 
one or more balls as desired. 
THE King Cotfon LINE 
King Cotton twine is strong and serviceable. It is an Sash Cord £ 
P ° ? ‘i Clothesline 7 
all-purpose twine — ideal for wrapping, agricultural Sinsiaite thee fe 


Vein: 








H : Cable Cords “i 
uses and a hundred other applications. Chath tine 
" . a ' . Venetian Blind Cord 
King Cotton Twine is available in all plys and colors. Twines | and gallon cans. Speco, Inc., 7308 


‘ Associate Ave., Cleveland, Ohio. 
*TM—Shelimar Products Corp. Write for Catalog 


Ki 





— 


This open end ratchet wrench 


| 
| 
| Open End Ratchet 
| 


















has 64 socket sizes, and is claimed dren. L 
to do the work of open end, crescent, 729 Bal 
CORDAGE | box, socket, ratchet, and crowfoot Mo. 
wrenches. It can be used with a 
JOHN H. GRAHAM & CO., INC. | torque handle for torque fittings. | Revol 
105 DUANE STREET - NEW YORK 8, N.Y. a ae ae is 
u Bi the | head and socket to fit on tubing _ This 1 
and down on fittings. Other fea- is pullec 
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tures are a full hinge, square drive, | 


removable handle, ratchet arc as 





small as 5 deg., and extra thin wall 
sockets. Tubing Appliance Co., 7112 
S. Victoria, Los Angeles 43, Calif. 





Pipe Too! Improvement 


Model E lightweight economy 
model pipe threading machine is 





now equipped with a Safety Switch 
Lock. It makes it impossible to 
start the Model E unless the chuck 
wrench has been removed from 
the chuck and placed in its holder. 
Beaver Pipe Tools, Inc., Warren, 
Ohio. 





Playground Equipment 


This piece of playground equip- 
ment, called Whirl-A-Way, is all 
steel, except the seat. A thrust ball- 
bearing supports the weight and 
adults can ride it as well as chil- 





dren. Drive-In Theatre Mfg. Co., 
729 Baltimore Ave., Kansas City, 
Mo. 





Revolving Cart 
This round wagon revolves as it 


is pulled, or can be locked into a | 
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: NEW! 
\ PORT-0-OVEN 


Versatile, top-of-stove 
oven. Excellent as potato 
baker, food crisper, or 

out-door grill oven and 


ORIPPING baker. Packed 6 and 
12 to a carton. Retail 

PANS about 
8x 10x 2% $149 


10x 14x 2% 
12x 17x 2% 
16x17x2% 
Packed 1 dozen 
to carton 


Bia 


ne 


SINGLE LOAF PAN 


54% x942x2% 
Packed 1 dozen to carton 


BISCUIT PANS 


9x14xl% 
Packed 1 dozen to carton 


DOUBLE 
ROASTERS 


No. 2 (8 x 12 x 6) 
No. 4 (10 x 15x 7) 

No. 6 (11 x 16% x 8) 
“No. 7 (13 x 18 x 8) 
Packed ¥2 dozen to carton 











WHAT'S NEW 








stationary position. The under- 
carriage and body are all steel, and 
the cart bottom is half-inch ply- 
wood. It is 2 ft. in diameter, and 
finished in baked enamel in red or 
blue. Colorful ponies and horses 








decorate the sides. Retail price: 
$29.50. Richans, Inc., Box 682, 
Inglewood, Calif. 





Rake Fixture 


Made to fit all standard size 
garden rakes is this Rake-Squeegee, 
which removes dirt, water, slush or 
snow easily with push pull action. 
It cleans corners and sloping places, 
and makes sharp-toothed rakes ac- 
cident-proof. It is made of durable 





rubber and retails for $1.49. The 
Flexan Corp., 3949 N. Normandy 
Ave., Chicago 34, III. 


Chick Brooder 


This new brooder fixture accom- 
modates three 250 watt infrared 
heat lamps, and the heat-resisting 
sockets are mounted in a 16-in. 
hood with outside finish of gray- 
tone Ultranamel and white inside. 
The hood is equipped with a sturdy 





158 


hanger hook for easy suspension 
over the brood, and the unit is 
completely wired, including cord 
and plug, for instant use. Provides 
a heat pattern sufficient to brood 
250 chicks. Steber Mfg. Co., 
Broadview, IIl. 


Car Wash 


One tablespoonful of this car 
wash, called No Hoze Car Wash, 
will clean a car with only one pail 
of water. The sudsy solution may 
be applied with a sponge, and then 
removed with a damp towel for 
complete cleaning. Will not harm 
cars or remove wax from the finish. 





San w ASE, 


me Soar - AP 


me co SELF ‘puts, wr 


Cj ww 
co 


Pint bottle retails for $1.50. Adept 
Laboratories, Inc., 211 No. 8th St., 
Brooklyn 11, N. Y. 








Fold-Away Buffet 


This new Fold- Away buffet is 
high-polish natural or walnut hard- 
wood, and is fitted with five large 
food wells, glass salt and peppers, 
and two wood-covered glass relish 
dishes with spreaders. It folds to 
14x74 for easy storing, and cpens 
to a full 28% in. spread. Retail: 
$12.95. Karoff Originals, Ltd., 230 
Fifth Ave., New York 1, N. Y. 





Bamboo Rakes 


These bamboo rakes come in 
several models. Model 99 has a 10- 
in. spread with 27 tines copper 
wire bound and a 30-in. bamboo 
handle. Model 89 has standard 18- 
in. spread with 33 tines galvanized 


wire bound and a 48-in. Douglas 
fir handle. Model 79 has 24-in. 
spread with 26 tines copper wire 
bound and a 48-in. Douglas fir 
handle. Model 600 has an 18-in. 


spread with 33 tines, galvanized 
wire bound and a 48-in. 
Models 79 and 


bamboo 


handie. 81 are 





shipped in a profit-pak of 12 rakes. 
Bond Mfg. Co., 655 Battery St., 
San Francisco 11, Calif. 





Lattice Pie Cutter 


This lattice pie cutter is a pie- 
shaped piece of durable plastic, 
and has eight four-leaf clover cut- 
ters, a circular cutting edge and 
three locating pins. It may be used 
for making lattice or criss-cross 
pie tops, and is easy and quick to 
use. Designed for 9-in. pies, and 





also suitable for 8-in. Retail price: 
50¢. Kesco, 5614 Blackstone Ave., 
Chicago 87, Ill. 





Blind Adjuster 


This Venetian blind adjuster, 
called the Kuto Perfector, can be 
used on any style Venetian blind 
to arrange the slats for a _ bet- 
ter view. The Perfector prevents 
bunching of slats on the partially 
raised blind, and allows the blind 
to be opened at the top and closed 
at the bottom. A set of two is re- 
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For more than 50 years Griffin 
hinges have been known for their 
fine materials and workman- 
ship. Griffin hinges are 

part of a wide variety of light 
builder's hardware... 
quality produced by 

Griffin. 






Ai 
Kh Hy Suery DOOR NEEDS THREE! 


RIFFIN- 


anufacturing Company 
ERIE © PENNSYLVANIA 


SALES OFFICES 


45 Warren Street, New York 7, New York 

1639 Farge Avenue, Chicage 28. Illinois 

9344 Weedward Avenue, Detrelt, Michigan 

{15 Bread Street, Boston, Massachusetts 

1355 Market Street, Sen Franeciseo 3, California 
917 St. Charles Avenue, Atlanta, Georgia 

6687 Gelf Orive, Dallas 5, Texas 

4524 East 60th Street. Seattic, Washington 

785 North President Street, Jackson 6, Mississippi 
4088 Nichols Parkway, Kansas City, Missouri 
211 Garrison Bivd., Baltimore 16, Maryland 
(20 Garfield Street. Denver 6, Colorade 
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Step up your Sales 
wth RIiBIbp 
» lnproved 
@\ Stillson 












Cone-coil 
springs are 
safe inside 






















®@ Safety first is the prin- 
ciple that helps you sell this 
Fei 1D ImprovedStillson 
—cone-coil safety springs in- | 
side the housing replace old- 
style exposed flat springs that 
could break and cut the hand. 
rma grade malleable frame has no 
| spring rivet hole to weaken han- 
dle. Handle and hookjaw, with 
| handy pipe scale, made of strong 
heat-treated steel. Eye-catching 
baked-on red trim. Sizes 6”’ to 48’. 
For profitable sales that repeat, 
order RIZQID Improved Still- 
sons from your Supply House. 








PROFITS! 


round point 
open back 
shovel... 


ENOURANCE 


Built To Take It 


PROHTS 


Built To Make It 


A popular type 
—priced right. 
Customers have 
a choice of three 
well-known 
Magor brands. 
Arrow, Bull’s Eye 
and Gold Target. 
Whichever they 
buy, you know they’ll be satisfied. 
And satisfied customers mean repeat 
sales! Eliminate inventory confusion 
—let Magor’s simplified line build 
profits for you. Send for illustrated 
price list today. 







MAGOR 
CAR CORPORATION 
SHOVEL DIVISION 
50 CHURCH ST, NEW YORK 7, N.Y. 


@ 7292 
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WHAT'S NEW 








quired for each blind, is easily in- 
stalled, and comes in durable colors 
to match the tape or slats. Retail 





price: 50¢ per set, or 12 sets for 
$4.50. Kuto Co., P. O. Box 208, 
New Hyde Park, L. I., N. Y. 





Cutlery Tray 

This multiple-use, easy to clean 
cutlery tray is made in Lustrex 
styrene plastic, and comes in red 





and yellow. Packed 12 to the car- 
ton in solid or assorted colors. 
Rogers Plastic Corp., West Warren, 
Mass. 


Canister Set 


This new canister gift set, called 
Colonial Canisters, is of glass and 
natural wood. There are four can- 





isters, marked flour, sugar, coffee 
and tea, and there is also a handy 


spice drawer. Retail price: $17.95, 
Nesco, Inc., 210 N. Michigan Ave, 
Chicago, IIl. 





Meat Tenderizer 


This handy meat tenderizer, 
called No. 190 Tenderzit, is finished 
with a chrome bracket and colored 
handle, and allows the user to get 
a higher degree of tenderness from 





less expensive cuts of meat. It was 
introduced at the Atlantic City 
Housewares Show. Dazey Corp. 
Warne & Carter Ave., St. Louis 7, 
Mo. 


Three-Purpose Shredder 


This multi-purpose kitchen tool 








is a combination shredder, slicer 
and grater. The three interchange- 
able tin inserts slide easily into the 
Polystyrene holder, which measures 
9x414x% in. Extra inserts fit into 
the under side. Available in red, 
yellow, green, and white. The 
Standfast Products Co., 2146 Mur- 
ray Hill Rd., Cleveland 6, Ohio. 
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Range Improvement 


Tracks on which the rollers are 
mounted for the Caloric standard 
broiler and for service drawers are 
now being finished in porcelain 
enamel. This is a permanent change 
to further increase the long life 
and ease of cleaning offered by 
Ultramatic Caloric Gas Ranges. 
Caloric Stove Corp., 12 S. 12 St., 
Philadelphia 7, Pa. 


Three-Faced Doll 


This new doll has facial expres- 
sions that include laughing, cry- 
ing and sleeping. The plastic head 
has three separate faces, and a 





small knob at the top of the bonnet 
is used to turn the head to change 
the doll’s expression. Retail price: 
$7. Ideal Toy Corp., 200 Fifth 
Ave., New York City. 


Sudsing Cleaner 


This new Silver King cleaner 
unit attaches to any cleaner having 
blower attachments, and makes dry, 
foamy suds using inexpensive neu- 
tral detergents. It will clean and 





. ~—th 


shampoo rugs, mattresses, 
stuffed and car upholstery, etc. 
Silver King, Lyons, Il. 





Breakfast Skillet 


Shown at the Housewares Show 
in Atlantic City was this cast iron 
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Low installation cost! Adaptability to all types of garages! Quick, easy con- 
verston! Smooth, effortless operation! Long, trouble-free life! These are some 
of the advantages of the Coburn Swing- -Over Garage Door Hardware Set 
that make it a Popular, easy-to-sell item. 

Because it is priced lower than spring- -actuated door sets, the Coburn 
gravity-actuated Swing-Over set is ideal for the great majority of home owners 
—which means that you’re able to cash in on the benefits of broader customer 
coverage. Get the full story on fast-selling Coburn hardware products. Write 
today for catalog and prices. 

For additional information write to Sales and Engineering, 56 Sterling St., 
Clinton, Mass. 

THE COLORADO FUEL & IRON CORPORATION, Denver, Colorado 
THE CALIFORNIA WIRE CLOTH CORPORATION, Oakland, California 


WICKWIRE SPENCER STEEL DIVISION—Atlanta * Boston * Buffalo * Chicago 
Detroit * New York * Philadelphia 


COBURN PRODUCTS 


CF 
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With men, who 
appreciate truly 

fine cutting tools, 

the superiority of 
Mann Axes has been 
unquestioned since 
they were first man- 
ufactured . . . back in 
1843. There is a model 
to fit every need—each 
one the finest of its kind. 
Order through your job- 
ber and send for our com- 
plete catalog today. 





LEWISTOWN, PENNA. 
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WHAT'S NEW 








bacon and egg skillet which has 
raised divisions so that several 
foods can be cooked at the same 
time without mixing. It measures 





9x9x1 in. and cooks food square to 
fit bread slices and uniformly thick. 
Griswold Mfg. Co., Erie, Pa. 





Stock Tank Heater 


This new gas-burning stock 
tank heater features a burner for 
mild weather and one for severe 





weather. Elimination of down 
draft and condensation trouble is 
claimed for the unit, and it will 
keep an 8-ft. tank ice-free in sub- 
zero weather. It is cast iron and 
galvanized steel, explosion proof, 
and fits any tank deeper than 10 
in. Burns LP gas. National Ideal 
Co., Toledo, Ohio. 


New Glassware Line 


This new glassware line is dec- 
orated with scenes from Treasure 
Island, and comes in sets of eight, 
packaged in colorful gift boxes. 
The 1134x26% in. counter card 
display piece shown here has cut- 
outs in the base to hold securely 





any three of the nine different 
glasses available. Libbey Glass Div., 
Owens Illinois Glass Co., Toledo, 
Ohio. 





Blind Cleaner 


This Venetian blind cleaner kit 
contains a jar of Jiffee concentrated 
paste with a self-polishing wax and 
detergent that is harmless to all 
finishes, and an applicator. The 
applicator is curved for metal slats 
or flat for wooded slats and cleans 
both sides of the slat at once. 
Jiffee paste leaves the slats with a 





film-protected finish that makes 
future washings easier. New En- 
gland Associates, Inc., 488 Broad 
St., Providence, R. I. 
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Saw Safety Blade 


This special PTI safety blade, 
for portable saws, has a new univer- 
sal bore that fits a!l standard port- 
able saws without bushings or 
adapters, and gives complete safety 
from dangerous kick-backs. Blades 
are available in all sizes from 6 in. 
up, and the 5 in. size will be avail- 
able soon. There is also attractive 
packaging and display material. 





PTI, Inc., 401 New 


York 13, N. Y. 


Broadway, 


Novelty Balloons 


There are 48 new novelty bal- 
loons, imprinted with Alice in 
Wonderland characters, merchan- 
dised by this No. 43 balloon display 
card. Two dozen are the long air- 
ship type, one dozen are the large 
round type, and another dozen are 
head and body balloons. All are 





imprinted and sell for 5¢ each. 
Eagle Rubber Co., Inc., Ashland, 
Ohio. 


New Oar-Locks 


New type oar-lock is made of 
strong metal and coated to prevent 
rust. The pin unit can be slipped 
over the oar to the desired position, 
and securely tightened with a wing 
nut, allowing oars to be used in 
different positions in the boat. De- 
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Hitch your business to 


STAR BRITE 


THE SHINING CABINET HARDWARE 
LINE THAT GIVES you EVERYTHING " 

* STARRED for quality. design and precis.on Nr. 
SOLD THROUGH 


WHOLESALERS 
ONLY 








#215 


ORNAMENTAL HINGE 
For flush doors 
Overall sizes: 

2%" x 2'4" 
“STAR-BRITE" 
Chrome, nickel 
and brass 
Complete 

with screws 





#285 —— ; #275 


CHAIN DOOR FASTENER SCREEN HANGER 

Wrought steel; non-welded chain Wrought Steel 
Size of plate: 4"' x 1%" Size: Eye plate 
“STAR-BRITE" 2" x 1%," 

Nickel Hook plate 
and brass 1%" x %" 
Complete “STAR-BRITE" 
with Cadmium plate 
Complete 

with screws 





screws 








#125 #216 


ae ee SEMI-CONCEALED HINGE 
psa te Raised knuckle 
"* offse! 
“STAR-BRITE’ 
Chrome, nicke' 
and brass 
Complete 

with screws 


1%" 1 2; Ld 
“STAR-BRITE" 
Chrome, nickel 

and brass 
Complete 
with screws 








#225 #200 


SURFACE BOLT 
Length size: 
3"" to 16" 
Bar size: 4" 


CUPBOARD TURN 
Wrought Steel 


Overall size: 
ee Ye 
"STAR-BRITE" 
Chrome, nickel 
and brass 


Complete 
with screws 


*STAR-BRITE" 
Nickel 

and brass 
Complete 
with 

screws 











277 STORM SASH HANGER 

Hook Plate: 1'4,"" x 154" Eye Plate: 114" x 24," 
“STAR-BRITE" Cadmium Plate 

| doz. pr. to box; 36 doz. to carton 
Complete with screws 


#297 
CONCAVE KNOB 


“STAR-BRITE" 
Chrome 


3 sizes: I/9""-1%""-21/4" 
| Dozen to Box 
with Screws 


36 Doz. to Carton 


L PRODUCTS Co- 


rooklyn a2 N. ¥. 


STAR META 


KVA) Butler street, B 
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PARKER 
LAWN SWEEPERS 







Does not only one job but two... that’s the 
reason Parker Lawn Sweepers can be one of 
your most profitable garden and lawn items. 


First, a Parker Sweeper clears the lawn and 
drive of sticks, leaves, heavy cut grass, and 
debris of all kinds. It sweeps in 1/10 the time 
and sweeps clean. 


Second, a Parker Sweeper conditions the turf, 
raises the “nap” for cleaner cutting. Lawns 
are soon smoother, greener, more attractive. 
Seeding of crab grass is materially reduced. 


Tell the Parker “lawn conditioning” story to 
your customers and you'll sell Parker’s . 
Spring, Summer, and Fall. Five attractive, 
superbly built models, each loaded with sales 
appeal. Write, wire, or telephone your dis- 
tributor or the factory for details. 









24” YARDGROOM 
Medel YG5124 

Same deluxe construction as 
the Parker Springfield 
model. Narrower width 
makes it ideal for smaller 
@reas and terraces. De- 
tachable basket. Holds five 
bushels. T-shaped handle. 





GENUINE QUALITY CONSTRUCTION 


Features common to all models include: 









® Brush reel on ball bearings 

® Adjustable sweeping height of brushes 
© Adjustable hood clearance 

© Easy brush replacement if necessary 

© Heavy bassine fiber brushes, steel backed 


® Semi-pneumatic tires 



























20” PARKERETTE 
Model PA5120 
The smaliest and mest in- 


narrow walks, Twe dual 
brushes. Fold-away basket. 
Holds four bushels. 




















i invest t. Cast 
wheels and side plates. Two 
heavy duty dual brushes. Fold- 
away baske?. Holds 51/2 bushels. 





28” HOMEMASTER 

Model HM5128 

A heavy duty deluxe sweeper 
for grooming large lawns. 
Dual tires. 1 HP., 4 cycle en- 
gine. Belt driven with me- 
chanical clutch control. 7 
bushel capacity. Basket 
equipped with baling canvas. 


Replacement Parts Always, Available. 


Guaranteed for 90 days. 





LAWN 


PARKER SWEEPER COMPANY, 44 Bechtle Ave., Springfield, Ohio 
Also manufacturers of Parker Industrial Floor Sweepers. 


Mention Hardware Age When Writing 
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28” PARKERETTE 
Model PA5128 
Utility with 
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ment. Cast 
ates. Two 
shes. Fold- 
V2 bushels. 








WHAT'S NEW 








sign eliminates weakening of the 
var by pin wear. Retail: $2.95 a 
enamel finish. 

ia easily into a pocket. 

; Rule Co., Middletown, N. Y. 


Lubricant Packaging 


bricant is now sold in a handy 
spout tube that can dispense either 
a drop or a stream. The tube carton 
may be used as a handy holder if 





pair. Lafayette Supply Co., West 


Lafayette, Ohio. 





New Stapler 


This new stapler, called Unimart, 
operates also as a plier or tacking 
machine. A _ built-in compartment 
holds an extra supply of staples 
and it comes filled with a special 





fastened to the workshop wall. 
Boyle-Midway Inc., 22 E. 40 St., 
New York City 17. 








Adhesive Disks 


Adhesive disks, called Stik-tacks, 
which adhere to any surface for 


packing of Unimart staples. The tacking purposes, are now selling 


stapler is finished in chromium 
plate, with the base and head in 
red or green. $4.00 F. O. B. New 
York. United Cutlery & Hardware 
Products Co., 108 E. 16 St., New 
vork $, N. Y. 





Medical Tape Measure 


This white steel measuring tape 
was made especially for the medical 





on colorful cards holding 12 tacks. 
The adhesive is non-damaging, and 
will not leave marks on wails, etc. 
Thompson Winchester Co., Inc., 201 
State St., Boston 9, Mass. 
(Resume reading on page 13) 





profession. It is more than 78 in. 
long, and the length is calibrated 
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in centimeters as well as inches, 
printed in black on a white baked- 
The 2-oz. rule fits 
The Master 


Three-In-One Oil all-purpose lu- | 


EXPERTLY 
DESIGNED: 
FOR THE y: 





COMBINATION 
WRENCHES 


'@ Combination open “F 
end and box wrench—" 
same size opening on & 
both one. 


Narrow, 
“?  stream- 
lined jaws 
““onopenend— ff 
thin walled 15° box | 
" <-deiie, long han- 
dle for needed leverage. 









> 4 

= ‘Ge ?, % 
Forged “hs - a F 
alloy steel, ” I 
de 7 


heat-treated for sturdy f 
dependable, long, hard 
usage. Singly or in sets 
of 3, 6, and 11. 


FOR VALUE A “VAL-CHECK” | 


THE VLCHEK TOOL COMPANY 


3001 East 87th St. « Cleveland 4, Ohio 


VLCHEK 





A COMPLETE LINE OF 
HIGH-GRADE FORGED TOOLS 





WROUGHT STEEL 
STRAP HINGES 


MANUFACTURING 


TEE 
HINGES 


COMPANY 


TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 


(Continued from page 13) 


free with each unit order of acces- 
sories. North Bros Mfg. Co., 


American St. & Lehigh Ave., Phila- 
delphia, Pa. 


Light Bulb Promotion 


The Alice in Wonderland theme 
will be used in the GE fall lamp 
promotion scheduled for Sept. 8 to 
Oct. 20. Promotional material avail- 
able includes window streamers, 
large and small tuck-ins, an 11x14 
in. counter card, shelf strips, a pro- 
motion and merchandising guide. 
All the material features various 
of the characters from Disney’s 
Alice in Wonderland. General Elec- 
tric Co., Nela Park, Cleveland 12, 
Ohio. 


Sports Catalog 


This new sports catalog illus- 
trates and describes the fall and 
winter Draper- Maynard sports 


The Lucky Dog Kina 


wre 
Sewers sas as 


FALL and WINTER 
1951 


equipment. Included are footballs, 
helmets, shoulder pads, boxing 
gloves, basketballs, soccer balls, 
athletic clothing accessories. The 
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Maynard Co., 4861 Spring Grove, 
Cincinnati 32, Ohio. 





Magnetic Paint Chips 

This new Magnetic Color Bar, 
made of magnetic squares of paint 
colors against a magnetized back- 
ground is for close comparison of 
samples and to test color harmony 





relationships for interior and ex- 
terior surfaces. A planning board 
provides blank spaces for all in- 
terior surfaces along with home 
furnishings. Samples are from 
packaged lines of Neu-Tone, Flat 
Gloss-Tone, Satin Colors, Kolor- 
Brite enamel, and Monarch exterior 
house paints. Martin Senour Co., 
2520 So. Quarry Ave., Chicago 5, 
Ill. 


Pocket Watch Package 


Six Sentinel Click pocket watches 
are now packaged on a two-color, 
914x111 in. free display card with 
a double easel back that stresses 
Click’s features and uses. Cards 
are available with six plain or six 
radium watches. Plain retails at 





$2.95. 


Radium at $3.50. 
cost for six plain watches with the 
display is $12.30, and $14.58 for six 
radium watches. E. Ingraham Co., 


Dealer 








Bristol, Conn. 


catalog is fully illustrated. Draper- 


Power Mower Catalog 


This new four-page two-color | 


catalog shows the Western line 
of rotary power lawn mowers, com- 
prising a 16-in. electric, 16- and 
20-in. gas, and a 32-in. gas self- 
propelled mower. The Western line 
features safetied cutting tips, light 
aluminum alloy casting, two-piece 
floating handles, and a uniform cut 
on any land. Western Rotary 
Mower & Engine Co., Baltimore 
Ave., Kansas City, Mo. 


Lock Merchandiser 


This new, permanent merchan- 
diser displays six Yale auxiliary 
locks for added security to existing 
front and back door locksets. The 
colorful display is designed for 
walls, counters, or store windows. 
Included are Models No. 197, a 
jimmy resistant deadlock; No. 2, 
No. 042 and No. 21, all night- 





No. 
springlatch; and No. 36, a general 
purpose springlatch. Yale & Towne 
Mfg. Co., Stamford, Conn. 


latches; 80, a pin tumbler 


Saw Blade Packaging 


This new combination package 
and display unit for PTI circular 
saw blades has an illustration of 
the blade on the front, and provides 
information on size, bore and stock 
number. The package carries a 
sales message for the new PTI 
Safety Blade. When the package 
is opened up, the inside has full 
instructions for the proper use and 
sharpening of the blade. Different 





23, 1951 
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HERE’S WHY 


SCREWS, BOLTS, NUTS 


ARE GEWAYS EASIER TO MOVE 


Easier to identify See how the label 


stands out? It’s easy to read—from the top-most 
shelf. Different colors identify different screws, 
bolts, nuts, metals, plating, etc. Saves time! 


Easier to handle Pheoll products are 


packed in sturdy boxes that won't “bow out” 
when opened or stacked. Covers slip on and off 
with just the right friction grip. Easy to handle, 
pack and ship. No tearing, spilling or loss. 


J 
Easier to get Prompt, reliable deliv- 
ery through convenient factory warehouses. 
Your Pheoll stocks cover most needs. Depend 
on this one source for a broad range of “in 
demand” fasteners. 


* 
Easier to sell Pheoll products are 
money makers because they’re easy to sell. 
They’re fast movers. They repeat because they're 
made to build your business. Our reputation is 
your guarantee. 
o 


’ 


E 
I 


is | 

SCRE H 

; 1 

fswecnine Screws t*Stove UTS | 
Tt Sheet Metal S Seven Bo ) 
: ! f 

*ap Sct’! Screws Carriage Bolts ' 

Square Head Set Screws eae 


L 
Headless Set Screws Brass Washers 
ead Cap Sc *M: 
*Th P Screws ™Machine 
umb Screws * mi-Finishes (eats 
uts 
Cap Nuts Brass 


’ 
j 
*W { 
! 
Knurled Nuts- Brass 4 
j 
| 
; 
; 


e 
ing N 


tSlotted ond Ph 


f RODS 
| *Threaded Rods 
*Stee/ and Bras 


iN 
. lips Recessed Heads 


eI ~e 3 


Write, wire or phone 





Model 161 
Magnifying Lens 





saeco: Meter 


AMERICA’S FINEST 
AND BEST KNOWN 








Kttk, ealet 






Model 134 
Airplane Dial 


Model 187 


eye oe 
SS 7 Magnifying Lens 


Since 1919, when Health-o-Meter—the 
original bath scale—first appeared on 
the market, no other bath scale has be- 
come so well known in so many house- 
holds. Millions of today’s homemakers 
had their weights checked regularly 
throughout childhood on a Health-o- 
Meter Bath Scale. No wonder they insist 
on Health-o-Meter for their own homes 
today. 


Yes, the outstanding popularity of 
Health-o-Meter Bath Scales has been 
earned ... by designing and manufac- 
turing only precision weighing instru- 
ments that perform accurately for the 
longest possible time. And not only the 
American public, but the medical pro- 
fession as well, recognizes Health-o- 
Meter dependable accuracy. So why not 
claim your share of the profits and satis- 
faction that come from Héalth-o-Meter 
—America’s Finest and Best Known Bath 
Scales? Ask your jobber or write direct 
today for complete information. 


Built Right @ Priced Right @ Always Right 


Continental Scale Corporation 





5701 S. Claremont Avenue, Chicage 36, Illinois 








color combinations are used for 
each size blade for quick stock 





<Seareserr so 





identification. PTI], Inc., 401 Broad- 


| way, New York 13, N. Y. 


Sprayer Catalog 
This new 32-page catalog de- 


| scribes the entire line of Lowell 


“Certified Quality” sprayers and 
dusters, as well as service parts. It 


| is printed in two colors and has 





Copies can be 


illustrations. 
obtained from Lowell Mfg. Co., 


many 


577 E. Illinois St., Chicago 11, IIl. 





Water Booklet 


This 24-page educational booklet, 
illustrated in four colors, concerns 
man’s quest for a better water sup- 
ply that goes back to prehistoric 
times. There are many facts about 


farm water supplies, wells, electric 
water systems and applications of 
running water on the farm, and 
some easily understood diagrams. 
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National Association of Domestic 
and Farm Pump Mfrs., 35 E. 
Wacker Dr., Chicago 1, IIl. 





Razor Blade Display 


This special display piece fea- 
tures the promotion of Pal Gold 
Thin blades in the 25 pct. free 
goods deal offered by the company. 
The blades are packaged in these 
pilfer - proof, hanging or standing 





Pal 
New 


or 44. 
57 St., 


dispensers in 10, 21, 
Blade Co., Inc., 43 W. 
York 19, N. Y. 





Window Material Book 


This window material sample 
booklet contains large-sized sam- 
ples of each item in this line of 
flexible window materials. Each is 





on a separate page with a descrip- 
tion of construction and recom- 
mended uses for the specific ma- 
terial. Dealers’ costs and retail 
prices are listed, and various mer- 
chandising aids are shown. Warp 
Bros., 1100 N. Cicero Ave., Chicago 
51, Ill. 
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McGill BRAND 
mouse and rat 


TRAPS 





@ BRIGHT 2-color printing 
@ CLEAR selected wood 
@ AUTOMATIC or slot set 


McGILL METAL PRODUCTS CO. 


MARENGO, ILLINOIS 
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“THE QUALITY MOWER” 


Briggs & Stratton 
14% HP Recoil 
Starter Engine. Pre- 
cision performance, 
21” cutting width, 
Blair 4-way handle. 

BLAIR’s 70 years 
experience make 
this a mower you 
can sell with 
confidence — 
and profit. 


LAWN MOWERS 
BLAIR MANUFACTURING CO 


Telephone 2-7449 
SPRINGFIELD 7, MASSACHUSETTS 
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Grinder-Arbor Catalog 


This colorful 8-page illustrated 
catalog has just been issued by 
| Poly Products, and contains infor- 
mation on their complete line of 
ball-bearing bench grinders, arbors, 
sanding discs and face plates. In- 
| cluded are specifications, dimen- 
| sional diagrams, and application 
| suggestions for using the saw and 
| adapter arbors to build a wide 
| variety of special production tools. 
| Copies are free. Poly Products, 
| 2032 E. Walnut St., Pasadena 8, 
Calif. 





| New Plier Packaging 


For the Utica line of pliers and 
adjustable wrenches, folding boxes 
have now been adopted. The boxes 
take less storage space than the 
setup type, and a printed label has 
taken the place of a glued label. 
| Boxes have the Utica diamond 





trademark, and the slogan, “Add 
power to your hands”. Utica Drop 
Forge & Tool Corp., 2415 White- 
boro St., Utica 4, N. Y. 





| Wood Finishing Book 


“How to Improve Your Wood 
Finishing” is the title of a new 4- 
page booklet containing a detailed 
analysis of the five important steps 
generally used in sanding. Photos 





and captions give explanations, and 
a Quick Check Chart lists specifi- 





BRING THE WHOLE FAMILY 
INTO YOUR STORE—with 


SouTH Beno Croquet! 


| Catch the eyes of youngsters and 
| grown-ups alike by displaying this 


popular family game—it will mean 


| more sales of all outdoor items! 


| 


Z 
: z MH 
bs HH 





MODEL 


11 different models NO. 836 


to meet every family need. 


SALES REPRESENTATIVES 
East—Julius Levenson, 7 East 17th St., N.Y. 
South —Louis Williams & Co., 3rd National 

Bank Bldg., Nashville, Tenn. 
Midwest—South Bend Toy Mfg., So. Bend, Ind. 
So. Calif. & S$. W.— Anderson Sales Company, 

730 W. 10th Place, Los Angeles 15, Calif. 
No. Calif.—Standard Toy Agencies, 718 Mission, 

San Francisco, Calif. 

Denver & Pac. N. W.—Leo Scherrer, 2840 W. 
93rd St., Seattle 7, Wash. 

Export — Affiliated Exporters, Inc., 10 East 
34th Street, New York City 


SOUTH BEND TOY MFG. CO. 
SOUTH BEND 23, INDIANA 











Better PIPE,TOOLS 













































TONGS 


“Reversible,” “Standard” and “Ideal” types, 
in all sizes. Jaws are drop forged from spe- 
cial steel, ure carefully milled, heat treated, 
hardened and tested. The Handles are forged 
spring steel. The Chains are proof-tested to 
2/3 catalog strength (1,200 Ib. to 40,000 
Ib.). “Reversible” Jaws give double jaw life. 
“Standard” Jaws have extra bearing on the 
handle and _ forged-in ‘chain guides. The 
“Ideal” have G_ shaped 
teeth for a sure grip on irregular 


Tongs 


shapes—fittings, etc. 


STRONG BROS. TOOL CO. 


“the Tool Holder People” 





RUST-PROOF 
zine alloy, featur- 
ing GRC’s  su- 
perior recessed- 
wing finger-grip. 
All finishes, all 
popular thread 
sizes. Order a sup- 
ply to sell every 
customer, 


GRC gives you 
: better 


WING 
tS 


HAVE YOU 


checked your stock 
of GRC one piece 
E-Z Cup Hooks? 
Available in bulk; 
nickel and_ brass 


finish. 


JOBBERS: 


Write Today 
for Samples 
and Catalog 
Sheets. GRC 


am catalog sheets 
show clear 


prices — clear 
discounts. 


GRIES REPRODUCER CORP. 


170 















ARMSTRONG AVENUE © CHICAGO 30, ILL. 


informative | 


ARMSTRGNG BROS. 





cations of the four models of Sund- 
strand air sanders. Sundstrand 
Machine Tool Co., Pneumatic Di- 
vision, Rockford, III. 


Extension Cord Pack 


This new packaging for the No- 
Shok extension cord is die-cut so 
the product and package can be 
used as a counter display piece. The 





unit consists of a double safety 
outlet, and 6, 9, 12 or 15 ft., of 
cord. Bell Electric Co., 1844 W. 21 
St., Chicago 8, IIl. 


China, Glass Catalog 


This new and colorful 24-page 
catalog describes and _ illustrates 
the complete and diversified line of 
Robinson china, glass and pottery 
products, covering both dining 
room and kitchen needs. There is 
also a section on Robinson building 
products, including vitrified clay 
pipe, clay chimney tops, clay flue 
lining, and others. Robinson Clay 
Product Co., 65 W. State St., Akron 
9, Ohio. 


| Gun Sight Case 


This colorful lithographed steel 
display case is offered free with an 


order for Marble’s selling sights. | 


Assortment A has 85 sights, offer- 





| ing a wide selection to hunters. 


| Marble Arms & Mfg. Co., 540 Delta | 
789 E. 132nd St., New York 54 * MOH Haven 9-2476 | 


Ave., Gladstone, Mich. 


MINERALLAC 


BEAM 
CLA 





MPS 


MOUNTING 


Mounts Minerallac hangers No. 0 to No. 6 on |-Beams 
safely without necessity of drilling holus. Made of 
heavy gauge zinc plated steel with deep drawn 
ribs to give needed strength, these durable, light 
weight beam clamps have 4-20 tapped holes— 
will fit beam flanges up to % inch thick. Furnished 
with case-hardened set screw. Low cost. 
Order From Your Electrical Wholesaler 


SEND FOR LITERATURE 


MINERALLAC ELECTRIC COMPANY 
25 North Peoria St. Chicago 7, Ill. 


MINERALLAC 










EASIER TO USE! 


| GREATER HOLDING! 
POWER! 


SAVE TIME 
AND WORK! 


+ 


reer 





an 


ee 


NEW! 
CHICAGO Super Cast 
LAG SCREW SHIELDS 


These NEW die cast lag screw 
shields offer greater holding power 
for anchoring in concrete, brick and 
other masonry. Available, short or 
long, in 14”, 7”, 4” and 14” sizes. 
Write for details and prices today. 
Samples sent on 
request. 


1338 W. Concord PI. 
Chicago 22, Illinois 


Dependable Anchoring 
vices Since 1 


CHICAGO 


Expansion 


Bolt Company 
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Power Tool Catalog 


This new 48-page catalog shows 
power tools for cutting, shaping, 
drilling and finishing wood, metal, 
fibre and plastics. Illustrated and 
described are jointers, planers, 
band and contour saws, drill 
presses, band filers, grinders, 
lathes, and others. Catalog is avail- 
able free. Boice-Crane Co., 990 Cen- 
tral Ave., Toledo 6, Ohio. 





Hammer Bit Folder 


This new two-color folder on the 
Thunderbolt carbide tipped ham- 
mer bit shows standard as well as 
extra long lengths, specifications 
and prices. The folder is illustrated 
and also includes an order blank. 
New England Carbide Tool Co., 
Inc., 60 Brookline St., Cambridge 
39, Mass. 


Screwdriver Book 


This new 82-page screwdriver 
catalog-handbook has a complete 
line of screwdrivers, nutdriver kits, 





and other hand tools. The three- 
color, 814x11-in. catalog is bound in 
heavy varnished stock, and there 
are many pictures. Available free 
upon request. Vaco Products Co., 
317 E. Ontario St., Chicago 11, Ill. 


Light Tape Measure 


This Light Conditioning Tape 
Measure determines whether port- 
able lamps conform in dimensions 
to those recommended in tested 
home lighting plans. The measure 
indicates correct lamp and lamp- 
shade heights and proportions. It 
also provides other helpful infor- 
mation on bulbs and _ reflectors. 
Available free from Inquiry Bu- 
reau, General Electric Co., Nela 
Park, Cleveland 12, Ohio. 


(Resume reading on page 14) 
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KESTER 
SOLDER 


KESTER SOLDER COMPANY 
4207 Wrightwood Ave. 
Chicago 39, Illinois 
Newark, N. J. 

Brantford, Canada 


Kester Soldering Paste—ten 
2 oz. cans in new eye catching 
counter display carton. 










KESTER 


Soldering 


PASTE 


KESTER SOLDERING PASTE 


Your customers will want nationally 


advertised Kester Soldering 

Paste, Flux-Core Solders, and 
Liquid Fluxes. 

Kester’s 1951 advertising and 
merchandising program includes a 
new booklet for your customers, 
“Soldering Simplified.” 

Send for your free supply now. 


HOME OWNERS, 
FARMERS, 
RANCHERS, ETC. 


FASTER 
corrine! 
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be used long and hard. 


IMPORTED ho SWEDISH 


BUSHMAN BOW SAWS 





In that respect Jackmanco barrows 
are outstanding. There are good 





These barrows have 
trays that are pressed from heavy 
gauge stecl, with rolled, reinforced 
edges; legs of heavy channel steel 
with riveted braces; threaded axles 
screwed into malleable brackets, make 
rigid front end units. These 
products are built for long, hard tasks. 


reasons. 


























No wonder Gensco Bushman has become the fastest moving 
bow saw line in America. Its patented tooth design cuts easier, 
faster—stays sharp longer. Everywhere people are singing its 
praises for cutting logs, lumber and other general work. Rigid 
frames in sizes 24”, 30”, 36”. Adjustables in 42” and 48”. 


In three styles: (1) Bushman patented blades for 
general work; (2) Nordic Raker blades for logs and 
heavy work; (3) Bushman special pulpwood blades 
for pulpwood cutting. 


REPLACEMENT 
BLADES 
Our distributors are filling all orders as 

promptly as possible. Both they 
and we.are doing everything in our 
power to make sure that you get your 
share of Jackmanco products to 
assist you in the tough job that 
lies ahead. 


Include extended handles in 30", 36" and 42" 
sizes. Tapered front styles in 30" and 36" lengths. 
Beautiful 3-color display rack that 
holds four sizes of bow saws— Given 
free with the purchase of eight saws 
and six replacement blades. Indi- 
vidually packed. 


COMPLETE LINE OF GENSCO BUSHMAN PRUNING SAWS 


All saws feature the famous Bushman tooth design that cuts on 
| forward and backward stroke. Styles include long and short 





GENSCO 
BOW SAW 
MERCHANDISER 








handles, tubular extensions, pistol grip and folding handles. 


OUR SEVENTY-FIFTH YEAR 


SUPERIOR PRODUCTS SINCE 1876 


JACKSON MANUFACTURING CO. 


HARRISE ¢ PENNSYLVANIA 


GENSCO TOOL DIVISION 
GENERAL STEEL WAREHOUSE CO., INC. 
1802 North Kostner Avenue e Chicago 39, Illinois 


BURG 
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Reports on Events Affecting 


shington 
NEWS and Views 


The Hardware Business 


(Continued from page 10) 


Tax Bill May Bring 
Higher Utility Rates 


Senate tax-writers are warned 
that electric power companies will 
have to ask for higher rates if Con- 
gress passes the House-appreved 
tax bill. 

Charles E. Oakes, president, 
Pennsylvania Power & Light Co., 
recently told the Senate Finance 
Committee that postponement of 
higher rates would slow down util- 
ity expansion. 

Tax bill approved by the House 
eliminates the present 31/3 pct 
federal levy on residential and com- 
mercial power bills. Oakes told the 
Senate committee this was a wise 
move, but objected to the higher 
federal income taxes that power 
companies would be forced to pay. 
Such an increase simply would have 
to be passed on to the consumers, 
he said. 


Says TV TAX Increase 
Means Bankruptcy 


Scores of retail dealers who sell 
television receivers will be forced 
into bankruptcy if Congress in- 
creases the present 10 pct excise 
tax on TV sets to 25 pct, according 
to Mort Farr, an Upper Darby, Pa., 
appliance dealer. 

Farr is pointing out to congress- 
men considering the 1951 tax bill 
that many dealers already are sell- 
ing TV receivers below cost to Gb- 
tain cash to run their businesses 
and to pay the taxes on last year’s 
profits. 

“If this trend continues, many 
dealers will be bankrupt,” he states. 

Any rise in the excise tax on 
radio and TV receivers will mean a 
net loss of revenue to the govern- 
ment from declining income taxes 
paid by dealers, Farr predicts. 


Snyder Sees Spending 
Spree Developing 


Current tendency of consumers 
to postpone buying many kinds of 
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retail products will disappear 
“within a month or two,” accord- 
ing to statements of government 
trade observers. 

Retail inventories have risen in 
value to 1.6 times monthly sales, 
the Commerce Department found in 
a recent study. But effective sales 
promotion and some price reduc- 
tions are expected to reduce these 
swollen inventories, particularly in 
the hardware, house-furnishings, 
and distribution of building ma- 
terials lines. 

Secretary of the Treasury John 
Snyder says it’s all a temporary 
situation. He predicts that a new 
round of inflation will open buyers’ 
pocketbooks before the end of the 
year. Increases in personal income 
and in employment generally will 
knock down inventories and foster 
another buying spree, Secretary 
Snyder says. 


Packaging Faces Slim 
Materials Future 


Lighter tin cans for some pur- 
poses, an increase in the use of flex- 
ible plastic containers, and reduced 
use of cellophane, may be in the 
offing. 

The tin can industry is studying 
the matter of thinner cans for spe- 
cific packaging needs as one means 
of stretching their tinplate allot- 
ments to provide more production. 
NPA also is studying ways of in- 
creasing the present allocation of 
1,000,000 tons of steel per quarter 
since can-makers are now being 
forced to dip into their inventories 
to meet demands. In any event, 
NPA says, steel allocation to the 
can industry will not be reduced be- 
low the million-tons-a-quarter fig- 
ure. 

In the meantime, NPA reports 
an increasing supply of polyethy- 
lene, a necessary component for 
making certain types of plastic con- 
tainers. However, use of cellophane 
wrappings may have to be curtailed 
within the next two months because 
of sulfur shortages. 

(Resume reading on page 11) 














Why The Record 
DEMAND? 


Your guess is as good as ours. 

Maybe it’s TV. Bassick Casters and 
Glides ease furniture moving, for easier 
TV viewing. 

Maybe it’s Bassick advertising. Our 
column cartoons in THE SATURDAY EVE- 
NING POST are real eye-catchers, sug- 
gesting the importance of good casters. 

Maybe it’s just the times. Possibly 
people are more fussy about protecting 
floors. 

Whatever the reason, you'll profit by 
displaying Bassick’s HD-10 caster de- 
partment. Compact 12 in. x 61/2 in. dis- 
play biock. Types and sizes mounted on 
removable wooden plugs, numbered for 
quick identification. 

We’re producing more casters and glides 
than ever before, and still can’t fill the de- 
mand. But we’ll do our best to keep you 
supplied. THE BASSICK COMPANY, Bridge- 
port 2,Conn. Division of 
Stewart -Warner Corp. 
In Canada: Bassick Di- 
vision,Stewart-Warner- 
Alemite Corp., Ltd., 
Belleville, Ont. 


SEXKY (6 4 





MAKING MORE KINDS OF CASTERS 


MAKING CASTERS DO MORE 









Priority and Price Digest 





News and Interpretations of Government Orders 


OPS Delays Producers 
Orders But Checks 
CPR-7 Compliance 


Main activity of OPS in the 
past two weeks eppears to have 
been postponement of its manu- 
facturers’ regulations, while it 
studies how to relate its future 
control activities to the Capehart 
fair profit amendment. 

But things are not always what 
they appear to be, for while OPS 
is taking a breather on issuing 
new amendments, the agency is 
training a sharp eagle’s eye on 
whether retailers are living accord- 
ing to the rule of CPR-7. 

Telephone calls to HARDWARE 
AGE indicate that some hardware 
dealers have already received let- 
ters from OPS asking them to re- 
port which regulation they are 
electing to price under. 

Reports have also been received 
from about the country that OPS 
has men in the field checking the 
retail price control compliance of 
stores of all kinds. 

OPS has always considered CPR- 
7 a workable order, though it has 
had trouble convincing the hard- 
ware trade that that was so. But 
OPS has never been happy about 
the way retailers have failed to 
rush to the mails with their charts. 

Now US attorneys are all set 
to file suits to compel filing of 
charts if dealers fail to heed OPS 
warning letters. And, it seems un- 
likely that the new rules under 
which the agency must function 
will knock out that cumbersome 
reporting provision. 


Retail Group Meets 
With OPS, Aug. 28 


Retail pricing problems will be 
discussed by members of the Re- 
tail Industry Advisory Committee 
and government officials in Wash- 
ington on Aug. 28. On that date, 
some of the findings discovered by 
a subcommittee familiar with 
small retailers’ difficulties under 
price control will be acted upon 
by conferees. 

Subcommittee members, meet- 
ing one day ahead of the confer- 
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ence, will prepare an agenda for 
the full committee and federal 
personnel to follow. 

First meeting of the committee 
took place in Washington on June 
19, and a permanent review sub- 
committee was named to advise 
on over-all pricing problems. An- 
other meeting was scheduled for 
July 24, but government uncer- 
tainty on the contents of the 
amended Defense Production Act 
caused postponement of that ses- 
sion. 

Retailers are expected to de- 
mand clarification of their pricing 
status as regards increased 
freight rates granted the rail- 
roads by Interstate Commerce 
Commission recently. 


New MRO Rating 
Issued Under CMP 


NPA has revoked Regulation 4 
which authorized the use of the 
DO-97 rating for maintenance, re- 
pair, and operating supplies and 
substituted CMP Regulation 5. 
Hence orders should now be 
marked “DO-MRO, Certified Under 
CMP Regulation 5” if they are for 
maintenance, repair and operat- 
ing supplies. 


B.B.B. Warns Dealers to Discontinue 
Misleading Ads on Reg. W Trade-Ins 


A warning to dealers to discon- 
tinue advertisements which make 
the flat assertion that no money 
or cash is required as down pay- 
ment with a trade-in in purchas- 
ing appliances, television sets, or 
furniture under the amended Reg- 
ulation W has been issued by the 
Better Business Bureau of New 
York, announced Hugh R. Jack- 
son, president. 

The Bureau pointed out in a 
special bulletin that, while under 
the amended Regulation W it is 
permissible for merchants to ac- 
cept trade-in at a value assigned 
“in good faith” and to deduct this 
value from the cash required to 
meet the 15 pct down payment, 
the amount of the trade-in is not 


By R. S. WILD 
Associate Editor 


HARDWARE AGE 


Hold Over Builders’ 


Hardware Ceilings 

OPS has set Oct. 1, 1951, as the 
effective date under its general 
manufacturers’ ceiling price reg- 
ulation for establishing ceiling 
prices on specific commodities 
listed in Supplementary Regula- 
tion 12, CPR 22, issue June 29. 

It is expected, in addition, that 
specific pricing provisions for 
most of these commodities will be 
issued and made available on an 
optional basis before Oct. 1, OPS 
said. These provisions will prob- 
ably contain pricing techniques 
differing somewhat from those 
now in CPR 22. 

Among the commodities listed 
in Supplementary Regulation 12, 
CPR 22, are: builders’ hardware 
(including locks, mail boxes, sash 
and door hardware, showcase 
hardware, etc.); bolts, nuts, 
screws, and rivets; metal or al- 
loyed wire and cable; plumbing 
and drainage specialties (except 
plumbing fixture trim) specifical- 
ly designed to meet local or na- 
tional plumbing code _ require- 
ments; all soaps, cleansers, and 
synthetic detergents not in CPR 
10, and anti-freeze. 


sufficient in all instances to meet 
the full down payment required. 

Shoppings by the Bureau, it 
was stated, have revealed that in 
most cases where advertisers have 
made the flat assertion of “no 
money down” or “no cash re- 
quired” with a trade-in, the ad- 
vertisers either allowed an amount 
not sufficient to cover the down 
payment entirely or would not al- 
low any trade-in at all as a down 
payment unless the purchase was 
at a higher price than the dealer 
was prepared to sell the merchan- 
dise for without a trade-in. 

The usual procedure in such 
cases, the Bureau said, was to re- 
quire the purchaser to buy at list 

(Continued on page 176) 
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SHURLOK GLASS KNOB BEDROOM OR 
BATHROOM SET. ..a “smart looking” mem- 
ber of the new Shurlok line featuring 
sparkling beauty, lifetime quality, econo- 
my and sensational new style construction. 


NEVER UNDERESTIMATE THE STRENGTH 





oF A TEGCO GLASS D00R KNOB! 


Lm 


There once was a carpenter named Long, 
Who thought glass was fragile—not strong. 
.»» Until one day—while hammering away, 


A TEGCO GLASS KNOB proved him wrong. 








NATIONAL CONTRACT HARDWARE SHOW NATIONAL HARDWARE SHOW, INC. 
Chicago September 17-18-19 October 8-9-10-11-12 
Booths 60 and 70 New York City Booth 17 TEGCO TUBULAR GLASS 


Quality KNOB SET features unex. 
TECHNICAL GLASS COMPANY, INC. | TESCO} hy wt ete 
2050 EAST 48TH STREET, LOS ANGELES 58, CALIFORNIA Shan alte —e 
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YOU BRUSH IT ON 
LIKE PAINT! 


CEDAR-LUX 





1S Not an imitation. It is ac- 


= Ny tually pulverized, aromatic 
Ms cedar wood It contains all 

/ the oils and has the delight- 

ful fragrance of real cedar 


lumber and retains fragrance 
ond protective properties in- 
definitely CEDAR-LUX 1s 
packaged in 5 and 10 Ib 
cans and 50 Ib. drums. The 
user simply adds woter to 
desired consistency and ap- 
ples to inside of closets with 
paint brush, spray or trowel Con be ap- 
pled over wallpaper, paint wall boards, 
plaster or any smooth surface A 5 Ib 
con will CEDAR-LUX the ordinary small 
closet and a 10 Ib can will surface a 
large closet 


w EVERY HOME A PROSPECT 
% NATIONALLY ADVERTISED 
%& FREE DEALER HELPS 
* BIG PROFIT MARGIN 
Retail Prices 5 Ib. can $6.95 
10 Ib. can $12.95 
WRITE FOR LITERATURE G&G DISCOUNTS 


CEDAR-LUX provucts co. | 


DEPT. HA-2, 703 Main St., Kansas City, Mo. §f | 
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price if a trade-in was to be ac- 
cepted as the down payments, 
whereas the dealer was prepared 
to offer the merchandise at a 
lower price if no trade-in was in- 
cluded. The effect of this latter 
practice, it continued, is a boost- 
ing of the selling price to cover 
part or all of an inflated trade-in 
allowance, a procedure which is a 
violation of Federal Reserve pol- 
icy. 

To prevent misleading the pub- 
lic and to curb the abuses already 
apparent in the offering of trade- 
in allowances as applicable to 
down payments, the Bureau there- 
fore makes the following recom- 
mendations after consultations 
with and concurrence by the re- 
gional Federal Reserve adminis- 
trators of Regulation W: 

That any claims that no money 
or cash may be needed as a down 
payment, with a trade-in, be qual- 
ified, in immediate conjunction 
with such claims, and in type 
large enough to prevent deception, 
to indicate clearly that this is 
true only in some cases and that 
the allowance may cover part or 
all of the required down payment. 

That no claims of “No Down 
Payment,” “No Deposit,” or any 
terms of similar meaning, be 
used, because under Regulation 
W, a down payment is required, 
in cash or trade-in, or both. 

That no retailer, in either ad- 
vertising or selling, ask a higher 
price for an item which will be 
sold with a trade-in allowance ap- 
plied toward the down payment, 
than he would sell the same item 
for without a trade-in. 


Building Metal Curbs 
Tightened by NPA 


Construction of industrial 
plants, factories or facilities, 
stores and other types of commer- 
cial construction are affected by 
a recent revision of NPA controls. 
The action while tightening con- 
trols on large projects eased them 
on buildings using relatively 
small amounts of steel, copper, 
and aluminum. 

NPA acted by revoking its basic 
construction order M-4 and re- 
placing it with a new one, M-4A; 
amending CMP Regulation 6, and 
Order M-74 (use of copper and 
copper-base alloy in construction 
materials), and issuing Direction 
1 to CMP Regulation 6. 

The action places a_ limited 
freeze in effect until Oct. 1 when 


all construction will be placed un- 
der the agency’s Controlled Ma- 
terials Plan. 

The limits of CMP materials 
which may be used without appli- 
cation to NPA are as follows: 

(1) For stores and other com- 





OPS Now Checking 
CPR-7 Compliance 


OPS enforcement investi- 
gators have launched a na- 
tion wide survey to determine 
compliance of retailers in the 
filing of price charts under 
CPR-7. (See HARDWARE 
AGE issues, May 3, page 78; 
June 14, page 67; July 12, 
page 76.) 

According to Edward P. Mor- 
gan, assistant OPS director in 
charge of enforcement, up- 
wards of 275,000 retail dealers 
should have filed price charts 
by May 31. Thus far, he said, 
many dealers have failed to 
comply with OPS regulations. 
Mr. Morgan noted that there 
has been a wide variance in 
compliance in the various 
OPS regions, and that more 
than 25 pct of the price 
charts filed have been re- 
turned for additional infor- 
mation or correction of 
errors. 

The Department of Justice 
has instructed U. S. attor- 
neys in the field to institute 
suits to compel filing of the 
charts in all cases where deal- 
ers fail to heed warning let- 
ters within the grace period 
set by OPS, Mr. Morgan said. 











mercial buildings—2 tons of car- 
bon steel, including structural 
steel; 200 pounds of copper and 
copper-base alloy and no alumi- 
num. 

(2) For industrial plants, fac- 
tories or facilities—25 tons of 
carbon and alloy steel (but not 
to include more than 2% tons of 
alloy steel and no stainless steel) ; 
2000 pounds of copper and copper- 
base alloys, and 1000 pounds of 
aluminum. 


OPS Sets Ceilings on 
10 Home Products 


OPS on Aug. 6 announced retail 
price ceilings, effective Aug. 4, 
for 10 manufacturers producing 
dinnerware, mattresses and bed- 
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springs, furniture, and fans, in 
special orders under Section 43 
of CPR 7. The ceilings the agency 
set were not revealed but will be 
announced as soon as practicable. 

Among the manufacturers are 
the Wooster Rubber Co., Wooster, 
Ohio, for its “Rubber-Maid Kar- 
Rugs” and “Rubbermaid” rubber 
mats, trays, and rubber car rigs, 
scrapers, baskets, dust pans, 
dishes, holders, stoppers, pads, 
cutting boards, and drainers; also 
the Westinghouse Electric Corp., 
Springfield, Mass:, for ‘“Westing- 
house” fans. 

On and after Oct. 2, these firms 
must preticket with the retail ceil- 
ing price the articles covered by 
their order, and on and after Nov. 
2 no retailer may offer or sell such 
articles unless they are so marked. 


Set Dollar-and-Cents 


Anti-Freeze Ceilings 


OPS recently announced dollar- 
and-cents ceilings on three stand- 
ard types of anti-freeze applicable 
to retail sales and sales to retail 
dealers. For all other sales, ceil- 
ing prices are determined by ap- 
plying to the spelled-out ceilings 
the same percentage discounts or 
price differentials in effect from 
April 1 to Dec. 1, 1950. 

The new ceilings are fixed in 
CPR 57, effective Aug. 6, 1951, 
and the spelled-out prices are at 
the same level at which major 
brands were frozen ‘Jan. 26, 1951, 
under the GCPR. They are 25 
cents per gallon at retail higher 
than such brands at the outset of 
last season. 

Retail sales of Type S Volatile 
(such as Synthetic Methanol) are: 
one gallon or more, per gal., 
$1.50; Type SC (Diluted Synthetic 
Methanol) $1.40; Type P (Per- 
manent Glycol) $3.75. For less 
than 1 gallon, per quart, the ceil- 
ings for the three types are, re- 
spectively, 40 cents; 35 cents; 
$1.00. 


OPS Postpones Price 


Orders for Producers 


OPS on Aug. 9 postponed indef- 
initely the mandatory effective 
date of six manufacturing price 
regulations that were scheduled to 
go into force on Aug. 13. These 
orders include the general manu- 
facturers’ regulation, CPR 22 and 
the machinery order, CPR 30. 

The postponement preserves the 
status quo. 
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Display it! Keep it filled! 
SCREW DRIVER & WOOD CHISEL 
SELF-SERVICE DEPARTMENT 


Screw 
“DRIVERS | 


aige for 
meen; en 














HEADQUARTERS FOR FINE QUALITY 


” aie 











#2160 


HANDLES 


Yours 


FREE 


‘ Fuller Metal 
Display Rack 

In Eye - Striking 
Blue and Orange 
Worth $5! You 





Contains | | Pay only for the 
Screw Drivers and 

FULLER c | Wood Chisels. 

COMPLETE BASI H 

ASSORTMENT oT ita - RETAIL LIST 

@ 4 Dozen Screw Drivers in : $24.40 


complete range of wanted sizes 
Priced for FAST TURNOVER. Plenty of room for your present open stock. Shipping weight 12 Ibs. 
Order today thru your wholesaler; or directly from Fuller; we'll ship and bill thru your jobber. 


FULLER TOOL CO., Inc. 905 FAILE sT., BRONX 59, N. Y. 


World's Largest Producers of Unbreakable Amber Handle Tools 

















DECTO-STICK 











YOU SHOULD STOCK 
CHICAGO “Safety Plus” Screw Products 


| @CAP AND SET SCREWS 
@ SOCKET SCREWS 
e TAPER PINS e NUTS @ STUDS 
@ They’re Quality Made to be Trouble Free 
@ They’re better packaged for easier stock 
room service 
@ They‘re a greater profit line for you to 
feature for replacement in ALL fields of 
manufacture 


FURNITURE REPAIR KIT 
An ingeniously compounded stick that 
Fills and Colors NICKS, DENTS and 
GOUGES in natural-finished or stained 
woodwork, furniture, radios 
leather and plastics. eee 
EASILY APPLIED {4 
CAN BE BLENDED f@& 
NO HEAT = 
TAKES ANY FINISH 
NO DRYING TIME REQUIRED 
LASTS AS LONG AS THE WOOD 
WILL NOT BLEED OR SHRINK | 
Display card holds 12 cellophane bags, retailing 
at 25 cents. Each bag contains a complete kit of 
4 Decto-Sticks (dark mahogany, light mahogany, 
walnut and maple) a scraper and instructions. 
SOLD THROUGH JOBBERS 
D Cc ct O ee) d uct Ss  e) Ask for CHICAGO and get “Safety Plus” from 
SALEM 6 MASS your HARDWARE DISTRIBUTOR today. 

Makers also of Decto Run-Smooth, a light colored 
all-purpose Lubricating Stick 


CHICAGO SCREW COMPANY 


* Bellwood, Ill 














2509Washington Blvd 
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e sor will cover the Iowa, ger, and in 1943 was made Utica Dre 

Hardware Convention Features Nebraska, North and South a sales representative. He Assistant 
Dakota territories. John Lin- was promoted to assistant 

droth will work with Earl manager of the Los Angeles John 1} 

Stafford in Texas. district office in 1947. been app¢ 


First Conference Booth Plan 


This year’s convention of 
the American Hardware 
Manufacturers Association 
and the National Wholesale 
Hardware Association, Oct. 
14-18, at Atlantic City, N. J., 
will inaugurate the use of 
the Conference Booth Plan 
to take the place of the Con- 
tact Areas Plan used during 
the last three national con- 
ventions. 

The Booth plan will oper- 
ate from 2 to 5 p.m. on Mon- 
day and Tuesday, Oct. 15 and 
16, in the Atlantic City Con- 
vention Hall. A directory of 
booth holders will be pub- 
lished and distributed at the 
convention. Admission to the 
Conference Booth Hall will 


be limited strictly to those 
wearing convention badges. 

Registration for the con- 
vention will begin at 9 a.m. 
on Sunday, Oct 14, and con- 
tinue until 5 p.m. This will 
be for members of both as- 
sociations and manufactur- 
ers’ agents, but badges dur- 
ing this Sunday registration 
will be delivered only to those 
included in the advance reg- 
istrations. Badges for all 
other Sunday registrants 
will be ready for delivery at 
9 a.m. Monday, Oct. 15. 

Registration will be re- 
sumed on Monday morning, 
Oct. 15, at 9 a.m., and will 
also be open for guests and 
visitors. 








Olin Products Appoints 
Mid-West Manager 


Edwin L. Holloway has 
been appointed midwestern 
division manager of Olin 
Products Co., Inc., 655 Madi- 
son Ave., New York, N. Y., 
with his headquarters in Chi- 
cago. Robert R. Hopper was 
named assistant to the vice- 


president, and he will be 
located in New York. 
Mr. Holloway joins the 


firm after handling advertis- 
ing sales for Ladies Home 
Journal. Prior to that, he 
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was industrial sales manager 
in Chicago for Dennison 
Mfg. Co. 





Make Changes in Stanley 
Field Sales Set-Up 


The Stanley Works, New 
Britain, Conn., has an- 
nounced the following addi- 
tions and changes to their 
sales organization in the 
field. 

Jack Bates, formerly han- 
dling the Long Island terri- 
tory, has moved into Minne- 
sota, Wisconsin and the 
Upper Peninsula of Michi- 
gan, and Clifford Woodward 
has taken over the Long 
Island territory. Edward 
Speare has been assigned to 
work with Fred Miller in the 
Southeastern territory and 
he will have some accounts 
in South Carolina,, Georgia 
and Florida. 

Carl Bauman will handle 
the District of Columbia, 
Delaware, Maryland and the 
towns of Alexandria and Ar- 
lington, Va., and Kragg Ky- 





Roebling Names Barney 
To Wire Rope Sales 


James C. Barney has been 
named assistant manager of 
sales for the wire rope divi- 
sion of John A. Roebling’s 
Sons Co., Trenton 2, N. J., 
succeeding the late George 
B. Stoess. 

Mr. Barney has been asso- 
ciated with Roebling for the 
past 26 years, starting as a 
clerical assistant at the 
firm’s Los angeles office. In 
1925 he became office mana- 
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Allen Named Disston Hardware Sales Manager; 
George Hopf Becomes Marketing Division Head 


Samuel D. Allen has been 
named hardware sales man- 
ager by Henry Disston & 
Sons, Inc., Tacony, Philadel- 





SAMUEL D. ALLEN 


phia 35, Pa., and will be re- 
sponsible for Disston hard- 
ware sales throughout the 
country. He succeeds George 
E. Hopf, who was appointed 
manager of Disston’s newly 
created marketing division. 
Mr. Hopf will serve on the 
staff of distribution manage- 
ment. 

Mr. Allen, a veteran of 25 
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years with the company, ad- 
vanced through various man- 
ufacturing departments to 
become a hardware sales- 
man. After several years on 
the road he was named as- 
sistant manager of hardware 
sales. Subsequently, he su- 
pervised file sales in the 


general sales department, and 
pior to his latest advance- 
ment, he was in charge of 
sales engineering phases of 
entire 


Disston’s hardware 


line. 





GEORGE E. HOPF 
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Utica Drop Forge Names 
Assistant to President 


John M. Demarest has 
been appointed assistant to 





JOHN 


M. DEMAREST 


the president of Utica Drop 
Forge & Tool Corp., 2415 


Whiteboro St., Utica 4, N. Y. 

Mr. Demarest has a back- 
ground of engineering ex- 
perience, and during the war 
served with the WPB in 
charge of aircraft expansion 
in the eastern states. He 
joined Utica Drop Forge & 
Tool in 1951 from the Marion 
Power Shovel Co., where he 
had been vice-president and 
works manager. 





Congoleum-Nairn Names 
New Distributors 


Congoleum-Nairn, Inc., 195 
Belgrove Dr., Kearny, N. J., 
has announced a number of 
new distributors, including 
Oklahoma Hardware Co., 
Oklahoma City, in both Okla- 
homa City and Tulsa, and 
J. A. Williams Co., 401-433 
Amberson Ave., Pittsburgh. 








Our Own Hardware Increases Capital; 
450 Stores Represented at Summer Meeting 


An increase of $1,500,000 
in authorized capital was 
voted approved by dealer- 
stockholders of Our Own 
Hardware Co., Minneapolis, 
at the three-day summer 
meeting held recently in the 
company’s building. With 
this increase, Our Own’s 
capitalization will be $5,300,- 
000. 

The increase in capitaliza- 
tion will be through issuance 
of additional preferred stock. 
No change is contemplated 
in common stock. When the 
company was formed in 1913, 
as Hall Hardware Co., cap- 
italization was $100,000. 

S. P. Duffy, general man- 
ager, told stockholders that 
the increase was required to 
enable the company to effi- 
ciently meet present day 
sales and inventory needs. 

Mr. Duffy reported that 
sales in the first six months 
of this year were $9,200,000, 
as compared with $7,700,000 
in the comparable period of 
1950. 


Owners and store person- 
nel from some 450 stores 
attended the meeting, which 
was held in conjunction with 
the annual fall and Christ- 
mas merchandise show. 

Buying was fairly active 
in toys and gift goods and 
in seasonal merchandise, 
with particular interest 
shown in gift wrapping sup- 
plies. The heavy inventory 
position of most dealers tem- 
pered buying volume in other 
lines. 


ne 





Ss. P. DUFFY 
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Builders’ Hardware Group 


Plans Convention Forums 


The National Contract 
Hardware Association and 
its affiliated American Soci- 


ety of Architectural Hard- 
ware Consultants will hold 
their 1951 annual conven- 


tions and jointly sponsored 
National Builders’ Hardware 
Exposition together at the 
Palmer House, Chicago, be- 
ginning Monday, Sept 17, 
through Wednesday, Sept. 
19. A new feature will be a 
series of forums in which 
industry problems to be dis- 
cussed will include: under- 
writers’ fire door hardware, 
education of builders’ hard- 
ware trainees, and applica- 
tion of industry ethics. An 
interesting feature of the 
show will be an exhibit of 
Yale & Towne’s famous col- 
lection of antique locks and 
hardware. 

The Association and Soci- 


ety executive committee and 
board of directors meetings 
will be held at 10:30 a.m., 


Sunday, Sept. 16, the day 
before the program officially 
opens. Previously, these 
meetings were held during 


regular convention sessions, 
making it necessary to 
stretch out the program for 
an extra day. 

Within less than two 
weeks, the initially planned 
exposition booth space was a 
complete sell-out, and addi- 
tional office help was hired to 
handle an unprecedented 
number of display booth and 
hotel reservations. 

W. C. Habbersett of the 
Building Materials Division 
of the NPA will be a fea- 
tured speaker on federal 
limitation orders and their 
provisions, and there will be 
other prominent speakers. 








Record Turnout Expected 
At 25th Hardware Golf 


The 25th anniversary an- 
nual tournament of the 
Hardware Golf Association 
will be held at Broadmoor 
Hotel, Colorado Springs, 
Colo., Sept. 10-12. Already 
more than 275 reservations 
have been received, and indi- 
cations are that the Associa- 
tion will have the largest at- 
tendance in its history. The 
tournament will start Mon- 
day, Sept. 10. 

The registration desk will 
be open from 2:00 to 5:00 
p.m. on Sunday, Sept. 9., and 
then opens officially at 8:00 
a.m. Monday. There will be 
a board meeting of the direc- 
tors of the Association on 
Monday evening. Tuesday 
evening features a steak-fry, 
and the annual banquet will 
be held Wednesday night. 
Tickets to all the events will 


be available at the registra- 
tion desk. 

*The Broadmoor Hotel will 
meet members at the station 
if requested. The Rock Island 
Railroad has placed extra 
cars on the Rocky Mountain 
Rocket leaving Chicago Sept. 
7, 8, and 9, and also return- 
ing. 





New Toy Catalog Issued 
By Geo. Worthington 


A new 1951 toy catalog is 
being distributed to its deal- 
ers by the Geo. Washington 
Co., wholesalers of Cleveland. 

This 72-page catalog lists 
retail prices with the item 
descriptions, and gives deal- 
ers costs in a special, simpli- 
fed order blank that 
accompanies each copy. This 
order form lists toys by page 
and item number to simplify 
its use. All items in the cata- 
log carry an item number. 
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Top Honors Go to Hardware 
Store in NEMA Contest 


Schaffer & Bond, Inc., a 
hardware store at 77-81 S. 
69th St., Upper Darby, Pa., 
was the winner of a first 
prize plaque in the display 
contest sponsored by the 
Electric Housewares Section 
of the National Electrical 
Manufacturers Association. 
Winners were selected Aug- 
ust 1 by judges from publi- 


cation, merchandising and 
display fields. 
Among those __ receiving 


other first prize plaques 
were: Mankato Electric Co., 
Mankato, Minn., appliance 
dealer; Ohio Edison Co., 
Youngstown Branch, Youngs- 
town, Ohio, utility; and 
Lansburgh & Bro., Washing- 
ton, D. C., departménht store. 

The contest was conducted 
in conjunction with the in- 
dustry’s year round gift cam- 
paign, whose theme is “Give 
Electric Housewares — First 
Choice for Every Gift Occa- 
sion.” 








Murray Appoints Johns 
To Distribution Staff 


Douglas S. Johns has been 
appointed distribution coor- 
dinator for the Home Ap- 
pliance Division of The Mur- 





DOUGLAS S. JOHNS 


ray Corp. of America, 
Scranton, Pa. He will work 
on special assignments under 
Frank E. Johns, Murray 
sales manager of national 
distribution, and will be 
headquartered in Scranton. 

: Mr. Johns joined Murray 
in 1951 as district manager 
in Cleveland. Prior to this, 
he was district manager for 
the Peerless Mfg. Corp. 


Chapin Heads Sprayer 
& Duster Association 


R. B. Chapin, president of 
R. E. Chapin Mfg. Works, 
Batavia, N. Y., was elected 
president of the National 
Sprayer & Duster Associa- 
tion, 4300 Board of Trade 
Bldg., Chicago 4, IIl., as well 
as chairman of the executive 
board, at the association’s 
6th annual meeting. Mr. 
Chapin succeeds C. D. Leiter, 
sales manager of the F. E. 
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Myers & Bros. Co., Ashland, 
Ohio, who has served as asso- 
ciation president for the last 
two years. 

H. F. Brandt, president of 
Dobbins Mfg. Co., Elkhart, 
Ind., was elected vice-presi- 
dent of the association and 
vice-chairman of the execu- 
tive board, and D. P. Lewis, 
secretary of the H. D. Hud- 
son Mfg. Co., was re-elected 
treasurer. Frank J. Zink and 
Earl D. Anderson, Frank J. 
Zink Associates, Chicago, 
were elected counsel and sec- 
retary of the association re- 
spectively. 

R. W. Merritt, vice-presi- 
dent in charge of sales of 


Root Mfg. Co., Malta, Ohio, 
was elected a new member of 
the executive board. Re- 
elected to the board, in addi- 
tion to the officers named, 
were: P. L. Hauser, sales 
manager, Lowell Mfg. Co., 
Chicago; T. M. Burton, vice- 
president, D. B. Smith & Co., 
Utica, N. Y.; and C. D. Lei- 
ter. 





Worthington Handles 
Parker-Gaines Line 


The George Worthington 
Co., 802-832 St. Clair Ave., 
N. W. Cleveland 1, Ohio, 
has been appointed distribu- 
tor in Ohio for Parker- 
Gaines Co., Long Island City 
1, N. Y., No. 600 line of all 
mirror-finished stainless steel 
kitchen tools. 





GE Advances Five in 
Divisional Posts 


C. R. McLean and A. H. 
Heitzler have been  ap- 
pointed sales managers of the 
automatic blanket and clock 
divisions respectively, of the 
General Electric Co., Bridge- 
port 2, Conn. D. C. Spooner, 
Jr., has been named assis- 
tant to the general manager 
of the company’s traffic ap- 
pliance department, and R. 
O. Fickes and M. M. Wheeler 
were made managers of the 
automatic blanket division 
and clock division. 








Stevens Level Co. Becomes Division 


Of Columbian 


The E. A. Stevens Level 
Co., Newton Falls, Ohio, has 
been purchased by the Co- 
lumbian Vise & Mfg. Co., 
Cleveland, Ohio it was an- 
nounced by H. F. Seymour, 
Columbian president. 

The Stevens plant will be 
operated as the Stevens 
Level Division of the Co- 
lumbian Vise & Mfg. Co., and 
plans are being made for 
immediate substantial ex- 
pansion in its manufacturing 
facilities. Executive, sales, 
and financial offices of the 
Stevens Division will be es- 
tablished at the present Co- 
lumbian headquarters in 
Cleveland. Levels will be sold 
under the trade names of 
Columbian and Stevens. 

E. A. Stevens, former 
president and son of the 
founder of Stevens Level Co., 
will remain as plant mana- 
ger, and Donald Stevens, 
former vice - president, will 


Vise Through Purchase 


also join the Columbian or- 
ganization in charge of the 
factory office and accounting. 


All other members of the 
‘Stevens personnel will be 
retained by Columbian. 


Columbian Vise & Mfg. 
produces a complete line of 


hand and hydraulic vises 
for home, farm and indus- 
trial use. 





H. F. SEYMOUR 
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Robeson Names Reynolds 
N. Y. Sales Head 

James S. Reynolds has 
been appointed sales mana- 


ger of the New York City 
area for Robeson Cutlery 





JAMES S. REYNOLDS 


Co., Inc., Main St., Perry, 
N.Y; 

Mr. Reynolds has_ been 
with National Silver for the 
last five years, holding the 
positions of assistant sales 
manager and merchandise 
manager of the cutlery divi- 
sion, followed by his appoint- 
ment as divisional sales man- 
ager. Prior to that, he had 
served for 11 years as New 
York sales representative for 
Landers, Frary & Clark 
smallwares division. 





Add Five Directors to 
Revere Copper & Brass 


Five new members have 
been elected to the board of 
directors of Revere Copper 
& Brass Inc., 230 Park Ave., 
New York 17, N. Y. The new 
directors include Simon D. 
Strauss, vice-president in 
charge of sales for American 
Smelting & Refining Co.; 
Charles A. Macfie and J. 
Aylmer Doucett of the New 
York offices of Revere Cop- 
per & Brass; Irving T. 
Bennett, head of the Balti- 
more Division of Revere; 
and James M. Kennedy, in 


charge of Revere’s Rome 
Mfg. Co. Division, Rome, 
mM. 2. 


Represents Fremont in 
Southern States 


Frank Frey has been ap- 
pointed factory representa- 
tive of Fremont Rubber Co., 
Fremont, Ohio. He will cover 
Georgia, Alabama _ and 
Florida. Mr Frey was pre- 
viously employed in selling 
various types of hard sur- 
face and wool goods. 
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YOU CAN TELL 
A GOOD 
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If it’s a JACOBS 


It bears the name...look for it! 
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No matter what the make of a portable electric tool 
may be, there’s one name your experienced purchaser 
always looks for on the CHUCK. 


If it’s Jacobs, he has found what he was looking 
for — his assurance of maximum gripping power, 
accuracy and service life. It’s a familiar routine 
wherever chuck-equipped tools are sold — and proof 
that Jacobs is one of the most powerful selling names 
in all industry. 


IN YOUR OWN SELLING FIELD as in every 
other, hard-hitting national advertising helps keep the 
name of Jacobs at peak sales value. It’s a safe bet that 
many of your own customers are among the 8,100,000 
readers of POPULAR MECHANICS and 
POPULAR SCIENCE, which carry Jacobs mes- 
sages regularly. 


That’s why it’s a smart move to make sure the 
portable electric tools you stock are equipped with’ 
JACOBS CHUCKS. They get business — and hold 
it! The Jacobs Manufacturing Company, West 
Hartford 10, Connecticut. 
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“SINCE 1888” 


A complete line of hand, continuous, compressed air, knap- 


sack, bucket, wheelbarrow 
and crank powder insecti 
nators of sprayers and o 
quality in engineering, m 


The famous Smith IND 


and barrel sprayers. Also hand 
cide dusters. We are the origi- 
ur products are of outstanding 
odern design and performance. 


IAN FIRE PUMP is unexcelled 


for Civilian Defense fire fighting. Send for catalog. 


BANNER Compressed Air Sprayer 


The 
Open 


copper tank. 


outstanding compressed air sprayer. 
or funnel top. Guzalvanized or solid 
Non-clog angle nozzle. 


E-Z 5 Gal. Knapsack Sprayer 


JIM DANDY 
Cart Sprayer 


The king of sprayers. 5 gal- 


copper 


is 


so 


The finest 
knapsack 
sprayer 
made. 
lever 
velops 
pressure 
easily while 
spraying. 
gal. zinc- 
grip steel or 
tank. Tank 
air conditioned 
dampness does 


not reach the back. 
Adjustable brass 


nozzle. 


SPEEDEX Garden and 
Tree Sprayer 


All _ brass, 
popular, 
justable 


lon extra strong compressed | P 


air tank. Pressure gauge. 12 
foot hose. Balloon tires. Rol- 
ler bearings. Brass valve and 
adjustable nozzle for long 
distance and fine spray. 


WHEELBARROW 
SPRAYER 


Steel wheel or bal- 
loon tire. High pres- 
sure tank if desired. 
For all spraying pur- 
poses. 18 gal. bucket 
tank. Constant high 
pressure. 


very 


Originators of Spraye 


703 Batt 4 ae 


BLIZZARD SPRAYER 


Pint, Quart, (39 ounce). Sprays any 
liquid. Continuous, Seamless brass 
pump barrel. Solid copper tank. Ap- 
pealing streamline design. Highly pol- 
shed. Finest continuous sprayer made. 


wy 


GIANT 
DUSTER 


Finest quality made and 


easily operated. Ad- 


justable feed lever. Preci- 
sion built for hard service. 


D. B. SMITH @ CO. 


rs Since 1888) 
UTICA 2, NEW YORK 


very 
large ad- 
nozzle 
for spraying trees, 
shrubbery, flowers, 
weed killing, etc. 


At the annual stockhold- 
ers’ meeting of Fones Bros. 
Hardware Co., Second & 





ROBERT H. BAKER 


| Rock Sts., Little Rock, Ark., 
the election of company of- 
ficers and board of directors 
was held. Robert H. Baker 
was reelected as_ president 


Fones Bros. Hold Election of Officers; 
R. H. Baker Reelected Firm’s President 


and treasurer, and Sterling 
W. Tucker as first vice-presi- 
dent and secretary. Other 
officers reelected were 
George W. Luker, vice-presi- 
dent and merchandise mana- 
ger; W. B. Gosnell, Jr., vice- 
president; John P. Hatley, 
vice-president; M. H. Thomp- 
son, vice-president and man- 
ager, furniture department; 
A. Warner Waldo, Jr., as- 
sistant secretary; and G. W. 
Puckett, cashier. Newly 
elected a vice-president and 
member of the board of di- 
rectors was Lee Martin, 
succeeding S. G. Catlett, who 
retired recently. Mr. Martin 
formerly traveled sections of 
Arkansas and Louisiana for 
Fones Bros. 

Reelected to the board of 
directors were: Robert H. 
Baker; W. B. Gosnell, Jr.; 
John P. Hatley; George W. 
Luker; M. H. Thompson; and 
Sterling W. Tucker. 








Forecast Shortages in 
| Fireplace Equipment 


The shortage of fireplace 
equipment during the fourth 
quarter of 1951 and the re- 
|lationship of dealer inven- 
| tories to current sales at 
retail were among the im- 
portant subjects discussed by 
the members of the Fireplace 
Equipment Institute, 1621 
Euclid Ave., Atlantic City, 
| N. J., at its semi-annual 
| meeting at the Claridge Ho- 
| tel, Atlantic City, N. J. 
| 





A spokesman for the in- 
dustry said that inventories 
| of fireplace equipment in re- 
| tailers’ hands, although ap- 
| pearing to be heavy, were in 
| reality insufficient to meet 
| the demand expected during 
| the last quarter of the year 
| by the manufacturers. A 
| good retail volume of sales is 
anticipated and due to the 
fact that scarcity of mate- 
rials will cause curtailment 
in the production of fireplace 
equipment in the final quar- 
ter, these inventories will 
probably be inadequate and 
fill-ins will be hard to get. 

The Institute had sent a 
questionnaire to buyers ask- 
ing for suggestions as to 
what the manufacturers 
could do to increase the re- 
tail sales. A tabulation of the 
replies shows that 83 pct of 
all fireplace equipment mer- 
chants sell fireplace acces- 





sories everyday in the year, 
and 8 out of 10 fireplaces 
lack at least one important 
accessory. The questionnaire 
revealed that 92 pct of the 
merchants stated that the 
gross profit margin on fire- 
place accessories is as good 
as, if not better than, the 
profit they make on all other 
lines. It is expected that the 
information received will 
form the basis for promo- 
tional activities designed to 
increase the dealers’ sales 
volume. 


Sun Rubber Names Two 
To Executive Posts 


A. Clarke Mack, Jr., has 
been named assistant to the 
president, and Gene Gamble 
was appointed director of 
public relations of the Sun 
Rubber Co., Barberton, Ohio, 
maker of rubber toys and 
playthings. Mr. Mack has 
been in the rubber industry 
for 13 years, and Mr. Gamble 
has a broad background in 
public relations. 


Joins American Mfg. 


American Mfg. Co. Noble 
& West Sts., Brooklyn, N. Y., 
announces the addition of 
Frank Suter to the sales de- 
partment. Before joining the 
company, Mr. Suter was as- 
sociated with several steam- 
ship companies. 
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C. Fred Watkins Appointed New Sales 


‘Manager For Heller Brothers Company 


C. Fred Watkins has been 
appointed sales manager of 
Heller Bros. Co., Newark, 
N. J., with his headquarters 
in Newcomerstown, Ohio. 

Mr. Watkins was formerly 
with the American Swiss 
File & Tool Co., Newark, 
N. J., joining in 1945, first 
as a salesman, then as as- 
sistant to the vice-president 
in charge of sales. His most 
recent position with the firm 
was that of general sales 
manager. He has travelled 
widely in the middle west, 
New England, New York and 
New Jersey. 





C. FRED WATKINS 








Sales Head Named for 
Royal Vacuum Cleaner 


Edwin A. Hamala has been 
appointed sales manager of 
the Royal Vacuum Cleaner 
Co., 540 E. 105 St., Cleveland 
8, Ohio, succeeding J. L. 
Mahon who has retired after 
36 years with the company. 

Mr. Hamala joined the 
Royal executive sales staff 
in 1950, shortly becoming as- 
sistant sales manager. Pre- 
vious associations were with 
the Premier Vacuum Cleaner 
Div. of General Electric Co., 
Jack & Heintz Precision In- 
dustries. Inc., and The Apex 
Electrical Mfg. Co. 





Perfection Advances 
Three in Furnace Div. 


A. B. MacLaren has been 
appointed sales manager of 
the Superfex Furnace Divi- 
sion, Perfection Stove Co., 
7609 Platt Ave., Cleveland 
4, Ohio. E. B. Goodwin has 
been named new accounts 
manager, and E, W. Conners 
takes over the post of fur- 
nace service manager. 

Mr. MacLaren joined Per- 
fection in 1930 in sales and 









A. B. MacLAREN 
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service, and in 1935 became 


layout engineer and sales 
and service correspondent. 
During the war he had 


charge of the production en- 
gineering office, also han- 
dling contract terminations. 
He became service manager 
of the Furnace Division in 
1948. 

Mr. Goodwin joined Per- 
fection in 1934, and Mr. 
Conners has been a member 
of the Furnace Division for 
the past three years. 





Powers Made Head of 
Sport Fishing Group 


John R. Powers, Jr., has 
been appointed director of 
public relations of the Sport 
Fishing Institute. The Insti- 
tute is an independent group 
of men interested in progres- 
sive fish conservation and res- 
toration, with headquarters 
in the Bond Bldg., Washing- 
ton, D. C. 





Olin Representative 
In Southwest Moves 


L. C. Dean, representative 
in the southwest of the elec- 
trical division, Olin Indus- 
tries, Inc., East Alton, IIL, 
has moved from Sherman, 
Tex., to Dallas, from which 
point it is believed that bet- 
ter service can be rendered to 
Winchester and Bond dis- 
tributors. 






New Phoenix Lines 
Phoenix Hardware Co., 








95-99 Howard St., Newark 3, 
N. J., has been named as full 
line distributor of Rubber- 
maid housewares and Wag- | 
ner carpet sweepers. | 
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ROYAL WIRE 


engineered for 


DEPENDABILITY 


merchandised for 


VOLUME SALES 
Ask for details of the 
No. 1 deal — 1250 feet 
of ROYAL quality wire 
plus a steel counter 
display rack. 
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Douglass L. Mann Heads All Selling, 


Sales Service for Congoleum-Nairn 


Douglass L. Mann has been 
appointed general sales man- 
ager of Congoleum-Nairn 





MANN 


DOUGLASS L. 


Belgrove Dr., 
J., it was an- 
F. J. Andre, 


Inc., 195 
Kearny, N. 
nounced by 


president. This is a new post 
with the company, and Mr. 
Mann, under the direction of 
T. L. Shaffer, first vice-presi- 
dent, has the responsibility 
for all domestic and foreign 
selling and sales service ac- 
tivities. 

Mr. Mann joined Congo- 
leum-Nairn’s sales force in 
1936, and in 1937 was sent 
to the Chicago branch office. 
He was assigned territories 
successively in Indiana, Iowa 
and eastern Illinois. In 1939 
he was transferred to Bos- 
ton, Mass., where he handled 
the wholesale trade for New 


England, and major retail 
accounts in Boston. He was 
made assistant to the 


president upon his return to 
Congoleum-Nairn from the 
service. 








Hardware Men Serve 
Controllers Institute 


Casey, office 
manager of the Gillette 
Safety Razor Co., Boston, 
has been elected secretary of 
the Boston Control of the 
Controllers Institute, and 
Henry P. Keyserling, con- 
troller of the Plymouth Cord- 
age Co., North Plymouth, 
Mass., has been named a di- 
rector. The new secretary 
of the Cincinnati Control of 
the Institute is Bruce S. 
Shannon, controller of The 
Drackett Co., Cincinnati. 
Norman F. Luekens, secre- 
tary of The George Worth- 
ington Co., Cleveland, is 
serving as treasurer of the 
Institute’s local chapter 
there. 

Other executives from the 
hardware industry who have 
been elected or re-elected di- 
rectors of Institute local Con- 
trols include: Richard H. 
Childers, treasurer, Moore- 
Handley Hardware Co., Inc., 
Birmingham, Ala.; N. A. 
Clouet, controller, Sargent 
& Co., New Haven, Conn.; 
Herbert Lawrence, controller, 
Pittsburgh Screw & Bolt 
Corp., Pittsburgh; Donald 
F. McManus, Landers, Frary 
& Clark, New Britain, Conn., 
and Gregory J. Oberst, con- 
troller, Elastic Stop Nut 
Corp. of America, Union, N. 
J. (Newark Control). 

Established in 1931, the 
Institute is a non-profit or- 
ganization of controllers and 


Henry F. 
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finance officers from all lines 
of business. The total mem- 
bership exceeds 3,700. 





Humphreys Named U. S. 
Rubber Co. Chairman 


H. E. Humphreys, Jr., 
president of United States 
Rubber Co., Rockefeller Cen- 
ter, New York 20, N. Y., has 
been elected chairman of the 
board of directors, effective 
as of Sept. 1. He will also 
continue as president. Mr. 
Humphreys succeeds Herbert 
E. Smith, chairman and for- 
mer president, who has re- 
tired after 38 years of 
service. He will continue as a 
director and member of the 
finance committee. 

The board also elected 
John W. McGovern, vice- 
president and general man- 
ager of the tire division, a 
member of the executive com- 
mittee. Howard N. Hawkes, 
assistant general manager of 





H. E. HUMPHREYS, JR. 


that division, was elected a 
vice-president and was ap- 
pointed as general manager 
to succeed Mr. McGovern. 

Mr. Humphreys joined U. 
S. Rubber in 1938 as a vice- 
president, director, and mem- 
ber of the finance and 
executive committees. In 1942 
he was also made head of 
the finance committee, and 
later in the same year was 
elected vice-chairman of the 
executive committee. He be- 
came president and chairman 
of the executive committee in 
1949, 

Mr. McGovern joined the 
firm in 1920, rising through 
various positions until he 
became a vice-president in 
1945 and a director in 1951. 
Mr. Hawkes came to the firm 
in 1912. He rose to the post 
of general sales manager of 
the tire division in 1933, and 
became assistant general 
manager in 1943. 





Kapland Heads All Sales 
For Cummins-Chicago 
Mitchell A. Kapland, vice- 
president of Cummins - Chi- 
cago Corp., 4740 N. Ravens- 
wood Ave., Chicago 40, IIl., 
has been placed in charge of 


sales activities for all four 
divisions. He will supervise 
sales policies and programs 
for all branch offices, repre- 
sentatives and distributors. 

Mr. Kapland joined the 
organization in 1949 as gen- 





MITCHELL A. KAPLAND 


eral sales manager, and in 
1950 was elected vice-presi- 
dent in charge of sales for 
the Business Machines Divi- 
sion. In 1951 he became vice- 
president of all four divi- 
sions. Prior to 1949, Mr. 
Kapland was vice - president 
and general manager of 
Gray Audograph Corp. and 
sales manager of the Gray 
Mfg. Co. 








Lowered Attendance and Buying Evident 
At San Francisco Western Summer Market 


The Western Summer 
Market at the Western Mer- 
chandise Mart, 1355 Market 
St., San Francisco 3, Calif., 
closed with dealer and buyer 
registrations about 25 pct 
off attendance of _ recent 
years. The light and highly 
selective buying noted at the 
Market was blamed on un- 
balanced inventories, slug- 
gish sales, slow collections, 
and difficulties of store 
operations under govern- 
ment regulations. 

Floor covering activity 
was fairly light in most 
showrooms, even where new 
merchandise was shown. 
New styles in hard surface 
floor coverings got a better 
reception than soft surface 
coverings, with modern tex- 
tured and marbleized types 
particularly approved. 

Distributors of radio-tele- 
vision and appliances who 
did not offer some sort of 
deal, off - price merchandise 
or new promotionally priced 
items received little atten- 
tion. This section was hard- 
est hit by the light buying, 
mainly because its retail in- 


ventories are still the high- 


est. Freezer orders were 
among the _ best, while 
double ovens, high broilers 
and electric ranges were re- 
ported as about the only 
items that moved. 

Gifts, lamps and _house- 


wares did not sell too well, 
but gift and accessories in 
the medium-low ranges were 
fairly active. Housewares 
were recently hit by price 
cutting, and many retailers 
shopping this market were 
anxious to find merchandise 
that might lend itself to 
competitive pricing, if neces- 
sary in the future. 

Toys and juvenile goods 
buying was similar to that 
in other home furnishing 
categories. Toys and Christ- 
mas merchandise outsold ju- 


venile furniture, and new 
novelties in the low price 
range and soft toys were 


most active in the holiday 
merchandise. Reports indi- 
cated that buyers knew what 


they wanted, and _ bought 
without too much _ looking 
around. 
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Nearly 22,000,000 people will read Vertagreen’s compelling 
story in leading garden magazines and newspapers this fall 
—including home-owners in your community. When these 
home-owners come into your store asking for Vertagreen 
they will be ready customers for garden tools, seeds and 
other needs. 

An attractive, eye-catching display of Vertagreen can 
be one of your best salesmen. It will not only make pro- 
fitable sales of Vertagreen but will also help you sell more 


related gardening items. 





Plant Food 


an 
cone Fearn (Zta Works 





ARMOUR FERTILIZER WORKS ATLANTA, GA. 
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Dayton Pump Makes 
Executive Changes 


R. L. Kauffman has been 
elected vice-president in 
charge of the service divi- 


R. L. KAUFFMAN 


sion and customer relations 
of The Dayton Pump & Mfg. 
Co., Dayton, Ohio, and Mar- 
vin E. Campbell succeeds Mr. 
Kauffman as secretary and 
treasurer. Kenneth Lung 
was appointed chief engi- 
neer. 

Mr. Campbell was form- 
erly secretary, treasurer and 


MARVIN E, CAMPBELL 


general manager of the Na- 
tional Tag Company, and 
Mr. Lung had been chief en- 
gineer with Flint & Walling 
Mfg. Co., Ine. 


Hotpoint to Help 
Flood Victims 


Special repair service for 


persons whose _ appliances 
were damaged in the recent 
flood area centering around 
Kansas City has been made 
available by Hotpoint Inc., 
5600 W. Taylor St., Chicago 
44, Ill., in cooperation with 
its dealers and local distribu- 
tor, Graybar Electric Co. 

A special allowance will be 
given to any appliance owner 
wishing to trade in damaged 
kitchen and laundry equip- 
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ment for a new model. Gov- 
ernment credit restrictions 
have been relaxed in the 
flood area, permitting con- 
sumer purchases of appli- 
ances with no down payment. 

John F. McDaniel, sales 
manager, said that the repair 
service and trade-in program 
follows a company policy of 
providing special assistance 
in disaster areas. 


LeClare Advanced By 
Sherwin-Williams 


Dale M. LeClare, manager 
of the Minneapolis sales divi- 
sion for Sherwin-Williams 
Co., 101 Prospect St., Cleve- 
land, Ohio, has been promoted 
to the position of assistant to 
the vice-president and gen- 
eral manager. He is suc- 
ceeded as division manager 
in Minneapolis by Robert 
Strandquist. 


Promote Two in Sales 
Staff of Lowe Bros. 


Murphy lL. Fontenot, 
southern district salesman 
for The Lowe Bros. Co., 
Dayton, Ohio, has been pro- 
moted to southern district 
sales manager, with head- 
quarters in Atlanta, Ga. He 
will devote his time to sales 
supervision and dealer sales 
in the southern area. P. M. 
Hutchison, formerly Rocky 
Mountain division manager, 
was appointed special repre- 
sentative in Texas. His head- 
quarters will be in Ft. 
Worth, and he will cooperate 
with trade salesmen in the 
development of new and es- 
tablished dealer agents. 


Thor Moves Cincinnati 
Branch Offices 


Independent Pneumatic 
Tool Co., Aurora, IIll., maker 
of Thor portable power tools, 
has moved its Cincinnati 
branch to a new and modern 
building at 8726-28 Floral 
Ave. 

The new Cincinnati branch, 
one of the largest sales and 
service stations in the com- 
pany’s 20-city chain, offers 
factory branch service facili- 
ties, including trained service 
mechanics, and a complete 
stock of replacement parts 
and accessories for all Thor 
tools. 


Kilgore Mfg. Changes 


The complete properties 
and operations of The Kil- 
gore Mfg. Co., Westerville, 
Ohio, have been purchased by 


a new corporation, Kilgore, 
Inc. Policies, products manu- 
factured, and personnel have 
remained unchanged. 


Abrams Becomes Head 
Of Emerson Division 


Fred Abrams has been ap- 
pointed to head the national 
parts sales-service division 
of Emerson Radio & Phono- 
graph Corp., 111 Eighth Ave., 
New York City 11, succeeding 
Edward Fishbein. 

Mr. Abrams joined the 
company in 1947 as assistant 
to the manager of the service 
department, and for the past 
year has been engaged in the 
government contracts divi- 
sion, handling organizational 
work for various government 
projects. Mr. Fishbein, who 
joined the company in 1946 
as sales promotion manager, 
has resigned. 


Master Rule Expands 
Sales Territories 


Erma Peacock has been as- 
signed a new and enlarged 
sales territory by Master 
Rule Mfg. Co., 40 Mulberry 
St., Middletown, N. Y. She 
will cover the southeastern 
territory, consisting of 
Georgia, Florida, Alabama, 
Mississippi, Tennessee, and 
North and South Carolina, 
with headquarters in Colum- 
bus, Ga. Her former area 
was Chicago. 

William H. Meiners will 
cover California, Oregon and 
Washington for Master Rule. 
Blake H. Olson has added 
Virginia, West Virginia and 
western Ohio to his territory, 
and Andrew G. McGrath has 
taken over the northern IIli- 
nois territory. 


Open New Offices for 
Wilcox, Crittenden 


Wilcox, Crittenden & Co., 
Inc., Middletown, Conn., has 
opened its new office building 
at Warwick and High Sts. 
as part of its modernization 
program. The building, 
started in November, 1950, 
is adjacent to the factory, 
and contains 11,000 sq. ft. of 
floor space. There are 28 
rooms, which will allow the 
organization to department- 
alize completely for the first 
time. The opening of the 
building took place on Aug- 
ust 8, at which time the new 
quarters were inspected by 
approximately 1,500 company 
employees and their families. 


Paul Lux Advanced in 
Lux Clock Sales 


Paul Lux has been ap- 
pointed assistant sales man- 
ager of the Lux Clock Mfg, 


PAUL LUX 


Co., Waterbury, Conn. He 
had been serving as sales 
representative in the indus- 
trial division. Mr. Lux joined 
the company in 1946. 


Cleveland Group Holds 
Annual Golf Party 


The annual Cleveland 
Housewares Club golf party 
was held at the Forest Lake 
Country Club, July 26, with 
a turnout of 92 active mem- 
bers during which officers 
for the ensuing year were 
elected and installed. 

Elected as president for 
the coming year was E. G. 
Fruend, president of The 
Lake Erie Hardware Co. 
Sandy Miller, buyer for the 
May Co., was named first 
vice-president, and second 
vice-president was Lou Mil- 
ler, sales manager of the 
Kane Co. Tom Hoban, buyer 
for The Higbee Co., was 
elected treasurer; Walter 
Lines, salesman for The Geo. 
Worthington Co. was named 
assistant treasurer; Mort 
Sinks, Days Pine Cleaner, 
became secretary; and Willis 
Sattler, of F. Lawson Co., 
was elected assistant secre- 
tary. 


Retire from Motorola 


Walter H. Stellner and 
George R. MacDonald, both 
vice-presidents and directors 
of Motorola, Inc., 4545 W. 
Augusta Blvd., Chicago 51, 
Ill., have retired from the 
television - radio - communi- 
cations firm. Mr. Stellner 
had been with the company 
for 14 years, and Mr. Mac- 
Donald had served for 17 
years. 


HARDWARE AGE, AUGUST 23, 1951 





HARDWARI 


ed in 


been ap- 
ales man- 
lock Mfg. 





onn. He 
as sales 
1e indus- 
ux joined 


Holds 


veland 
If party 
est Lake 
26, with 
ve mem- 
officers 
ar were 
d. 
lent for 
is E. G. 
of The 
are Co. 
for the 
ed first 
second 
sou Mil- 
of the 
n, buyer 
0., Was 
Walter 
The Geo. 
3; named 
; Mort 
Cleaner, 
d Willis 
on Co., 
t secre- 


rola 


er and 
ld, both 
lirectors 
545 W. 
ago 61, 
om the 
mmuni- 
Stellner 
ompany 
r. Mac- 
for 17 


3, 1951 


¢@@ QUIK FLAME SETS 


The same Quik flame wicking that has proved 
popular in continuous lengths is now available 
in crimped sets to fill all standard 8” range 
burners. Packaged in sets of 4 oversize (1” 
wide) wicks. 


QUIK FLAME 
an 


The most efficient kindler 
ever developed for range 
burners. Patented open mesh 
construction provides best 
possible results with distillate 
oils. The extra-heavy wire 
core yarn keeps the kindler 
upright in the burner channel. 
Glass yarn at burning edge 
facilitates the removal of. car- 
bon deposits. Packaged 6 ft. 
to the box, 7g” and 134” wide. 


~ KINDLERITE 


® WOVEN GLASS 


The acme of perfection in 
stove kindlers, assuring long 
life and maximum stove per- 
formance. The only _ glass 
wicking woven with a wire 
core in every strand to pro- 
tect the burning edge. Pack- 
aged 51, ft., 6 ft., and 100 ft. 
to the box, in widths of 7”, 
1”, 1%” and 13%”. 


R/M’s standard quality woven asbestos kindler. A sturdy 
long-lived wicking with wire core in both warp and 
filling yarn. Packaged 51 ft., 6 ft., and 100 ft. to the 


box, in widths of 7%”, 1”, 14%” and 1%”. 


KEEP THE HOME FIRES BURNING 
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... with R/M wicks 


Clean-burning, long-lasting, 


there are no_ better 


wicks than vou'll find in the R M line. R M wicks 


mean satisfaction for your Customers, profits doje well e 


Ask your regular jobber 


the W 1¢ ks. 


w TRI-WYR 


R ae raete pick ot 


This is an extra-sturdy woven asbestos 
wick, containing a brass wire core in 
every strand. There are also three heavy 
reinforcing wires in the lower half of this 
wick. Fits all range burners. Packaged 
5% ft. to the box, 7%” wide. Also 100- 
ft. rolls, boxed or unboxed. 


RAYBESTOS-MANHATTAN, INC. 
ASBESTOS TEXTILE DIVISION @ MANHEIM, PA. 


FACTORIES: Manheim, Pa.; No. Charleston, $.C. 


RAYBESTOS-MANHATTAN, INC., Manufacturers of Asbestos Textiles * Packings 

Mechanical Rubber Products « Abrasive and Diamond Wheels « Rubber Covered 

Equipment + Brake Linings * Brake Blocks « Clutch Facings * Fan Belts 
Radiator Hose * Powdered Metal Products « Bowling Balls 
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MOISTURE 
DOESN’T GET 
TO US 


UTHER 


woopD 


SCREWS 


(Slotted or Phillips Heads) 


are especially packed for protection 


When you order Southern wood screws in bulk, they 
come to you packed in indestructible steel cans with 
sealed locking covers. It’s an Southern 
feature, for your convenience and for the protection 
of the product. Dirt and moisture can’t get in. And 
you don’t have to handle awkward wooden cases with 
their frequent breaking and leaking. In use, the cans can 
be easily closed and locked after the desired quantity of 
. sizes can’t become mixed. 


exclusive 


screws has been taken out. . 


Southern screws are manufactured in a modern plant 

using the finest quality materials. They are available 

in a wide range of sizes, slotted or Phillips heads. In- 

vestigate the Southern line. Write today for catalogue. 
FACTORY WAREHOUSES 


4100 Dell Avenue 325 West Ohio St. 
North Bergen, N. J. Chicago 10, Ill. 


280 Decatur S.E. 
Atlanta, Georgia 


SOUTHERN 


SCREW COMPANY 


104 RICKERT STREET 
STATESVILLE, NORTH CAROLINA 


® ®© 6 ®e ® 
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NEWS OF 


MANUFACTURERS’ AGENTS 








A. R. Murphy Joins 
Bert J. Clark Co. 


Bert J. Clark, of Bert J. 
Clark Co., Kansas City, Mo. 
has announced that A. R. 


A. R. MURPHY 


Murphy has joined the com- 
pany’s staff. Prior to joining 
the Clark company Mr. Mur- 
phy was southern regional 
manager for Nesco, Inc. 

Mr. Murphy is well ac- 
quainted with the Iowa, 
Nebraska, Kansas and Mis- 
souri areas that the Clark 
company covers, having pre- 
spent 12 years in 
sales activity in these states. 

Trans-World Commercial 
Corp., manufacturers’ ex- 
port representative at 111 
E. 23 St., New York City 
10, is the general agent for 
Compagnia Italiana Esporta- 
zione Ferramenta (C.I.E.F.), 
Milano, Italy, a large tool 
and hardware manufacturer. 
The Trans-World Corp. is 
appointing U. S. sales rep- 
resentatives. 


J. C. Bernard Co., Dallas 
Tex., has been named to rep- 
resent the R. E. Chapin Mfg. 
Works, Inc., Batavia, N. Y., 
in Texas, Oklahoma, Louis- 
iana, and Arkansas. The 
Bernard Co. will handle the 
Chapin line of quality 
sprayers. 


United Brokerage Co., 
Tampa, Fla., has also been 
named to represent the R. E. 
Chapin line of sprayers in 
all of Florida, excepting the 
Western tip. 


George A. Sloan & Asso- 
ciate, Little Rock, Ark., has 
been named sales representa- 
tive for Chas. O. Larson Co., 
Sterling, Ill, maker of 
bright wire goods. 


Oliver A. Hahne & Co., 
Chicago, IIll., has been made 
representative in Chicago 
and adjacent marketing 
areas for New England Car- 
bide Tool Co., Cambridge, 
Mass. 

Albert J. Prince, manufac- 
turers’ agent in Dallas, Tex., 
has been appointed repre- 
sentative for Earle Hard- 
ware Mfg. Co., Reading, Pa. 
His territory includes Arkan- 
sas, Oklahoma and Texas. 


Cornelius C. Apffel, Box 
247, Nashville 2, Tenn., has 
been appointed manufac- 
turers’ representative for 
Marion Tool Corp., Marion, 
Ind. Mr. Apffel will cover 
Louisiana, Arkansas and 
Mississippi. 








4900 Buyers Visit 
California Gift Show 


A total of 4900 buyers 
visited the 33rd California 
Gift Show, sponsored by the 
Los Angeles Trade Fair, 
Inc., the show management 


| division of the Los Angeles 


Chamber of Commerce. The 
show lasted six days and was 
held in the Merchandise 
Mart, Brack Shops, Alex- 
andria and Biltmore Hotels 
and seven individual show- 
rooms. Manufacturers and 
sales representatives re- 


ported that the greatest buy- 
ing activity included those 
whose displays and _ lines 
warranted promotional at- 
tention from buyers. 


Can Company Appoints 

J. F. Fogarty, Jr., has 
been appointed sales man- 
ager of Decoware for the 
Central Division of Conti- 
nental Can Co., 100 E. 42 St., 
New York 17, N. Y. He was 
formerly a research specia- 
list in the National Indus- 
trial Conference Board, join- 
ing Continental in 1950. 
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Arkansas 


Moore’s Hardware & Fur- 
niture Store, Little Rock, was 
seriously damaged by fire 
recently. 


Indiana 


The Main & Markland 
Hardware, Kokomo, has been 
remodeled on a _ self-service 
basis. 


Montana 


Frank A. Brown has pur- 
chased the Oliver - Stout 
Hardware Co., Bozeman, 
from James Owenhouse and 
the Owenhouse estate. 


New York 


Bridge Hardware Co., Sec- 
ond Ave. & 60th St., New 
York, N. Y., is undergoing 
a $200,000 expansion to the 
store and warehouse, which 
will increase the total area 
to 45,000 sq. ft. The expan- 
sion program is a result of 
the store front being smashed 
by an automobile. 


Rizzo’s Hardware & Appli- 
ances, Endwell, N. Y., has 
been opened by Joseph Rizzo 
in the Endwell Plaza, a shop- 
ping center. Mr. Rizzo for- 
merly operated a_ similar 
store in Hornell, N. Y. 


The A. E. Ewing Co., 
Olean, N. Y., has opened a 


100-car parking lot at the 
rear of the store. Customers 
may use their store charge 
accounts or gas company 
courtesy cards for buying 
gas and oil, 


North Carolina 


Brevard Hardware 
Brevard, has been organized 
to engage in a general hard- 
ware business. 


North Dakota 
Hildenbrand Hardware, 
Ashley, was sold to Oliver 
Wahl. It was formerly 
owned by William 
brand, who has retired. 


Pennsylvania 
The Boston Hardware Co., 


44 N. Wyoming St., Hazle- | 


ton, is building a new 150 x 


30 ft. warehouse at the rear | 


of its property. 


South Carolina 


Long Hardware Co. was 
recently opened at 2520 Main 


St., Columbus, by Gary W. | 


Long. 


Fire of 
A. Watson Hardware, Wash- 
ington St., Greenville. The 
blaze was thought to have 
originated at a loading plat- 
form in the rear 
building. 








GE Starts Building 
New Appliance Park 


General Electric Co. has 
announced that it will build 
its new Appliance Park at 
Buechel, Ky., and it has be- 
gun taking title to various 
plots in the 700-acre tract 
and started construction. 
The first building of Ap- 
pliance Park will be used 
for the production of com- 
ponent parts for aircraft jet 
engines, but eventually the 
multi-million dollar park 
will be the manufacturing, 
engineering marketing, and 
administrative headquarters 
for GE major appliance op- 
erations. 


Correction 


President of The Hoover 
Co., North Canton, Ohio, 
whose photograph was in- 
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| This Compact, 4-color 
L-TOP 


Food Chopper Merchandiser 


| STOPS SHOPPERS .. . SHOWS THEM... SELLS THEM 


Hilden- | 


4 UNIVERSAL 


Tab-t-T0P 


oop & MEAT CH 
SWINGS OPER 





of the | 


correctly used and identified | 


as James M. Southard in a 


news item in the July 12th | 
AGE, | 
Southard’s | 


issue of HARDWARE 
announcing Mr. 
appointment as representa- 
tive for the Bommer Spring 
Hinge Co., Brooklyn, N. Y., 


in Florida, Georgia, Alabama | 


and Mississippi. 


J. F. HATTERSLEY 


23, 1951 


Put it on your counter and watch it 
build up sales! The TAB-L-TOP food 
and meat chopper rests solidly on the 
sturdy platform, proves to customers 
how it grips without clamping... how 
it will not mar surfaces. The mer- 
chandiser is compact, only 20" long, 
10" deep, 19" high, and is litho- 
graphed in four eye-catching colors. 
Write for yours today. It’s shipped 
direct to dealers without charge. Ad- 
dress Dept. HA, Landers, Frary & 
Clark, New Britain, Connecticut. 


UNIVERSAL 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 

















OBITUARIES 








Winthrop R. Howard 


Winthrop Randall Howard, 
61, president and founder of 
the Rawlplug Co., 271 Church 
St., New York, N. Y., died 
August 11 at St. Vincent’s 
Hospital, New York. 

Mr. Howard founded the 
Rawlplug Co., in 1921, and 
was also chairman of the 
board of Junior Achievement, 
a youth movement dedicated 
to teaching the principles of 
free enterprise. 

A son, Winthrop Howard, 
survives, 


John H. Otterson 


John H. Otterson, 59, man- 
ager of Peters Ammunition 
sales, Peters Cartridge Divi- 
sion, Remington Arms Co., 


ORR gay ope 


JOHN H. OTTERSON 


Inc., Bridgeport, Conn., died 
suddenly of a heart attack on 
July 28. 

Mr. Otterson was formerly 
a member of the sporting 
powder division of E. I. du 
Pont de Nemours & Co., and 
was transferred to the sales 
department of Remington 
Arms Co. in 1935. He is sur- 
vived by his widow. 


Henry J. Oetjen 


Henry J. Oetjen, merchan- 
dise manager of Ace Hard- 
ware Corp., 2355 So. Blue 
Island Ave., Chicago 8, IIL, 
died suddenly on July 24. 
Mr. Oetjen. joined the firm 
in 1933, serving in various 
capacities until he joined the 
buying staff as the house- 
wares and appliance buyer. 
In 1948 he became merchan- 
dise manager. 


HENRY J. OETJEN 


He is survived by his 
widow and two sons, Henry 
P. Jr., and Calvin Oetjen. 


Sanford S. Vaughan 


Sanford S. Vaughan, 81, 
chairman of the board of 
Vaughan & Bushnell Mfg. 
Co., Chicago, IIl., died on 
July 28 in Evanston, IIl. 

Mr. Vaughan had been as- 
sociated with Vaughan & 
Bushnell, which was founded 
by has father, for over 64 
years. He became president 
of the concern in 1903, upon’ 
the death of his father, and 
served in that capacity until 
1945. At that time he was 
made chairman of the board. 


He is survived by a son, 
Howard A. Vaughan, presi- 
dent of Vaughan & Bushnell. 


C. E. Scribner 


Clarence E. Scribner, 68, 
of Finzel & Scribner Hard- 
ware, Monroe, Mich., died 
July 21 of pneumonia. He 
had been in poor health for 
two years. Mr. Scribner 
started working for the Fin- 
zel Hardware in 1911, becom- 
ing a partner in 1923. He 
was a 25-year club member 
of the Michigan Retail Hard- 
ware Association. A brother 
survives. 


Harold B. Woolsey 


Harold B. Woolsey, south- 
ern and southwestern repre- 
sentative of Mathias Klein 
& Sons, Chicago, died of a 
heart attack at his home in 
Memphis, Tenn., on July 27. 


G. H. Burnett 


George H. Burnett, 70, 
president of Hartel Bros. Co., 
85 W. First St., South Bos- 
ton, Mass, tool steel dealers, 
died on July 26 at his home. 
He had been with Hartel 
Bros. since 1903, and during 
World War II served as a 
member of the New England 
Advisory Committee on Met- 
als. He is survived by a son, 
Robert H. Burnett. 


Harry Greenburg 


Harry Greenberg, 62, 
comptroller and member of 
the board of directors of Na- 
tional Silver Co., 295 Fifth 
Ave., New York, N. Y., died 
on August 8. Mr. Greenberg 
joined the firm in 1911 as a 
shipping clerk. He advanced 
to assistant department man- 
ager, head of the flatware di- 
vision, credit manager, and 
finally became comptroller 
and member of the board. 


F. E. Gates 


Fred E. Gates, 88, founder 
of the Gates Hardware & 
Supply Co., 317 E. Brady St., 
Tulsa, Okla., died in a Con- 
necticut hospital on August 
6, after an illness of a year’s 
duration. 

Mr. Gates started his ca- 
reer in the lumber business 
before entering the hardware 


}» 
A 


F, E. GATES 

field. He later represented 
the Rogers & Baldwin Hard- 
ware Co., also investing in 
several hardware stores at 
that time. In 1909 he opened 
a retail and wholesale hard- 
ware business at Sapulpa, 
Okla., and moved to Tulsa in 
1919 to start his wholesale 
hardware firm. He retired 
from Gates Hardware three 
years ago. 

He is survived by two 
daughters and two sons, Wil- 
liam C. and George H. Gates, 
both active in the Tulsa com- 
pany. 


J.C. Berry 


Joe C. Berry, manufac- 
turers’ representative of Dal- 
las, Tex., died in Dallas on 
August 3. He had traveled 
the southwest for many 
years, and had been a mem- 
ber of the Texas Hardware 
Boosters Club since 1936. 








Government Issues New 
Weldless Chain List 


The proposed Simplified 
Practice Recommendation 
for Weldless Chain and 
Chain Products has been ap- 
proved, and will become ef- 
fective September 1, 1951, 
the Commodity Standards 
Division of the Office of In- 
dustry and Commerce, U. S. 
Department of Commerce, 
reported today. It will be 
identified as R245-51. 

The recommendation, pro- 
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posed by the Chain Institute, 
Inc., consists of a simplified 
list of kinds and sizes of 
weldless chain and chain 
products that are currently 
in general use and demand, 
and are regarded as giving 
an adequate selection for or- 
dinary use and for stock. It 
shows in addition to sizes, 
the recommended finishes for 
the 26 items of chain and 
chain products. 

Until printed copies are 
issued, mimeographed copies 
of Simplified Practice Recom- 


mendation R245-51 may be 
obtained from the Com- 
modity Standards Division, 
Office of Industry and Com- 
merce, Washington 25, D. C. 


Star Expansion Moves 
Houston Branch 


The Houston, Tex., branch 
office and warehouse of Star 
Expansion Bolt Co., Inc., 147 
Cedar St., New York, N. Y., 
has moved to larger quarters 
at 3301 Chenevert St., 
Houston. 


Wooster Co. Entertains 
Cleveland Paint Group 


As a part of its 100th 
Anniversary activities, The 
Wooster Brush Co., Wooster, 
Ohio, entertained 135 mem- 
bers and guests of the Cleve- 
land Paint, Varnish and 
Lacquer Association with an 
all-day golf outing at the 
Wooster Country Club, July 
20. The 18-hole golf tourna- 
ment was followed by 4a 
buffet dinner and the award- 
ing of golf prizes. 
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Ree vase, . Thirty-year service awards were given these employees 
 F of Buch Mfg. Co., Elizabethtown, Pa., at a recent dinner 
; ‘ in their honor. Shown, left to right, are W. W. Weaver, 
Buch president; Daniel Harley, Daniel Zerphey, Acron 
Moyer, Sol Becker, Harry Eshenbaugh, Edward Belser, 
and John Kline. 


Dominion Electric Corp., Mansfield, Ohio, recently 

honored Benjamin Shaffer, president, and Nathan 

Lifson, treasurer, at a 30th anniversary dinner. 

Shown, left to right, are Mr. Shaffer, Mr. Lifson, 
Robert Shaffer and Burton Lifson. 
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nanufac- 
e of Dal- 
allas on Representatives of Colorizer Associates relax between sessions of 
traveled their recent annual sales conference at the Broadmoor Hotel, 
many Colorado Springs, Colo. Attending were 22 management, sales 
a mem- and advertising executives, who discussed 1952 promotion plans for 
ardware Colorizer paint in its 1,322 colors. 
1936. : 


Greeting the 12,000,000th portable kero- 
sene heater to come off the assembly 
line of Perfection Stove Co., 7609 Platt 
Ave., Cleveland 4, Ohio, is D. S. Smith, 
Perfection president. 


N ooster, 


5 mem- 
e Cleve- 


and a! Aa ba ae m < 


Attending a special sales conference for 

Baker Brush Co., New York, were these 

salesmen, representing the company on 

a national basis. Advertising and sales 

promotions were discussed, in addition 

to new government restrictions and pri- 
orities. 
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Latest Information on New Hardware Merchandise 


(Continued from page 14) 


curred since the beginning of the 
year. In comparison with the year- 
ago level, however, instalment ac- 
counts were up 6 pct. 


Instalment accounts outstand- 


ing at furniture stores were down 
about 2 pct in June, about the 
same rate of decrease as in recent 
months. 

Accounts were collected some- 
what more rapidly in June than 
in May by appliance stores. 





New Loopholes Opened in Appliance 
Selling By Softening of Regulation W 


Trade-ins in lieu of cash, now 
permitted under the easier credit 
restrictions incorporated in the 
new economic controls legislation, 
make the down payment require- 
ments of the new regulations un- 
enforceable, in the case of major 
appliances, television receivers 
and furniture, in the opinion of 
finance company executives. The 
old Regulation W did not permit 
trade-ins in place of cash for a 
down payment, except in the case 
of automobiles. 

The stumbling block is the fix- 
ing of a fair valuation on an ap- 
pliance or receiver which has 
been taken in by a retailer on the 
purchase of a new article. Trade- 
in values on automobiles, on the 


other hand, are fixed in publica- 
tions which list them on each 
model and each make. These have 
been accepted by the Federal Re- 
serve Board in setting maximum 
trade-in values. There are no 
similar standards available in the 
case of appliances and furniture. 

Under these circumstances, eva- 
sion of the regulations would be 
easy, it is held. A 15 pct down 
payment is required under the 
regulations but the lack of stand- 
ards for valuing trade-ins ap- 
parently would make it easy for 
a dealer to allow more than this 
amount on some article traded in 
really having little value and then 
applying that to coverage of the 
full down payment. 


Wholesale Hardware 
Sales, Stocks Lower 


June sales of hardware whole- 
salers totaled $239 million. com- 
pared with $250 million in May 
and $243 million in June, 1950, 
the Commerce Dept. reported. 

Electrical goods wholesalers 
had sales of $441 million in June, 
as against $471 million in May 
and $451 million in June, 1950. 

Sales of house furnashings 
wholesalers amounted to $129 mil- 
lion in June, as against $142 mil- 
lion in May and $143 million in 
June, 1950. 

June sales of all durable goods 
wholesalers totaled $2,368 million. 
In the previous month they 
amounted to $2,478 million, while 
in June, 1950, the total was $2,149 
million. 

Inventories of hardware whole- 
salers amounted to $575 million in 
June. This was against $591 mil- 
lion in the previous month and 
$428 million in June of last year 


instalment Payments 
Up for Second Month 


Consumer instalment credit 
outstanding amounted to $12.925 
billion at the end of June, a rise 
of $19 million during the month, 
and the second consecutive month 
to show an increase. The total 
represented a gain of $820 million 
during the 12 months ended June 
30, the Federal Reserve Board re- 
ported. Total consumer credit at 
the end of June amounted to $19.- 
224, a $31 million increase for the 





Estimated Sales of Wholesale Hardware Distributors 


By Months 1939 to June 1951 
($000,000 omitted) 
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holders, 
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NE paints. oo 25 231 206 233 216 159 9; 86 71 78 77 
June..... ress 238 98 237 202 157 92 8° 76 80 77 
Total for 6 months 1383 J 85? dd? 50. 417 516 
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Source: Bureau of Census. 
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Hodell Dog Chain assort- “aug BOO CHAINS 


ment includes 12 chains 
complete with snaps and 
holders, on attractive two- 
color metal display hanger. 
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QUSEHOLD 
CHAIN 


Your customers are pre-sold—they know the 
Hodell name! Plan now to stock the full 
line of Hodell Chain—display it where the 
Hodell ‘‘Silent Salesman” can catch your 
customers’ attention! 


Hodell “‘Chainvender” is available 
with six different fast-selling as- 
sortments. Put it together with 4 
drums of Proof Chain in the four 
most popular sizes for a complete, 
compact chain department. 
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Hodell Porch Swing Chains are 
packaged one complete set to 
a carton, clearly and color- 
fully labeled. 


Hodell Household Chain counter display contains 
four most popular sizes of small chain for house- 
hold use. 50 feet of each per reel: No. 16 Single 
Jack, No. 2/0 Safety, No. 18 Register, No. 7 Bulldog, 


HODELL 
CHAIN 


Sewe the edv 


Hodell Chain Company, Cleveland 3, Ohio 
Div. of National Screw & Mfg. Co. 
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month and a boost of $1.573 bil- 
lion for the year. 

While automobile sale credit 
was up $61 million for the month 
and loan credit showed a $39 mil- 
lion rise, there was an $81 mil- 


lion drop in other sale credit. 
Charge accounts showed a $19 
million rise for the month to 
bring the total up to $3.812 bii- 
lion. This represented a $420 mil- 
lion rise over a year ago. 





Electrical Appliance Business Expected 
To Pick Up During Remainder of the Year 


End of the recent slump in 
sales of household electrical ap- 
pliances and a brighter outlook 
for the rest of the year is seen 
by large manufacturers. The fall 
months, it is anticipated, will be 
the best of the year in some cases. 
Manufacturers are planning sell- 
ing campaigns and the easing of 
credit restrictions is expected to 
stimulate buying. 

Dealers are reported placing or- 
ders for electric blankets, auto- 
matic washing machines, electric 
dishwashers and ranges. 

Westinghouse Electric Corp. 
plans to continue appliance pro- 
duction for the rest of 1951 at 
present levels. Inventories of dis- 
tributors are strong, a company 
spokesman said. Distributors re- 
ported that laundry equipment 
and ranges were in the best posi- 
tion among appliances. Westing- 
house says there is a good volume 
of orders for bedcovers. Short- 
ages of nickel and aluminum have 
caused elimination of a few items 
from the line. 

The inventory position of the 
Westinghouse appliance plant at 
Mansfield, O., is reported good. 
While output of consumer goods 
by this division has not been af- 
fected directly by defense produc- 


tion, it has been hit indirectly due 
to shortages of materials. 

Effect of the easing of credit 
controls on appliances will be 
slow, according to Charles W. 
Theleen, sales manager of the 
major appliance division of Gen- 
eral Electric Co. He stressed the 
need of advertising and promotion 
work to stimulate public interest. 


Rural Electrification 
Week Begins Aug. 26 


The week of Aug. 26 has been 
designated Rural Electrification 
Week, when special activities are 
planned by the utilities to mark 
the progress that has been made 
in bringing electric power to the 
farms since 1923. 

Electricity will then be available 
to about 4,900,000 of approximate- 
ly 5,200,000 occupied farms, and to 
about 15,000,000 of 15,500,000 oc- 
cupied rural dwellings. 

The output of goods per man- 
hour on the farms has risen from 
82 pct in 1925 to 156 pct in 1950 
(based on a 1935-39 average equal- 
ling 100) and electric power has 
been one of the contributing fac- 
tors, according to the Bureau of 
Agricultural Economics. 


Wholesale Prices Still 
On 9 Weeks-Decline 


For the ninth consecutive week 
there was a decline in wholesale 
prices in the week ended July 31, 
reported the Bureau of Labor Sta- 
tistics. There was a drop in that 
week of 0.1 pct to 177.9 pct of the 
1926 average. This was 13.4 pct 
over the pre-Korean average and 
7.3 pct above the level of a year 
ago. 


Toastmaster Allotments 
Will Be Reduced 


Allocations on Toastmasters 
will be reduced, owing to “con- 
tinued and increasing shortages 
of critical materials,” the Toast- 
master Division of McGraw Elec- 
tric announced. 

A company statement said that 
price-cutting on Toastmaster ap- 
pliances recently created an er- 
roneous impression that there was 
an over-supply or that the prod- 
ucts were over-priced. The state- 
ment said prices have been in- 
creased only one-third since 1941 
and toasters are still on alloca- 
tion to distributors, with early 
prospects for acute shortages. 


Chain Hardware Stores 


Sales Down in June 


Sales of chain hardware stores 
in June are estimated at $7 mil- 
lion by the Dept. of Commerce. 
This compared with a revised 
total of $9 million for the pre- 
vious month and $8 million for 
June, 1950. 

Sales of durable goods chain 








Wholesale Hardware Inventories ' 
By Geographical Divisions, for June 1951 





End-of-Month Inventories (Cost) 


rt Weeks’ Supply 
Stock-Sales Ratios? of Inventory 
on Hand* 





Percent Change 


June 1951 vs. Amount (Add 000) 


June May June June June June 


Geographic June May June J 
i 1951 1951 1950 1951 1950 


Division 1950 1951 1950 
$202,031 $153,021 $204,211 255 207 14.6 


New England 3,288 2,714 3,284 303 
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South Atlantic....... +37 2,78 ¥ 3, 230 
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1Includes 3 reports received too late to be incorporated in Census Bureau published releases. 

2Stock-sales ratios are obtained by dividing the stocks by the sales for an identical group of firms. 

* Calculated by dividing end-of-month inventories at cost plus mark-up by sales during month and multiplying the quotient by 
the number of weeks in the month. Sales include direct shipments and consignments business. Weeks’ supply is lower than if based 


on cost of sales from owned stocks. BARBED \V 
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“| told you we ought to put him behind Bethlehem Fence! 





Farmers want a fence that's hog-tight and 
bull-strong! This advertisement is typical of 
our current campaign in farm magazines. 


A glance is enough to tell you 
that Bethlehem Fence is sturdy and 
well made in every detail. When 
your customers examine the smooth 
zinc coating, the strong hinge joints, 
the tough steel wires—they’ll know 
it’s a fence that will give them faith- 
ful service. 

Bethlehem Fence goes up faster 
and lasts longer when it’s installed 
with strong, easy-to-drive Bethlehem 
Fence Posts. Ask your jobber for 
information on Bethlehem Fence and 
the other quality steel products shown 
below. 


BETHLEHEM STEEL COMPANY 
BETHLEHEM, PA. 


On the Pacific Coast Bethlehem products are sold by 
Bethlehem Pacific Coast Steel Corporation. Export 
Distributor: Bethlehem Steel Export Corporation 


UMMMMMMMMIY UUs 


gETHLEHEY 
STEEL 
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ECONOMY GRADE 
TOOL KITS are 
In Demand— 


Their money- 
saving price, 
coupled with 
their good 
quality makes 
sale after sale. 


This ECON- 

OMY Tool Kit 

holds 5 inter- 

echange- 

able blades the same as used in the 
popular RX541 assortment. The Two 
Tone handle is of good size and made 
of Slo-Burning material. 


These roll-up type Slotted-Recessed 
Assortment tool kits are very handy 
for mechanics and car and home tool 
users. Light to carry, kit weighs only 
% lb. Packed six to a box. Specify 
stock No. EX541 in ordering. 

Sold by Leading Jobbers 


AMALITE, INC. 
1884 Pitkin Ave., Brooklyn 12, N. Y. 





Shavowu Goi. and Scriw (lo. 


BOSTON 10, MASS. 


stores as a whole totaled $305 
million for June, unchanged from 
May and as against $322 million 
in June, 1950. 

The June total for building ma- 
terial chains was $112 million. 
This compared with $114 million 
in the previous month and $120 
million for June, 1950. For fur- 
niture and house _ furnishings 
chains, June sales amounted to 
$24 million, as against $26 mil- 
lion in May and $26 million in the 
corresponding month last year. 

Total chain and mail order 
sales in June amounted to $2,647- 
000,000, compared with $2,615,- 
000,000 in May and $2,380,000,000 
a year ago. 


Plans Made for 1952 
Water Systems Month 


A program of merchandising and 
service was outlined at a meeting 
of about 150 representatives of 
manufacturers of domestic and 
farm water systems and electric 
power companies, held July 18 to 
20, at the mid-summer meeting of 
the National Association of Do- 
mestic and Farm Pump Manufac- 
turers. The hosts were the Barnes 
Mfg. Co., Mansfield, O., and the 
F. E. Myers & Bro. Co., Ashland, O. 

An important part of a plan for 
a vigorous campaign of sales and 
service was the groundwork for 
National Water Systems Month in 
May, 1952. 

Herbert C. Angster, executive 
secretary and director of the asso- 
ciation, stated that National Water 
Systems Month in May was an “un- 
qualified success.” He predicted 
that, through the cooperation of 
the pump industry and the power 
companies, National Water Sys- 
tems Month would continue to 
move on to even greater recogni- 
tion and achievement. 





Peak of Employment 
Reached in July 


Employment was at the 
highest point in history in 
July, when it reached 62,- 
526,000, an increase of 700,- 
000 over June. Students and 
others added to the summer 
force brought up the total. 

The previous high was in 
August, 1950, when there 
were 62,367,000 workers. 











Westinghouse Raises 
Quantity Discounts 


Price cuts averaging 4 pct be- 
came effective on Aug. 1 for 
quantity buyers of Westinghouse 
fluorescent lamps. The reductions 
were achieved by increasing dis- 
counts to consumers who buy at 
least $5 worth of lamps, the com- 
pany’s customary minimum for 
discounts. 

All fluroescent types are included 
in the new price policy. 


Dept. Store Sales Still 
6% Ahead of Last Year 


Sales in United States depart- 
ment stores were down 21 pct 
from the same week a year ago in 
the week ended July 28, an- 
nounced the Federal Reserve 
Board. For the four weeks ended 
July 28 sales were off 15 pct. 
However, for the year to July 28, 
sales were 6 pct ahead of a year 
ago. A drop was shown by every 
Federal Reserve District. The 
marked drop was largely due to 
the heavy buying which followed 
the outbreak of war in Korea, last 
summer. 

The weekly index of depart- 
ment store sales, without seasonal 
adjustment, was at 233, compared 
with 234 in the previous week and 
295 in the corresponding week a 
year ago. 


People on the Move 
Indicate New Needs 


Present inability of some busi- 
nesses to clear shelves of over- 
loaded inventories is due to the 
fact that “they are overpriced, 
underpromoted and underadver- 
tised,” according to David O’D. 
Kennedy, president of Kentile, 
Inc., one of the leading manufac- 
turers of asphalt tile and cork 
flooring. He announced sales of 
the company were up more than 
27 pct in the first six months of 
1951. 

Mr. Kennedy saw a redistribu- 
tion of the population going on, 
adding that interstate household 
goods movers expect to haul a 
record 6,000,000 carloads this year. 

“These people are moving into 
both old, non-credit - regulated 
houses and into new dwellings, 
creating new demand for building 
materials appliances, housewares 
and all other home needs,” he 
said. 
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Free Johnson Wax 
For Flooded Stores 


S. C. Johnson & Son, Inc., 
Racine, Wis., has instructed 
its sales staff to provide free 
replacements of merchandise 
lost in the Kansas and Mis- 
souri flood to distributors in 
that area. 











Yale Nightlatch 
Promotion Started 


Yale & Towne Mfg. Co. has 
launched a national nightlatch 
promotion campaign, following 
successful field sales tests. The 
campaign which is built around 
the need for additional lock se- 
curity to protect family and prop- 
erty, was announced by A. Charles 
Amann, general manager of Yale 
& Towne’s Stamford Division. 

Dealers are being provided a 
new, permanent merchandiser for 
displaying six popular priced 
Yale auxiliary locks to give added 
security to existing front and 
back door locksets. The display 
board is designed to be used on 
walls, counters or in store win- 
dows. 

A marketing program support- 
ing the sales campaign includes 
national advertising in hardware 
trade magazines and consumer ad- 
vertising in the Saturday Evening 
Post, local tie-in newspaper ad- 
vertising by retailers to whom ad- 
mats and point-of-sale ads are 
being supplied, and direct mail. 


Expect Revised Reg. W 
To Widen TV Market 


The television industry will be 
able to manufacture as many tele- 
vision and radio sets as the mar- 
ket will absorb by year’s end, 
F. M. Sloan, manager of the West- 
inghouse Television-Radio Divi- 
sion, said at a meeting of distrib- 
utors in New York. 

The newly-revised Regulation 
W, allowing for broader credit 
terms, will automatically expand 
the television receiver market by 
including a large number of fam- 
ilies in the low income brackets, 
previously frozen out, Mr. Sloan 
declared. He warned that the new 
credit terms should not be re- 
garded as a cure-all, but did offer 
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5000 LINE OF 
Staculess Steel 


KITCHEN TOOLS 


Bright Polished Finish. 
Red and ivory plastic 
handles. 


5 sizes of Food Strainers 
ANDROCK in matching design. 


© 1951 


THE WASHBURN COMPANY 


WORCESTER, MASS. «© ROCKFORD, ILL. 





SINCE 1884... 
67 YEARS 





THE NATION’S | 
FASTEST - SELLING 


GAS CIRCULATORS _. 


The Peerless line of circulators is pre- [i 
eminently the Nation's first choice. For you, ie 


beauty combined with'top quality and latest 
advancements 


engineering represent the ulti- 


mate in heating value. 


A.G.A. approved 
for all gases including L.P. 


* Made to Sell *Made to Last 





* Made to Satisfy 


PEERLESS MANUFACTURING CORP, 
LOUISVILLE 10, KY. 











GENERAL 


it 





fumrot-0@ Ox 


@ The most complete Industrial Jack line 
@ Full data on all types and sizes 


@ Time and money-saving use and applica- 
tion recommendations © 


@ Shows all construction features and 
specifications 


Write for your copy of this valuable tree catalog today! 
| 


| LEVER = SCREW - HYDRAULIC a 

va Jacks . 
and Center-Hole ~ Hydraulic Pullers 

TEMPLETON, KENLY & CO. 











Foster Faucets 


NEVER LEAK 


Because of 
New Design Features 
relate Me Ch Match ecialel 








Brand new and exclusive in this low-priced 
Self-Closing faucet is a bronze bushing which 
prevents sticking of the handle when 
degreasing solutions are in use. Also 
valuable is the replaceable disc seat of 
oil-resistant HYCAR material, Newly designed 
bottom plug simplifies cleaning and boasts 
a non-leaking sealing ring. Available in 34” 
size in aluminum, brass or cast iron, 

Other FOSTER products include Cee Clamps, 
Oil and Molasses Gate, and Garden Beauty 
Lawn Sprinklers. 


Write or wire TODAY for full details 


FOSTER 


ALUMINUM ALLOY 
PRODUCTS CORP 


Forestville 3, New York 












an increased opportunity to aggres- 
sively sell merchandise. 

“Aggressive selling and strong 
promotion is moving merchan- 
dise,” Mr. Sloan said. “We’re not 
out of the woods yet, but there is 
daylight ahead. If that daylight 
is to come we must sell, not sit 
back and wait for a mythical mer- 
chandise shortage.” 

He noted that one factor which 
has been overlooked in explaining 
the heavy television inventories is 


that many design improvements, 
brought on by the metal conserva- 
tion program, made _ possible 
spreading the available supply of 
raw materials beyond all expecta- 
tions. 

Sixteen new television receivers 
and 10 new radios which are being 
added to the Westinghouse line 
were shown to the distributors. 
Television set prices ranged $50 
or more below comparable 1950 
models. 





Chain Store Sales Appear Poorer When 
Compared with Last Summer's Boom 


Sales of mail order houses and 
many chains in July were down 
in comparison with the same 1950 
month because the buying spree 
which followed the outbreak of 
hostilities in Korea sharply in- 
flated the volume for the 1950 
period. 

For instance, Sears, Roebuck & 
Co. reported July sales amounted 
to $193,410,1386, as against $251,- 
799,417 a year ago, a 23.2 pct drop. 
Sales in July, 1950, were 54.5 pct 
above the same 1949 month. How- 
ever, sales in July of this year 


were 18.6 pct over the same 1949 
period, which was a relatively 
normal month. 

July sales for mail order houses 
and chain stores follow: 


Sears, Roebuck & Co. 


1951 1950 % Change 
July $193,410,186 $251,799,417 —23.2 
Six months 1,258,825,822 1,208,213,206 + 4.2 
Butler Bros. 
July $9,537,723 $10,809,600 —11.8 
Seven months 63,337,686 61,510,448 + 38. 
F. W. Woolworth Co. 

July $48,981,452 $45,894,419 + 6.7 
Seven months 346,580,036 316,328,828 + 9.6 
Western Auto Supply Co. 

July $14,167,000 $18,107,000 —21.8 
Seven months 87,304,000 83,547,000 + 4.5 





Insecticides Supply 
Will Remain Short 


The National Agricultural 
Chemicals Association declared 
that supplies of organic insecti- 
cides, which are dependent on 
available chlorine, alcohol and 
benzol, are expected to remain in 
tight to short supply for some 
time. However, the end of the 
peak consumption period has 
made the supply situation some- 
what easier, the association noted. 


Population Estimate 
Raised Over 3 Million 


The population of the country 
increased 3,221,000, or 2.1 pct, be- 
tween April 1, 1950, and July 1, 
1951, according to an estimate by 
Roy V. Peel, director, Bureau of 
the Census. The present count is 
154,353,000, including overseas 
forces. 


RFC Again Reduces 
Tin Price by 3 Cents 


The Reconstruction Finance 
Corp. reduced the price of tin 3 
cents a pound to $1.03, on Aug. 1. 





This was the latest in a series of 
reductions in the tin price which 
the RFC undertook early in the 
year. The last previous cut was on 
June 18 when a slash of 5 cents a 
pound was announced. 


G.E. Sponsoring 


Football Broadcasts 


The Receiver Dept. of the Gen- 
eral Electric Co. will initiate a ma- 
jor advertising and merchandising 
program built around national 
radio highlight coverage of all ma- 
jor collegiate football games. 

On the “G.E. Football Round- 
up,” over the full coast-to-coast 
network of CBS, Red Barber will 
present highlights of five games of 
major interest, each Saturday. 

Sales aids are window displays, 
a tabloid newspaper to mail to con- 
sumers, ad maps, window stream- 
ers and counter displays. 


Fireplace Equipment 
Sells Throughout Year 


Fireplace equipment is_ sold 
every day of the year, reported 
83 pct of the dealers handling the 
line in response to a survey made 
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PROFIT-MAKERS 


Because of today’s high break-even point it pays to push items that give 
extra margin, quick turnover. These new Modglin housewares necessities 
give you both and are backed by powerful advertising in The American 
Weekly and leading newspapers from Coast to Coast. They are Profit- 
Makers...every one of them! 











MODGLIN Perma-Scrub 
Leader of the Modglin Line 


7 


Revolutionary new pot and pan 
scrubber. Removes grease, burned 
food in a jiffy. Keeps hands out f 
of dishwater. Available in many 





lovely colors. Pays wide profit “nr 4 
margin. - 


MODGLIN Whisk-off 


Picks up dirt with ‘‘Magnetic 
Pick-up’: Replaces old-fash- 
ioned whiskbrooms. Comes in 
many beautiful colors. Cus- 
tomers want it the minute 
they see it. It sells itself! 
Pays extra wide profit margin. 


MODGLIN Combs and Brushes 
finest materials. All 


i mi i 


cluding fashionable new paste! shades introduced 
by Modglin. Pay wide 
profit margins. 


Beautifully designed, 
expertly made of 


prteta <x 
gape pes erty —< << +) 
WaT Thee 


wees 
sant 






MODGLIN Perma-broom 


Completely new kind of 
broom. The magnetic action 
of the ‘‘Electrene’’ bristles 
picks up dirt as you sweep. 
Comes in gay kitchen colors. 
Lightweight, washable ond durable. 
Pays extra wide profit margin. 





MODGLIN Perma-broomette 
and Dust-ette 
Child-size toy Perma-broom 
. ‘‘just like Mother's’’ 
Dust-ette is a beau- 
tiful small plastic 








i 2 dust pan. Both 
, We available in many 
colors. 


Pays extra wide profit margin. : 


ats 
he 
; CIGARETTE CASES 
Beoutifully designed cases for all 
standard cigarette packs and for 
**king size’. Come in gay colors. 
Smokers buy it on sight. Pay extra 
wide profit margins. 








“n ’ 
We've dey. 


Modglin Products wi+ 


TOOTHBRUSH CASE 


Comes in wide assortment of gay colors. 
Ventilated to permit drying of brush. 
Makes all other toothbrush cases obso- 
lete. Pays extra wide profit margin. 


UTILITY SOAP BOX 


Available in many beautiful col- 
ors. Holds any standard bar of 
toilet soop. Useful in every home 
and a necessity for every traveler. 
Pays extra wide profit margin. 


MODGLIN Pick-ette 


Newest and finest toothpick of 
flexible plastic. Approximately 
72 picks to the box...Assorted 

> colors. Outmodes wooden picks. 
Pays wide profit margin. 


MOopDGHtLIN 
HOUSEWARES @ NECESSITIES 
Write for details today! 
MODGLIN CO.,INC., LOS ANGELES 65, CALIF. 


NEW YORK 1 CHICAGO 9? 
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FAST SELLING 
CHROME STOOLs 


A TRIAL 


















with hundreds of uses . 
unusually strong, 
tubing. Washable 
skid rubber 
eet. G 


‘sure-fire’ hit with 


















ORDER WILL 
CONVINCE 


Sturdy, attractive chrome stools 
e « to 


meet every home need. Frame of 
lasting chrome 
Duran plastic 
seats and backs in decorator colors. 
Step stools feature folding non- 
padded steps, capped 
looks and wearability 
make every one of these stools a 
every cus- 


Write for complete information.. 


LOGAN MANUFACTURING CO. 


NORTH TONAWANDA, NEW YORK 










caulking compound to roofing contractors, 
glaziers, painters .. 
It’s ‘‘elasticized’’ to insure non-hardening 
and prevent staining. Available in a full selection 
of grades, colors and container sizes. 














CALBAR PAINT 
& VARNISH CO. 
Manufacturers of Technical Products 
2612-26 N. Martha St. 
Philadelphia 25, Pa. 


for every caulking job 


It’s easy to sell CALBAR 


.. even to home owners! 


. FREE— 
Cartridge and Caulking 
Gun Display to. help 
anal you sell more 
_ CALBAR, Ask. for 
j= -. yours today. 
=k (Merchandise 
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‘ THE JOBBER’S 
; SALESMAN 


B 
In conjunction with EST LINE > 
the fact that they are tops in quality, 
built by economy methods in the most modern fac- 
tory of its type, the thing that makes Universal by 
long odds the best sprayer line to handle is the un- 
deviating policy of selling entirely through jobbers 
and their salesmen — the same square deal to 
everybody. Your jobber's warehouse stocks are 
in your locality . . . that means better service. 
His freight rates are lower...he can save you 
money. The Jobber's Salesman is a fellow you 
know and can trust. He stars in the act that 
brings you the most profitable sprayer deal 
in the world. Let him tell you about 
UNIVERSAL. 


UNIVERSAL METAL PRODUCTS CO. 
SARANAC, MICHIGAN 













EMBURY 


The Lantern with 
Balanced Air Control 






PECORA 


BRAND 


WEATHERCALK 

















Available in quarts, one-gallon 
and five-gallon cans and in the 
handy one-tenth gallon spouted care | 
tridge for use with the PECORA QUICK- 
LOADING CAULKING GUN 6lilustrated). 


PECORA ASBESTOS FURNACE CEMENT 











PECORA WEATHERTITE ROOF COATINGS 









PECORA SASH PUTTIES AND GLAZING COMPOUNDS 














For Building Materials of Superior Quality, it’s 
... windproofs 


PECORA the flame 


we Wecle: EMBURY MANUFACTURING CO 
WARSAW, NEW YORK, Uc«S A 











PAINT COMPANY: 
Lawrence & Venango Sts., Phila. 40, Pa 


Manufacturers of Mastics for Structural Glass or Tile installe a M K U be y oe 3 am 
tions... Sealing C ds...Glazing Compounds... Stove EMBURY | 


LANTERNS & TORCHES “Co” 














Putties. .. Roof Coatings... Industrial Paints and Finishes 
e o 
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by the Fireplace Equipment In- 
stitute, Cleveland. 

Half of all fireplaces lack at 
least one major accessory item, 
the survey showed. It also showed 
that 92 pct of the reporting deal- 
ers realized a larger gross margin 
of profit on fireplace accessories 
than on most other lines. 


Marked Slowdown in 
Private Home Building 


Private home building activity, 
increasingly reflecting the effects 
of restrictions, failed to show the 
usual seasonal increase in July 
and was about 30 pct below last 
year’s record rate, reported the 
Commerce Dept. and Bureau of 
Labor Statistics jointly. 

The effect of restrictions was 
also felt in other fields, with com- 
mercial building beginning to de- 
cline and a continued drop in con- 
struction of social and recrea- 
tional facilities, which was down 
6.7 pct from June. Building of 
stores, restaurants and garages 
was off 13 pct from the previous 
month. 

New construction put in place 
in July amounted to almost $2.8 
billion. This was a rise of 3 pct 
over the June, 1951, and July, 
1950, totals. 

New construction in the first 
seven months of 1951 amounted to 
$16,691 million, a rise of about 14 
pet over the same 1950 period. 
Private construction outlays rose 
about 8 pct over the first seven 
months of last year and public 
construction expenditures were up 
32 pet. 


Servel Boosts Prices 
On Its Refrigerators 


Price increases were announced 
by Servel, Inc., on Aug. 6 on all 
but one of its line of gas and 
electric refrigerators. The _in- 
crease, which had been approved 
by the OPS, was put into effect 
immediately. A $10 increase was 
imposed on both models in its 
economy series, which formerly 
were priced at $239.95 and 
$289.95. The deluxe line, which 
had been priced at $249.95 and 
$389.95, was also raised $10. The 
two highest priced units in the 
line were advanced $10 each to 
$449.95 and $499.95. A model 
which had been selling at $349.95 
was raised $20. Prices are the 
same on both electric and gas 
models. 
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Says Merchants May Be | 


Next to Be Scorched 


Retailers may soon be ranged 
with farmers as the target of a 
campaign of “vilifying 
does,’ warned James D. 


| 


innuen- | 
Shouse, | 


vice president of Avco Manufac- | 


turing Corp. and chairman of 
Crosley Broadcasting Corp. Con- 
trols on wages, prices and credit, 
plus myriad other regulations, are 


smothering independent business- | 


men, he charged in addressing the 


convention of the National Asso- | 


ciation of Meat and Food Dealers 
in Cincinnati, O. 

“The same weapon of mass psy- 
chology which has been increas- 
ingly effective in the subordina- 


tion of many other groups, will be | 


trained in your direction,” he said. 
“As independent businessmen, we 
recognize the importance of the 
individual contribution to 
sum total of our economic system. 
You must make sure that you do 
everything possible to preserve 
your status in a free society— 
both economic and social.” 


Furniture Shipments 
Running Heavier 


Furniture shipments were run- 
ning 20 pct ahead of 1950 in the 
period ended Aug. 1, according 
to a report made public in Chi- 
cago by Gen. Lawrence Whitney, 
president of the American Furni- 
ture Mart Shows. The total was 
40 pct above 1949. He said there 
are indications that the percent- 
age will decline from now on as 
comparisons will be with the 
“scare buying” boom of the third 
quarter of 1950. 


24,000,000 Consumers 
Now Use Gas as Fuel 


Gas utility companies in the 
United States today serve about 
24,362,000 customers, including 
331,000 LP-gas (bottled gas) cus- 
tomers served directly by gas utili- 
ties. 
for 14,894,000 of these customers; 
7,197,000 customers receive manu- 
factured gas and 1,940,000 custom- 


the | 


Natural gas serves as a fuel | 


ers are served with mixed gas. Dur- | 


ing the next three years, because 
of the rapid expansion of natural 
gas systems, important changes 
will be effected in all three classi- 
fications. Many of the straight man- 
factured gas companies will be- 
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Lock FLUID 


Gor LOCKS THAT STICK 
OR RUST OR FREEZE, 
THE BEST PROTECTION 1S 


LOCK-EASE~ 
Graqpiwised 



















DAISY 


FURNITURE 
CASTERS 


QUALITY AT 
POPULAR PRICES 














These are days when | 
it pays to have quality | 
merchandise at reason- | 
able prices. DAISY 
Furniture Casters an- 
swer this need. 


DAISY Casters are well | 
made of quality ma- 
terials. Mass production 
on automatic ma- 
chines permits pop- 
ular, low retail 
prices. 






Stock the complete 
DAISY line of furni- 
ture casters. 


SCHACHT RUBBER MFG. CO. 


DEPT. H HUNTINGTON, IND. 























poaen Duty Hooks 
And Wire Forms 


Hooks, eyes, rings and screws, 
from the lightest to the heaviest 
gauge, are items which belong in 
your stock. 

Brooks Hooks & Wire Forms 
offer a standard of high quality 
recognized by hardware dealers 
from coast to coast. 


M. S. Brooks & Sons, Inc., Chester, Conn. 


Since 1848 


BROOKS @ HOGKS 
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Make an Extra Profit on 
Grainger’s Lower Prices 


SUMP PUMP 
PROFITS 


Are Biggest on 
Low-Priced Pump 


The VALE Sump Pump 
gives you fast turn-over 
and profits. No. 1P234 (il- 
lustrated) has features of 
high-priced pumps—yet 
lists for only $45.00. Your 
discounts are generous. 


Westinghouse 1/3 HP Mo- 
tor. Ball-bearing impeller 
shaft. Non-clogging bronze 
impeller. 2650 GPH at 5 ft. 
Long-life switch. 38” high. 
Rugged construction. Won’t 
fail when needed. 


Immediate delivery from 
your nearby Grainger 
Warehouse — less 
than 24 hours away 
from you. Order a 
floor sample. 





WHOLESALE CATALOG 


Request on Letterhead 


W.W. GRAINGER 


INC. 


43 WAREHOUSES —COAST-TO-COAST 


GENERAL OFFICE: 740 W. ADAMS, CHICAGO 6 








( Here's the one that 
WON'T SHRINK 


This modern plastic in 
powder form makes 
lasting repairs in tile, 
wood or plaster. Pays 
dealers a bigger profit. 
SELLS BETTER because 


WILL NOT SHRINK 
it WORKS BETTER. 


STICKS AND STAYS Puy 
' 
TT 








Most dealers re 
“Our sales of Dur- 
ham’s Rock - Hard 
Water Putty keep 
doubling, year after 

ear.” What's more, 

urham’s Rock- 
Hard Water Putty 

ives you by far the 

st profit-margin on 
any product of this . 
nature. Use it yourself, and you'll quickly 
see why it sells so fast, and repeats so regu- 
larly. Many pone materials may shrink 
fall out or chip off. Durham’s Rock-Har 
Water Putty aon not shrink. Absolutely 
not. It sticks and stays put. You can saw or 
chisel it, paint or polish it to a velvet smooth 
finish. Easy to use. Keeps indefinitely. So 
economical, Just mix with water as 
needed. « Packed twelve 1-lb. cans or six 
4-1b. cans to case. Keep some of each on dis- 
play. Available in 25, 50, 100-Ib. drums for 
industrial users. Order from your jobber. 


The PLASTIC Repair Material 
in POWDER Form 





come straight natural gas compa- 
nies or will use natural gas to mix 
with present manufactured gas to 
a degree that will classify them as 
mixed gas companies. 


Dealers Urged to Stick 
To Standard Goods 


Noting that all the signs of con- 
tinued inflation are to be found in 
the present business picture, Henry 
H. Heimann, executive manager of 
the National Association of Credit 
Men, suggested in his Monthly 
Business Review that business men 
buy standard merchandise and 
make purchases for needs only. 
Merchants, he said, can then buy 
with reasonable assurance that 
they can dispose of the goods with- 
out unreasonable efforts. 

Although business inventories 
are presently unbalanced, Mr. Hei- 
mann said they are not as much 
out of line as people imagine, ex- 
cept in a few industries, consider- 
ing the present volume of business. 


Many U.S. Homes Still 
Lack Basic Appliances 


About 96 out of every 100 homes 
in the United States had at least 
one radio, last year, and about 
one of every 8 American homes had 
a TV set, the Census Bureau has 
reported on the 1950 Census of 
Housing. About four of every 
five homes last year had mechanical 
refrigeration. 

About 22 pct of rural homes 
lacked refrigeration, while about 
4 pet of city homes lacked it. 

About 94 pct of city homes had 
a kitchen sink while only 57 of 
rural-farm units have them. 


Demand for Durables 
To Be Lower This Year 


All records were broken last year 
in consumer purchases of durable 
goods. However, the Federal Re- 
serve Board predicted that demand 
in 1951 will be substantially below 
the annual rate of purchases in the 
second half of 1950. 

The forecast was made in the 
first installment of the Board of 
Governors’ survey of consumer fi- 
nances in 1951, conducted for the 
Federal Reserve Board by the Uni- 
versity of Michigan’s Institute of 
Social Research and Survey Re- 
search Center. 

It was indicated in data compiled 
by the board that about 22,000,000 
spending units (families and indi- 
viduals) purchased such durables 
as furniture, refrigerators, radio 
and television sets, washing ma- 
chines and other major appliances 
in 1950. The rise over 1949 was ac- 
counted for mainly by a greater 
volume of buying by consumers in 
the upper half of the income dis- 
tribution, consisting of those earn- 
ing $3,000 or more a year. 

The survey also showed in the ex- 
pressions of buying intentions by 
consumers that demand for selected 
durables had returned to about the 
pre-Korean level. 


Over 750,000 Farms 


Still Lack Electricity 


Over 750,000 farms in the 
United States lack electric ser- 
vice reported the Dept. of Agri- 
culture. It based its estimate on 
preliminary census figures, which 
the department said, indicate that 





Wholesale Hardware Sales ' 
By Geographical Divisions, for June 1951 








Percent Change 
June 1951 vs. 


Geographic f June 
Division ; i 1950 


UNITED STATES TOTAL... 


ree 
Middle Atlantic....... 

East North Central 

West North Central.... 

South Atlantic. . 

East South Central 

West South Central.......... 
Mountain 

sacar canePniaeviod alta +20 





IT OP “ICID 





SALES REPORTED 





CUMULATIVE SALES? 


Amount (Add 000) January- January 
June June 
1950 Percent 


1951 
(Add 000) (Add 000) Change 
£599 819 $433,440 


June June May 
1951 1950 1951 


$93,872 $87,494 $99,042 


1,518 1,482 1,725 8 880 6,454 
13,055 15,093 90.384 63,092 

15,116 15,629 95,717 71,927 

14,966 14,735 93,984 72,512 

13,061 95,335 67,534 

42,316 31,414 

57,834 43,947 

! 2,847 16,175 12,463 

12,768 15,214 | 99,194 64,096 





releases. 


1Includes 3 reports received too late to be incorporated in Census Bureau published 


2 Includes reports received too late for inclusion in previous monthly totals. 
% Number does not apply in all cases to the cumulative figures. 
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umer fi- A real profit maker, a really good lawn edger at last! The 


Wick Edger’s new and original design makes the cutting 











for the knife follow the contour of the ground so that it will not H 
the Uni- dig or plow. Your customers will like the Wick Edger 4 : @ Modern Factories 
. because it is constructed to facilitate the greatest - a i 
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FEATURING: Extra-heavy leads that don’t fall out or break! 
acount Attractive assortment of pictures lithographed on LISTO’S exclusive, patented “Grip-Type” Sleeve lets 
Change metal blanks permanently clenched into the face you use ail of the lead... keeps lead from breaking or 

of the flue stoppers. Folding wire fasteners at- falling out. LISTO makes a strong, clear mark on any- 
tached to slots raised from the metal of the blank. thing that needs pricing in a hardware store. 
Blank Shipping Weight No wonder it’s America’s most popular 
Diameter Fasteners Per Doz. Per Gross marking pencil! 
#3 Ivory 8-17/64" 6” or7” 3ibs.707z. 43 Ibs. 
#8 Ivory 9-3/4" 7” or 8” 5 Ibs. 62 Ibs. Leads in, 6 COLORS 
Order trom Packing —! dozen per carton, | gross per case BLACK BROWN GREEN RED BLUE YELLOW 
Your Wholesaler, Extra Sleeve in every package 
or Write Us | of leads ————— 
eee for Reference ME MMEGE'\ 1 Qi | [CMMG II Glcdclg- MLB 
LISTO PENCIL CORP. ALAMEDA, CALIFORNIA «- IN CANADA LISTO PRODUCTS LTD... VANCOUVER 6.C 
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WwooD 
JOINERS 


A Steady 
Profit Puller 


8” x 10” carton dispiay 
* printed Ie red ond black 
or on cards fer bin display 


Here's a wood joiner that really 
HOLDS . . . and holds without 
cutting or splitting wood fibers 
Applied like a nail. Patentes 
prongs pull wood together for 
tight strong joint. Works equally 
well on square, mitre, "T", split o | ~ 
dado joints. Perfect for repairs 


making screens, etc. Easily dis- 
played on counter or in self-ser- 
vice bins. 


Free Sales Helps... 


Sample wood joints that show uses 

of S$ may nay Joiners Ay ~~ 

counter folder are yours q stl cna 
your Jobber or write direct for gen- ae 


erous supply. Dept. HAI. 












SUPERIOR FASTENER CORP. 








2949 ELSTON AVE.. CHICAGO 18, ILL. 


GRIPS LIKE A VISE 














The World's Most Efficient 


CONCRETE 
ail 


DRILL 
THE TILDEN ROTARY 
KONKRETE KORE DRILL 
gives lowest cost per foot of concrete 
drilled because it: 


@ Drills at 2 to 6 inches per minute 

@ Drills reinforcing bars and beams 
in concrete 

@ Drills up to 30 feet of concrete 
without resharpening 

@ Gives straight, clean holes for 
anchors, conduit, etc. 

@ Uses ordinary electric drill 

Quiet cutting action gives minimum 

disturbance of surr ding activiti: 

























* Write today for catalog 





California 


209 Los Molinos, San Cl te, 
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rural electrification has not prog- 
ressed as far as surveys of either 
the Rural Electrical Administra- 
tion or the electric utility indus- 
try have shown. 


TV Market Not Near 
Saturation Point 


The market for television re- 
ceivers is far from the saturation 
point, states Robert C. Sprague, 
chairman of the board of the 
Radio-Television Manufacturers 
Association. He recalled that “the 
same defeatist opinions were ex- 
pressed about radio long before 
World War II.” 

“In the year 1930,” he said, 


| “there were about 13 million radio 


| can homes. 


sets in the hands of the public 
and only about 29 million Ameri- 
That was a 40 pct sat- 
uration at the time. The present 
saturation of TV sets in that por- 
tion of the market which is served 
by the 107 broadcasting stations 
now on the air is also, on the 
average, about 40 pct. Therefore, 
we need not be too much con- 


| cerned at present with the buga- 


boo of our approaching the sat- 
uration point in the sale of TV 
sets. Bear in mind that in 1950, 
20 years after we reached a 40 
pet saturation in radio sets, that 
the industry manufactured and 
sold 14%% million radios, and this 
despite the fact that about 95 pct 
of American homes had at least 
one radio.” 

He said the future looks bright, 
with only 1214 million television 
sets in the hands of the public as 
compared to about 95 million radio 
sets. 


New Cold Rubber 
Latex Being Produced 


First production of seven stand- 
ard varieties of improved synthetic 
“cold rubber” latex, was announced 
by the U. S. Rubber Co. The prod- 
ucts are available to other rubber 


| goods manufacturers. 


Company officials described it as 


| a major improvement in synthetic 


TILDEN TOOL MANUFACTURING COMPANY | 


| 


rubber production. It was stated 
that it would permit many users 
to eliminate the need for mixing 
natural rubber with synthetic latex 
materials, a process which had been 
necessary at times with previously 
developed synthetic materials. The 
development was also hailed as an- 
other important move toward mak- 
ing this country independent of 
natural rubber supplies in the Far 
East. 








1106 Dept. Stores Sold 
Hardware in 1948 


Of every dollar spent by con- 
sumers in the 1,106 department 
stores which carried hardware 
lines in 1948, 3.3 cents were spent 
for hardware articles. This was 
shown by a recent report of the 
Dept. of Commerce on the 1948 
Census of Business. 

Only 1,106 department stores of 
a total of 2,560 sold a hardware 
line in 1948. Their sales in 
this classification were $16,547,000 
which was 3.3 pct of total store 
sales. 

Only 1.6 pct of total department 
store sales of $10,629,137,000 was 
realized from hardware lines. 
Paint and wallpaper sales 
amounted to 0.8 pct of total de- 
partment store sales; lighting and 
electrical supplies accounted for 
0.5 pet; and heating, plumbing 
equipment and supplies, accounted 
for 1.6 pct. 

Variety store customers, in 1948, 
spent 8.2 cents of every dollar on 
hardware, paint, electrical sup- 
plies and appliances. 

Customers of general stores 
spent 7.1 cents of every dollar on 
building materials, electrical sup- 
plies and hardware. 


Fewer Gas Ranges 
Shipped in 6 Months 


Domestic shipments of gas 
ranges amounted to 1,315,400 
units in the first six months of 
this year, compared with 1,336,- 
900 units in the same 1950 period, 
a 1.6 pet drop, reported Edward 
R. Martin, director of marketing 
and statistics of the Gas Appli- 
ance Manufacturers Association. 


50,000 Stores Now 
Renting Floor Waxers 


It is estimated that more than 
50,000 store owners are now profit- 
ing from the rental of electric floor 
polishers, a business that had its 
inception in 1923 when Johnson’s 
Wax first introduced the machine 
to its line. 


Demand for Containers 
Continued Strong 


Demand for containers and 
packaging materials continued 
heavy through the first quarter of 
this year, the Commerce Dept. re- 
ported. Some production records 
were set, as a result. 
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Material Shortages 
Will Pinch in 1952 


Full impact of materials short- 
ages will be felt about the start of 
next year, Nathaniel Knowles, de- 
puty administrator of the National 
Production Authority, told the 
American Society for Testing Ma- 
terials. However, he added that ex- 
panding capacity and leveling off 
of the defense program should ease 
the situation by the end of 1952. 

Under the controlled materials 
plan, he declared, industry will be 
assured of obtaining its supply of 
critical materials for defense work. 
He added that industries not in the 
defense effort “will be assured of 
equitable distribution of the re- 
mainder.” 

Stockpiling of strategic and crit- 
ical materials, Mr. Knowles added, 
is another aspect of the defense 
program that is “vitally impor- 
tant.” 


Huge Press Makes 
Plastic Furniture 


General Electric Co. has com- 
pleted testing at its Decatur, IIlL., 
plant of a plastic molding press 
weighing 135 tons, which is capa- 
ble of producing such furniture 
items as end tables and kitchen 
cabinets weighing up to 13 Ibs. 
Other products simpler in design, 
but weighing as much, can be 
molded at the rate of two a 
minute. 


Auto Production 
Down in First Half 


Passenger car output in the 
first six months was off slightly, 
totaling 2,944,113 units in the 
first half, as against 3,026,377 in 
the same 1950 period. 


Metropolitan Areas 
Getting Natural Gas 


An 1840-mile natural gas pipe- 
line now is bringing natural gas in 
large volume to metropolitan New 
York and to New Jersey. Two cer- 
tificates have been approved by the 
Federal Power Commission to 
bring natural gas to New England. 
When these lines are constructed 
the Pacific Northwest will be the 
only area in the country not served 
with natural gas. Several plans are 
under consideration to bring nat- 
ural gas to Washington and Oregon. 

(Resume reading on page 15) 
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This 
‘tuna Display 
: will 
attract 


customers 


THE MERCURY is a durable Electric Soldering Iron which will give 
years of use to the home mechanic or shop man who has occa- 
sional soldering jobs. 

PROFIT is clear, because Mercury Irons are so soundly constructed 
that they present no service problems 


DISPLAY BOARD Free with an order for one each of the three sizes 


SEE YOUR JOBBER 

FOR GENEROUS DISCOUNT 
For continuous soldering jobs in shop and factory we recommend 
Vulcan Screw Tip or Plug Tip Electric Soldering Tools. Attractive 
display boards for these. too 


VULCAN ELECTRIC COMPANY 


DANVERS 3, MASS. 
Maker of Vulcan Electric Soldering Tools, Solder Pots, Glue Pots, 
Branding Irons and a wide variety of Heating Elements for assembly 
into manufacturers’ own products and for replacement. 














r 
] THE OSTER MANUFACTURING COMPANY 
2028 EAST Gist STREET + CLEVELAND 3, OHIO, U.S.A. 


1 
! 
1 
L 


Looking for ways to cut your costs? Then look to the Oster 
No. 502”Pipe Master.” This complete power pipe machine 
takes over all the hard work of threading, cutting-off, and 
reaming pipe. Time saved means less cost on every pipe job. 






Equipped with the exclusive “Auto-Grip” 
(automatic gripping front chuck) the Oster 
“Pipe Master” is the most complete machine 
of its type on the market—yet costs no more 
than less complete threaders! 


Standard range %” to 2” pipe. Extra range 
Ye” pipe. Range with drive shaft 21” to 
8” pipe. Bolt range 4” to 2”. 







GET THE 
WHOLE STORY 
IN THE OSTER 
CATALOG 






O. K. Oster—send me all the facts on the Oster No. 
502 ‘’Pipe Master.” 

(Attach this to your letterhead or a postcard, fill 
in your name, company name and address and mail 
to ’’Oster.’’) 





BETTER HARDWARE DEALERS FROM COAST TO COAST 


report ARISTO-MATS vowume sates 


WORLD’S FINEST STOVE & ALL-PURPOSE UTILITY MATS 


See Your Jobber or Write for Your Nearest Distributor 


PHOENIX TABLE MAT CO., 1315 w. Congress St., Chicago 7 


ditty SS CSD Clear price marks make QUICK SALES! 
j YatsOe7 METAL MARKERS 


e 
oe 
lS (Ad \Y PRINT PRICES PLAINLY 
WITHOUT NAILS OR BOLTS 


















mange age write ony on — tog 
” china, glass, plastic or any glossy surface. 
2 x &” FOR LEGS Marksare legible, bril- 

liant and lasting, but 
easy to remove with a 











5 Od , onc 12 FOR CROSS BAR 


. d loth. Made i 
Saves time and storage space...for home use | 792-1 Thin Black and 


or by workmen in building trades. 795-T Thick Black. 
EACH PACKAGE A COLORFUL COUNTER DISPLAY | Order from your dealer—or 
Nationally advertised to builders write for Free Sample, naming 
and home mechanics. Order from this magazine. 
your hardware jobber, or direct, if | 

he cannot supply you. 
GRAND HAVEN STAMPED PRODUCTS CO. 
GRAND HAVEN, MICHIGAN | BLAISDELL PENCIL CO.. BETHAYRES. PA. 










H 792-1 S?fatsde/7 METAL MARKER °° 
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* coping ENCINEERED QUALITY TOOLS SINCE 1919— at popular prices 





hack saws pa compass o0ws ong Nationally Advertised Products _ yhor 
block : nel saws * ores Nests wed x tore P , sow e 
Planes * hang "9 saws a ¢ k plones * irevlor sows 
Mitre saw: were drivers e smooth pias a 
- sows ynives * 
GREAT N ECK SAW M FRS., INC. tv owls * aed «++ for the stars in our line 
MINEOLA, NEW YORK - si see your jobber 
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[| ACE HOMEMAKER GIFT SET | Teme) EEL RLS 
for every “pregerred by atl 
Lifetime Guarantee | 
Outstanding seller for 
7-Pieces beautifully 
packaged in Gift Box 


Ivory or Black 
purpose uke want the Gest! 
Weddings, Showers, ae nae 
Order from your Whole- 














Catalin Handles 
Birthdays and Holidays || a ae 


Standard auger bits 


saler. Auger bits for 17 sizes (4/” to 24/6") 
$4 225 electric drills 
List. *he” to 12/6" 
Set 5005 *Mirror Bright 


ACE PRODUCTS CO., CHALFONT, PA. Tnidwag Sales Office and Factory 


| . Janufacturers of the fe~ous Ace Knife Sharpener and ServespooN THE MIDWAY TOOL“CO Melvin, Ohio 
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MARSHALLTOWN TROWEL COMPANY «¢ MARSHALLTOWN, IOWA 



























Looking for New Merchandise ? 

There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading "What's New," which appears in every issue on page 12. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


HARDWARE AGE 100 East 42nd Street New York 17, N. Y. 
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‘.. WANT FASTER SALES 
“FROM FASTENERS? 
_paiameeiire —— 






* 





* 
Stock and sell our Complete ™~ 
Line of PHILLIPS SCREWS ~ 
Southington offers a complete line of Phillips * 
Fasteners including the Phillips Recessed Head ™ 


Self-Centering Wood Screws. Known for depend- 
ability, uniformity and wide size range, the Southington 
line is one of the country's most popular fastener lines. 


Contact The Jobber Nearest You. 





THE SOUTHINGTON HDWE. MFG. COMPANY 


Since 1867 Southington, Conn. 

















COMPLETE STOCK OF GARDNER'S SPRINGS 


4-drawer cabinet No. 932 contains 402 precision-made industrial 
type plated and burnished Springs. 127 different sizes, in coded 
——— compartments ...A 
COMPLETE STOCK! 
= SPRIN GS Boxed refills shipped 
& : D at once from stock. 
om? a Be ready to fill 
omen? practically every cull 
— = o for Springs —— order 
from your jobber or 
write us today! 





Two and one-drawer cabinets also available. 


Gardner Wire Co. ‘ai%coro i 

















Chicago DIE CASTING MFG. CO. 


Your Jobber KNOWS! 


3 C ce 5 


Power Tool 
Accessories 


for complete information 
write for catalog No. SOA 
si +t 4 
é Shaft LJ } L 
\G) Collars Ge: 
ad Babbitt Bearing” Pillow Blocks 


CHICAGO 12, ILL 








Bali Bearing” Pillow Blocks 


Bronze Bearing’ Piliow Blocks 


ay Oo 























IF IT'S 


BULL DOG 


IT WILL HOLD! 





PICTURE HANGERS 
PICTURE WIRE 
CUP HOOKS 

PUSH PINS 
DRAPERY HOOKS 
KITCHEN HOOKS 
CLOSET ROD BRACKETS 
WARDROBE LOOPS 
FRICTION CATCHES 
SASH LOCKS 

COIL WIRE 


r.n. TATE co. “yy 


BOSTON, MASSACHUSETTS —U.S.A. 











Portable Electric Drills 
Electric Drill Kits 
Portable Electric Saws 
Portable Paint Sprayers 
Portable Polishers & Sanders 
Fractional H.P. Motors 


See your jobbér or write direct 
PORTABLE ELECTRIC TOOLS, Inc. 


332 West 83rd Street, Chicago 20, Ill. 


In Canada: 369 Danforth Rd 

















No. 144-24”, 28”. Made of thoroughly seasoned 
Cherry, richly finished in natural color. Set with 
Cat’s eye spirit vials for better vision, in large 
white openings—two levels and two plumbs, 
lens attractively sealed with red putty. A high 
quality product that will give years and years 
of service, yet priced low. Available for im- 
mediate shipment to jobbers. 


MAYES BROTHERS TOOL MFG. CO. 


PORT AUSTIN, Michigan 
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Colambiens PUMP CO., Columbiana. Obie, U.S.A 


retails $1.89; No. 251: 


FOR HARD OR SOFT WOOD 
* Cuts easier —simplified design, no blade-slippage. Chrome 
vanadium steel blades, all chromed body. Quick, accurate 
/ adjustment; self-clearing lead screw. No. 250: '2’-1'%", 
¥e"-3", 






retails $2.19. Guaranteed. 1’~2% 


FOR METAL, WOOD, PLASTICS 
One Clark Adjustable Hole Cutter replaces several fixed 
diameter cutters. High speed steel blade cuts clean, fast 
holes. Fits drill press, portable drill or hand brace. Easily 
set for any diameter. No. 100: %’-1%", retails $2.95; No. 101: 
‘, retails $3.95. Guaranteed, 

NATIONALLY ADVERTISED © SEE YOUR JOBBER OR WRITE DEPT. HA-8 


ROBERT H. CLARK COMPANY, Beverly Hills, California » M fi ers of Fine Pi 















Cutting Tools 














HOLDERS 


Now with ‘silent salesman’ display card at- 
tached for quick, profitable sales. Holds 6 arti- 
cles. Adjusts in a jiffy to any size up to 1%” 
dia. Clips are nickel plated. Hardwood 15” 
long, %” thick. Ready to hang! 


See your Jobber 


“Park” things where 
you want them... 


FINGER GRIP ADJUSTABLE CLIP 





ARTHUR I. PLATT & CO. 


FAIRFIELD, CONNECTICUT 


EASILY! 


© Shops 
Kitchens 
Cupboards 
Closets 
Etc. 











THE NEW Columbiana 
CAM-LOCK HYDRANT 
"'Sold the Werld Over’ 

Here's a fast-selling new Cam-Loek H 

Grant for use on pressure lines. sturatty. 
bullt = few moving parts, this Colum- 
yogi a - ne springs to rust eut. 


nelude: 
E VALVE BODY 
ASSEM.- 


eee 
: ONE. PIECE ‘SRON 
* tz CORROSIVE VALVE 


* ANTI. vaasse ACTION 
* CAM-LOCK HANDLE PREVE 
DRIPPING AND WATER WASTAGE 
This Is the lowest priced hydrant on the 
Fig. H—1200 market. Write on for complete informs- 
tlon. Established 1888. 


= 
= 
= 
A 
ASG 
o 
= 





| HOME ESSENTIALS CORP., 


HIGH POSITION 


MIDDLE POSITION 


t LOW POSITION a 





ADJUSTABLE TO 
3 POSITIONS 


FITS ALL TUBS 
$495 


305 N. FRONT ST., COLUMBUS, OHIO 


LisT 


ital PRICE 








HANDSAWS 
CROSSCUT SAWS 
CIRCULAR SAWS 
HACKSAWS \ 
KEYHOLE SAWS 

ALL OTHER TYPES 


E. C. ATKINS AND a, 
402 South Illinois Street ¢ 1! 


Slides Paint + Off 
-i Like Butter! 











Bull Dog Cream Remover * Cannot 
Scorch, Burn or Damage the Surface 


| 

| 

| Write for full information, price list. 
131 Dey St., Jersey City, N. J. 


GILLESPIE VARNISH CO., 














Gripper Clips 


Registered U. &. Pat. Ofies 


Small and large 
sizes for holding 
tools, garden im- 
plements, 
kitchen utensils, 
etc. Black finish. 
Packed on cards 


quail ) Retails at 
10c each, Circu- 
lars on request. 








@ GIBSON GOOD TOOLS, INC. « 
Box 268 Orange, Mass., U.S.A. 





Ball 
Type 











METAL FLOATS 


3"" to 12"' diameter 
ball floats of cop- 
per or stainless 
, steel for open 
tank to I50¢ 
Pressure in stock 
—specials of 
various metals 
made to order. 


ARTHUR HARRIS & CO. 
212 N. ABERDEEN ST. 
CHICAGO 7, ILLINOIS 

















% 


I 


Fa 
6 


ATKINS 






ee 


@ EASIER TO USE 
#LASTS LONGER 
*#CLEANS BETTER 


SUNSHINE 


RE6.U.S. PAT. OFF. 


FRENCH PROCESS 
CHAMOIS 


GENUINE Ott TAN 
MADE INUSA 


Yih DOUBLE DUTY \ 


ASK YOUR JOBBER 
FOR OUR 
DOUBLE DUTY CHAMOIS 
DOUBLE VALUE TO THE 
CONSUMER 











HOYT & WORTHEN TANNING CORP. HAVERHILL, MASS. 














CHAIR-LOC LIQUID. "It 
SWELLS wood joints TIGHT." 
For Furniture, Tool Handles. 
Many other uses. Doz. in at- 
tractive display. 

THE CHAIR-LOC CO., Lakehurst, N. J. 


Write your jobber or write us direct. 











WATER HEATER 
REPAIR COILS 


For old, new and 
obsolete heaters. 


90 DIFFERENT MAKES 


Single, Double, Triple, 
Instantaneous, Multi-Coil 


Send for Catalog ‘¥ 


DORMONT MFG. CO. 
1314 High Street Pittsbergh, Pa. 




















Bewildered ?? 


ow Se Mi ee» « 2 ss 
WASHINGTON NEWS AND 
VIEWS on page 10 of this issue. 
Here are accurate, authentic, easy- 
to-understand reports on the latest 
developments in Washington af- 
This 
helpful feature in each issue is 
another reason why HARDWARE 
AGE is the No. 1 choice of hard- 


ware dealers throughout the na- 


fecting hardware dealers. 


tion. 
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Classified Opportunities Section 





Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum, 50 words........ $5.00 
Each additionol word.......... 10 
Positions Wanted 
(Special Rate) set solid, maximum, 
iP) ME ie hash s cacttie don pewcanekewies< 2.00 
Each additional word .......... 05 


Allow Seven Words for Keyed Address 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York 17, N.Y. 


NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers unless accompanied by 
sufficient postage for remailing. 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close |5 days 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 








NATIONAL DISTRIBUTOR WANTED 


Manufacturer desires national distributor for revolu- 
tionary new door viewer. Item has patented swivel 
feature, precision ground lens. Brass or chrome fin- 
ish, handsomely packaged. National trade and con- 
sumer advertising campaign will back up sales. Is 
proving popular, fast-moving item in test markets. 
Highly profitable. For full particulars, write. 


HOME PROTECTOR MANUFACTURING COMPANY 


8258 Melrose Avenue Los Angeles 46, California 














SIDE LINE SALESMEN with following 
among hardware retailers, to sell with genuine 
pride America’s finest 6’, 8’ and 10’ steel tape 
rules, having EIGHT exclusive features never 
before embodied in any measuring instrument, 
one of which is brand new, much needed and in- 
cluded only with rules distributed by us. Rule 
made by and bears name of one of the country’s 
best known rule manufacturers. Protected terri- 
tories. Write for details. Address Box A-256, 
care of Harpware AcE, 100 East 42nd Street, 
New York 17, N. Y. 





SALESMEN WANTED 


To sell Residential Sliding Door Hard- 
ware and Track to Jobbers. All terri- 
tories open. State territory covered and 
lines handled. 
Address Box A-253, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














WELL ESTABLISHED PAINT BRUSH CO. 
EXPANDING 


Can offer good commission to men now calling on hard- 
ware and paint stores. In reply state territory desired 
and all necessary particulars. All replies confidential. 


Address Box A-248, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 





Representatives Wanted 


Representatives Wanted 








WISCONSIN 


MILWAUKEE and surrounding territory is open on 
an exclusive basis for a plastic item with no compe 
tition. If you travel out of Milwaukee write today. 
MADISON and nearby communities is also open 
Some other sections of WISCONSIN are open. Write 
for information. 

Address Box A-266, care of HARDWARE AGE 

100 East 42nd Street, New York 17, N. Y. 





MINNEAPOLIS EXCLUSIVE 


We have opening for a man who is traveling out of 
MINNEAPOLIS calling on hardware accounts A 


leading consumer 


proven seller with publicity in 
magazines. Every working man and woman is a 
buyer. Write today for exclusive representation 


Address Box A-267, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 














SALES REPRESENTATIVE NEEDED TO 
COVER exclusive territories with full line of 
“One piece steel bathroom cabinets.” Well de- 
signed and competitively priced on ten per cent 
sales commission basis. Call on Plumbing Deal- 
ers, Building Hardware, Tile Contractors, Lum- 
ber, Millwork. Electrical and Department Stores. 
Fries & Son, Second & Madison, Covington, 
Kentucky, 








SALESMEN WANTED 


To sell nationally advertised line of Residential 
Sliding Door Hardware. Must have other build- 
ers' hardware lines. Good commissions. Texas, 
Ohio and other good territory open. 


STERLING HARDWARE MFG. CO. 
2345 W. Nelson St., Chicago 18, Illinois 











SALESMAN WANTED 


To sell nationally advertised line of Residential 
Sliding Door Hardware In Minnesota and North 
and South Dakota. Must have other bullders' 
hardware lines. Good commissions. 


STERLING HARDWARE MFG. CO. 
2345 W. Nelson St., Chicago 18, Illinols 




















EXCLUSIVE OHIO TERRITORIES 


CLEVELAND and surrounding communities adjacent 
to city open to man traveling out of Cleveland. 
TOLEDO and surrounding communities adjacent to 
city. CINCINNATI and surrounding communities ad- 
jacent to city. <A tested, nationally publicized all 
Plastic item that appeals to every working man and 
woman. Write today. 

Address Box A-268, care of HARDWARE AGE 

100 East 42nd Street, New York 17, N. Y. 














SALESMEN, WITH FOLLOWING AMONG 
RETAILERS, wanted by New York Whole- 


saler. Good commission. No objection to non- 
conflicting line. We carry Specialties. Many 
territories open. Address Box A-264, care of 
HARDWARE East 42nd Street, New 





._MANUFACTURERS AGENTS calling on 
distributors of builders hardware to sell ‘““‘Weather- 
tite Thermal Guard’—a ew, patented, water- 
tight, aluminum threshold. Thousands now in 
use in Philadelphia area. Many enthusiastic 
testimonials from builders. Performance, ease of 
installation, and low price appeals to both opera- 
tional and custom builder. Test proven in the 
field on new home construction for over 1% years. 

e are now ready for expansion. Valuable ter- 
ritory open in all areas except S. New Jersey. 
Full protection and close cooperation in territory 
assigned. Please give full details of your present 
lines and territory desired. Thermal Co., 19 W. 
Durham St., Philadelphia 19, Pa. 


PAINT BRUSH MANUFACTURER DE- 
SIRES REPRESENTATIVE for hardware and 
paint jobbing trade, etc. opportunity for 
right man. Advise particulars and territory. Write 
Box A-242, care of Harpware AGz, 100 East 42nd 





Acz, 100 
York 17, N. Y. 
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Street, New York 17, N. Y. 





BRUSH SALESMEN WITH FOLLOWING 
AMONG Hardware, Builders Supply, Paint 
Stores, to sell established line of quality paint 
brushes for a well-rated manufacturer, to cover 
Virginia and the Southwest. Full time or side 
line. Liberal commission. Address Box A-273 


care of Harpware Ace, 100 East 42nd Street, 
y. Y¥. 


New York 17, N. 


BUILDERS HARDWARE MANUFAC- 
TURER NEEDS MANUFACTURER'S repre- 
sentatives in the following territories on a straight 
commission basis: New York State, Central Penn- 
sylvania, Kentucky, Montana, Skillman Hardware 
Manufacturing Company, Trenton 4, New Jersey. 


SALES 
accepted 


ENGLAND TERRITORY 
WOMAN FOR nationally known and : 
tool line. To call on our regular hardware job 
ber accounts and missionary work with hardware 
dealers. Salary and commission. Write giving 
full details and background. Address Box A-260, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 


NEW 





SALES REPRESENTATIVES WANTED 


to sel zh Quality, REVERSIBLE, Liquid _Door 
yng — 2 — 3. Imported. ABSOLUTELY 
GUARANTEED and backed by a long established 
firm. Liberal commission! Mounted Demonstrator sam 
ples. Protected territories. Immediate shipment with 
November dating to well rated firms. State territories 
desired and present lines ‘ 

Address Box A-258, care of HARDWARE AGE 

100 East 42nd Street, New York 17, N. Y. 











AND  IM- 


complete line, 


N. =. CUTLERY JOBBER 
PORTER, with following and 
needs full-time energetic salesmen with car for 
each of these four territories: Maine-—-New Hamp 
shire and Vermont—Western Massachusetts and 
Western Connecticut—Eastern Massachusetts, 
Rhode Island and Eastern Connecticut, Drawing 


account against commission For interview ad- 
dress Box A-249, care of HarpwAare Ace, 100 
East 42nd Street, New York 17, N 








IMPORTER OF 
WOOD SCREWS, BRASS & STEEL 


Interested in contacting sales representatives now 
calling on retail trade. We have a large assortment 
of Brass and Steel Screws, Flat Head, in stock packed 
in one gross packages. We are continuously receiving 
new shipments. Can also furnish screws in bulk. In- 
terested parties please address 


Box A-254, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 
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Classified Opportunities Section 











Representatives Wanted 


Positions Wanted 


Help Wanted 





IF YOU ARE SELLING TO _ Wholesale 
Building Supply and Wholesale Hardware houses, 
and can sell a good Fall and Winter automatic 
draft eliminator, write us giving qualifications 
and territory you cover. Territories open East 
of Denver except thirteen midwestern states. 
Sentry Stop-A-Draft Co., 20 N. Wacker Drive, 
Chicago 6, Illinois. 





BUILDERS HARDWARE SALESMEN. WE 
ARE well established manufacturers of locksets 
and have two openings os aggressive salesmen 


to cali on Hardware and Lumber accounts. First 
territory includes Eastern Pennsylvania, Mary- 
land, Delaware and Washington, D. C. Second 


territory includes Eastern New York State, Long 
Island and Metropolitan New York. State full 
particulars to include age, experience and lines 
carried. Address Box A-270, care of HARDWARE 
Ace, 100 East 42nd Street, New York 17, N. Y. 





MANUFACTURER’S REPRESENTATIVES 
WANTED, NOW CALLING on Mill Supply 
and Machinist Tool, dealers, to sell new pre- 
cision dial indicator Open territories in East 
Coast, Michigan, Ohio, Mid-West and South. 
Liberal commission. Specify territory and type 
of lines carried in reply. Address Box A-269, 
care of Harpware Ace, 100 East 42nd Street, 
New York 17, N. Y. 





HARDWARE MANUFACTURER SEEKS 
AGGRESSIVE SALES representative, with job- 
ber contacts, in Denver, Colorado; Richmond, 
Virginia; Atlanta, Georgia; Minneapolis, Minne- 
sota and neighboring states. Commission basis— 
exclusive territories. Give full details. Address 
Box A-271, care of Harpware Ace, 100 East 
42nd Street, New York 17, N. Y. 





SALESMAN: SELL COMPLETE LINE OF 
Top Grade Paint Brushes, and complete line of 
household brushes. Men who are now calling on 


paint, hardware, lumber dealers, etc. Full time, 
side line, and manufacturers agents. Build a 
future with us. Address—General Brush Co., Inc., 
34 Taylor St., Springfield, Mass. 





SALES REPRESENTATIVE, 12 YEARS’ 
EXPERIENCE selling hardware jobbers and 
retailers in South and Southwest. Also jobbers of 
aper, groceries, sundries. 
eadquarters gg essee. Age 39. 
Salary or draw. Address Box A-213, care of 





Harpware Acz, 100 East 42nd Street, New 
York 17, N. 
POSITION WANTED IN THE PITTS- 


FIELD-ALBANY area by executive experienced 
in hardware retailing. Fully capable of assum- 
ing management responsibilities for hardware 
store or store handling other types of merchandise. 
Excellent references. Replies confidential. Address 
Box A-265, care of Harpware AGez, 100 East 
42nd Street, New York 17, N. Y “ 





HARDWARE MAN, AGE 36, MARRIED 
VETERAN. Five years experience selling gen- 
eral hardware. Can cut glass. Must change be- 
cause of health. Prefer along Atlantic coast to 
Florida. Now employed. Store selling only. 
Appreciate interview and try out. Address Box 
A-261, care of Harpware AGez, 100 East 42nd | 
Street, New York 17, N. Y. 





Accounts Wanted 








NATIONAL DISTRIBUTORS 
Established—Reliable Aggressive 
ANCO CORPORATION Pittsburgh 22. Pa 
Branch Offices 
New York @ yy 4 Detroit 

Cleveland @ Louisvill 
Covering all classes of jobbers. We will carry 
the accounts or you can bill direct. 
Write for further information and references. 














ESTABLISHED TOOL MANUFACTURER 
DESIRES COMMISSION salesman with estab- 
lished clientele among retail hardware dealers in 
Pennsylvania, Harrisburg and East. Address Box 
A-272, care of Harpware AGez, 100 East 42nd 
Street, New York 17, N. Y. 





Positions Wanted 


MANUFACTURERS AGENTS, COVERING 
ILLINOIS, INDIANA, Iowa and Wisconsin, 
established 20 years, contacting Mill Supply and 

holesale Hardware, desires connections with 
manufacturers of Screws, Nuts, Bolts, Washers. 
small tools. Address Box A-227, care of Harp- 
.Y Ace, 100 East 42nd Street, New York 17, 





| 


| 








MANAGER-PARTNER AVAILABLE. DO 


YOU have a successful business that is too good | 


to permit your retiring? Capable and experi- 
enced manager is willing to invest. Knows dis- 
play, Signwriting, Advertising and Hard Line 
Merchandising thoroughly. Age 33, married, con- 
genial personality, excellent references. Address 
Box A-251, care of Harpware Ace, 100 East 
42nd Street, New York 17, N. Y. 


ESTABLISHED MANUFACTURERS REP- | 
RESENTATIVE, TEXAS, LOUISIANA, Okla- 
homa, Arkansas, wants major lines: Hardware, 
Heating, Appliances and Industrial. One divi- 
sion calls on all city, county, state, federal offi- 
cials and military installations. Martin-Smith Co., 
2200 Alamo National Bank Bldg., San Antonio, 

exas. 





30 YEARS SALES EXPERIENCE, I have 
an office, car and am thoroughly acquainted with 
the New England area. Want a position that 
can use my qualifications. I am available for an 
interview at your convenience. Morris Zitser- 
man, Airnet Novelty ~aapeny, 86 Weybosset 
Street, Providence 3, R. 


HARDWARE EXECUTIVE, 24 YEARS’ 
SUCCESSFUL EXPERIENCE in Retail and 
Wholesale Management. Desires to affiliate in 
executive capacity or assume a financial interest 
in progressive hardware concern, either in the 


retail or retail and wholesale field. Excellent 
financial trade and personal references. Address 
Box A-255, 100 East 


care of Harpware AGz, 
7%. 


42nd Street, New York 17, N. 
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MANUFACTURER’S AGENT, COVERING 
OHIO, WEST VIRGINIA and KENTUCKY, 
calling on Hardware & Plumbing Jobbers, wishes 
additional lines on exclusive basis. 
A-250, care of Harpware Ace, 
Street, New York 17, N. 


100 East 42nd 





MANUFACTURER’S REPRESENTATIVE, 
SERVING BOTH JOBBERS and Dealers in 
hardware, building supplies and sporting goods 
throughout Oklahoma and Arkansas, desires good 
quality lines. Only good reputable Manufacturers 
considered. Commission basis satisfactory. Ad- 
dress Box A-257, care of Harpware Ace, 100 
East 42nd Street, New York 17, N. Y. 


Address Box | 





| 








GENERAL MANAGER 


needed for new Wholesale Hardware Company 
now being established in one of the prosperous, 
growing cities of the Southwest. For this re- 
sponsible Position, a man of real ability and 
wide experience in the Wholesale Hardware 
field is required. It represents a real oppor- 
tunity for an ambitious, energetic man, as he 
will have an opportunity to invest a consider- 


able sum in the Company. The business is 
backed by a substantial, well-established firm. 
For further information, address Box A-225, 


care HARDWARE AGE, 100 East 42nd St., New 
Yoru U7, &.. T., giving necessary information 
about yourself, and we shall be glad to con- 
tact you and arrange for an interview. All 
negotiations of every kind are to be handled 
in strictest confidence. 
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MANUFACTURERS DIRECT _ REPRE- 
SENTATIVE WITH EXCEPTIONALLY fine 
lines needs men who can sell to jobbers. Must 
have initiative and ambition and willing to. work 
on straight commission. Several territories in the 
11 Northeastern States open. Also required is a 
man in New York City for the Export trade. 
When writing, you may state all particulars in 
complete contidence. Address Box A-178, care of 
et eA Ack, 100 East 42nd Street, New York 
17, Z 


EXPERIENCED BUILDER’S HARDWARE 
SALESMAN FREE to travel anywhere. Must 
be able to establish new accounts and to work 
with our manufacturers representatives. In reply- 
ing give all _Pertinent details. Your application 
will be held in strict confidence. Apply to Skill- 
man Hardware Manufacturing Co., Trenton 4, 
New Jersey. 


100 Ea 
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WHEN YOU WANT TO BE HEARD 





Speak to the right "class"—in 
the Classified Opportunities 
Section of 


HARDWARE AGE 


100 East 42nd St. New York 17, N. Y¥ 
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Business Opportunities 











HARDWARE, PLUMBING, PAINT, 
WALLPAPER & ELECTRICAL 
SUPPLY FOR SALE 


In very good location. Good factory and home repair 
district. Located in the near north side of Chicago. 
Wholesale inventory $20,000. Twenty thousand. Rea- 
son for selling, poor health. 


Address Box A-263, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 




















FOR SALE 


One of the nicest small Houseware and Hardware 
stores in all the east. Volume $75,000 to $80,000. 
Rent $225 per month . . . long term lease can be 
consumated at this figure. Sales price of $30,000 
includes stock, new fixtures and new truck. Won- 
derful opportunity. Store located in Philadelphia- 
Camden area. 
Address Box A-252, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 




















JOB LOT 5,000 
STRONG WOOD BOXES 


22x12x8 40¢ ea. 
Bins, Shelves, Shipping 


O'CONNOR BOX CO. 


816 W. 51ST PL. CHICAGO, ILL. 











Business Opportunities | Business Opportunities 








LARGE CHAIN SUPER MARKET 


with ample space for additional packaged items will consider 
adding new products of quality merchandise such as household 
gadgets, hardware accessories, novelty items or any other pack- 
aged goods; also miscellaneous household and other items which 
may be suitable for sale in Super Markets. Will consider only man- 
ufacturers with Dun and Bradstreet rating of $25,009.00 or more. 
State selling price of product and profit margin or commission. 


Address Box A-262, care of HARDWARE AGE 
100 East 42nd Street, New York 17, N. Y. 








MODERN HARDWARE STORE IN A 
GROWING COMMUNITY, 45 miles N.W. of 
Los Angeles. Total price $59,000.00 includes 
lot, building, fixtures and stock; half interest is 
$29,500.00. Write Valley Hardware, P. O. Box 
133, Camarillo, California. 





HARDWARE AND APPLIANCE STORE 
LOCATED near Oklahoma City, Oklahoma, On 
U. S. highway, large trade territory. Have sev- 
eral good franchises. Ideal TV territory. Build- 
ing 35 x 95, concrete block and brick. Invoice 
Stock, will lease or sell building. Dissolving 
Partnership. Stock approximately $15,000. Moore 
Hardware Company, Box 296, Moore, Oklahoma 





FAILING HEALTH FORCES SALE OF 
hardware, appliance, gift business. Store 55 x 90 
with 40 x 55 storage space, with long lease. Build- 
ing also houses Kroger’s, farm offices. City of 
7,000, trading area 35,000. 90 miles east of Chi- 
cago. Present inventory $65,000. Address—Clem 
Volpert, Plymouth, Indiana. 





HARDWARE BUSINESS FOR SALE IN 
Lewistown, Pennsylvania. Approximately $45,000 
inventory, real estate for sale or rent. Address 
Box A-259, care of HarpWARE AGE, 100 East 


42nd Street, New York 17, N. Y 
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ware people are just a few of the regular features of HARDWARE AGE that have caused more dealers to 


invest in subscriptions to Harpware AcE than to any other hardware magazine. 


HARDWARE AGE 


100 E. 42 St. 





Hardware dealers all over the country have discovered that 


& &y it pays to keep your eyes on Harpware AcE for ideas and 


y 


wor 


news, more new merchandise descriptions than’ published 


by any other hardware magazine, and news of other hard- 


The Hardware Dealers’ Magazine 





é it advice that mean more money in your pocket. Help on 


MD price control problems, new merchandising ideas, market 


New York 17, N. Y. 
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MADE IN CANADA SINCE 1917 
AVES FUEL - REMOVES SOOT . ELIMINATES CHIMNEY FIRES 
USED AS A SMOKE PURIFIER SAFE AND EASY TO USE 


FOR HOME USE Just spread oa cupful of “SOOTFOE” 


over your hot fire once of twice a week. 
16 oz, 52¢ 36 oz. 75¢ 
ECONOMICAL SIZES 
80 oz. Size $1.40 50 Ib. Drum $14.00 
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. THE OLD VICTORIAN 
PRODUCTS 


49 Miranda Ave., Toronto 10 
ONTARIO-~ - ° CANADA 















ASK 
YOUR 

JOBBER 
TODAY! 





STYLED FOR BEAUTY * GUARANTEED FOR SERVICE 


; Visit our booths 4921 & #922 October 8-12 at the National Hardware 
| Show, Grand Central Palace, New York City. 


le Made exclusively for 


AMERICAN IMPORT CO., San Francisco, California 














Boxed & Carded 
¢ popular-priced + 
for LACQUERING, 
VARNISHING 
ENAMELING 
MARKING and 


\ \ FI nny A 










\S MM. GRUMBACHER. x-. 
“ar 460 West 34th St., New York 1, N. Y. 











Transparent-Plastic 
WALL PROTECTOR 


A wall protector of attractive, 
transparent plastic. Covers wall 
yet does not hide it. For walls be- 
hind stoves, around sinks, bathtubs, 
and light switches. 


Two 25x40" sheets in a tube. 
; PROFITABLE — COMPLETE PACKAGED PAPER LINE 





Shelf Lining Napkins Baking Cups 
Cups Household Wrap Guest Towels 
Doilies Plates Col. Thumb Tacks 
Garbage Bags Lunch Bags Sandwich Bags 


Freezer Supplies 


Write for Price List 5511 


RUBY PRODUCTS CO. 220.8, Weter st. 











Milwaukee 2, Wis. 
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FOR IMMEDIATE 


DELIVERY 


An almost complete line of 


MARX’ Toys 


Please write for Descriptive Price Sheets 


ALLIED TOY DISTRIBUTORS, INC. 


New York 10, N. Y. 


18 West 23rd Street 








KILGORE PROFIT-MAKER 
HAS STRONG “BUY” APPEAL ! 


A popular, fast-selling houseware. 
Housewives are quick to grasp its 
usefulness as 3-color label, in- 
serted in each cup, plainly tells 
and pictures how cup measures 
both liquids and bulk foods—and 
how it functions as an egg sepa- 
rator. Modern, square shape— 
pours without dripping from any 
corner. Made of crystal-clear 
polystyrene. Separator tops are 
red, blue, or white. 3 dozen toa 
case. Also available individually 
boxed—2 dozen to a case. 


KILGORE, INC. 
WESTERVILLE, OHIO 
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MEASURING CUP ‘ EGG SEPARATOR 














DISPLAY 
THESE 


THEY WILL SELL 
THEMSELVES... 


Display box contains 


one gross house num- DURABLE 
bers, {2 numbers in 

a os -_—___ 
each number, 3 inches 

high in a glassine RUST PROOF 
bag, includes double 

numbers tor best soll _—___> 
ers. ize isplay 

nv og 10% inches INDIVIDUAL 
wide by 12/2 inches 

long, by 3% inches NUMBERS 
deep, outside dimen- . 
sions. The lid folds —_—_——> 


back to make the dis- 

play as illustrated, to which one number 
may be screwed in place. Numbers can be 
ordered any time to fill this display. 


ACME PRODUCTS COMPANY 





Write for catalog and pr 
Display box —_— twelve numbers 
for best seller: 
406 N ‘VAN BUREN ST. 
GREEN BAY, WISCONSIN 











Competitively Priced 


ore)... 


Wore Gn 


VAC LEVELS 


Most Complete Line in the Level Industry 
e Finest Construction, Precision and Eye-Appeal 
e Fully Guaranteed 


@) 


(Om) 





ECONOMAT Aluminum Levels—1!8", 24", 28", 30" 
Write For Catalog On EXACT & ECONOMAT Lines 


> ¢.\ 8 ee 


& TOOL 
HIGH BRIDGE, NEW JERSEY 


Ww 


a Co © © Be 





INC. 





eve 
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DRAW TRADE - INCREASE PROFITS 


You'll find increased trade, sales and profits when you modern- 
ize with smart, new Heller Fixtures. Added attractiveness is im- 
parted to your store and merchandise. The finest in construction 
and materials, the widest choice of designs, the sectional, inter- 
changeable, sturdy, durable and warp proof qualities assure 
you of outstanding service and styling in Heller Fixtures, The 
quality found in Heller Fixtures is the trade mark of Heller’s 
59 years of experience in the industry. Send sketch of your 
store for free store plan and estimate. Ask for catalog No. 50. 


emanate 571220100: Hew-Attractive HELLER FIXTURES 


MONTPELIER, OHIG 
ms IN DEMAND! 


"These tapes are really ) =p. PEA 


SANDING 


BLOCK 
* WON'T CLOG 


Here’s the modern way 

to sanding speed and ease 

—“Kwiksand”—the orig- 

inal “twin shape” block 

that conforms naturally 

| to ANY surface—regular 

The tape with : , or irregular. Sells: be- 

cause it saves time and 

energy—cellophane color 

wrapped to catch cus- 
tomer’s eyes. 


the yellow core 
made by 
OKONITE 


Visit our booth No. 588-B at the 


2Os Gemel, | @ ame.) cenencs,| 
National Hardware Show. 


RECOGNIZED WHOLESALERS 


UE Ga ise 7 Mishel .. 


SEE YOUR JOBBER OR WRITE 


Panther ana © ragan 


friction and rubber tapes 





GENUINE OF SIL NC One Set in a 
ORIGINAL DOMES E E “>a 
SELL ON SIGHT when these attention-compelling con- = nal aan 
tainers, box or card are displayed on counters. Genuine DOMES $994” 543,” ag” 

Gicanenn Ont, OF SILENCE glide softly, silently, smoothly 

12 Cords la box. over all flooring; saves floors and furniture For 

a Whe" years the favorite with houseowners and furniture 

1 4" 4" manufacturers. 





Ask your jobber or write 
DOMES OF SILENCE, Division of 


ROBERT E. MILLER & CO. INC. 


35 PEARL STREET NEW YORK CITY 
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